THIS STEEL-CLAD 


GUARANTEE 


BACKED BY HEAVY NATIONAL 
D\ADVERTISING... MAKES 


FLASHLIGHT BATTERY 
saLESs AUTOMATIC! 


READ THE GUARANTEE! 

Millions of users read about the exclu- ES: 

sive LEAKPROOF sealed-in-steel guarantee in fh : ARan z 

America's leading magazines... the guarantee that 4 i : tm Tee; 1 veur flashlig’ 2 

appears on every Leakproof cell. Cash in on this perfect tie-up. iS @ ve by pacha j 
iS. * °F swelling of thit:Zj 

Ask them to A the 42% Send it to us with A 
BUY SPARES—THEY STAY FRESH ive yecties and we will 


atteries 
¥y. “0. Va : == 
Ce, © LEAKPROOF = 
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ADS NOW IN COLOR... 


i more ‘ Htions o - te 


FLINT 





your sales 






















FLINT 


OLLOW © GROUND 
CUTLERY 





BIGGER THAN EVER and NOW IN COLOR! That’ 
the advertising story on FLINT* Hollow Ground C 
for 1947. More and more of your own customers 
soon see FLINT ads in more magazines and 
papers with even greater circulation. And they'll 
sold by dominating, forceful COLOR in every 

Tie in with increased FLINT advertising. Disg 
and advertise this fine cutlery with its special chr > 
vanadium blades . . . High-Arc Hollow Gre 
have and hold a razor’s sharpness. You'll 
pays fo feature FLINT... in January and th 
the year. 

BIG COLOR ADS IN THESE LEADING 
Americon Home Ladies’ Home Journal 


Better Homes & Gardens McCall's 
Bride's Saturdey Evening Post 


FLINT 


‘HOLLOW () GAC 
CUTLERY 






Theres a 
sharp distinction about 
















Good Housekeeping Sunset 
Woose 8 Grde Woman's Home hollow ground cutlery... | 






PLUS... BIG COLOR ADS IN SUP 


ite st 
IN THESE NEWSPAPERS now of your favorite store 

































Atlanta Journal Milwaukee Journal + From the tip of the blades to the 
Baltimore Sun Minneapolis Tribune heel of the handles, Flint knives are won- 
ie, rll aaaaaaas on Yo Sa ss derful instruments for every carving or { 
Guana Se News pede cutting need... prcuat sree at - 
Gncinnati Enquirer Pittsburgh Press the table or sn the kitchen. The blades \ 
Geveland Plain Deoler Portland Oregon are chrome vanadium steel . . . the finest JTi 
Dallas News Rochester Democ for cutlery. The handles are imported 

DesMoines Register St. Louis Glo hardwood . ..a joy to hold and behold. 













noha ce Cone Try one Flint Knife and you ll want all 

megs sad a ~ styles and sizes. Leading stores have them 

etic. tan Appeal — now sold separately or in sets for 
many uses 








EKCO PRODUCTS COMPAN 
1949 North Cicero Avenue, Chicago 
Sold in Canada by y 
EKCO PRODUCTS COMPANY (CANADA) Ltd., & 






2 All Fhae® Kaives are Hiah-An hollow 
} ground way up mite cach side of the 
blade, w have and huid 4 razor 6 shatpats» 
£XCO PRODUCTS COMPANY (Fito) CHICAGO 


Seid in Conodn by Ekco Products Company 
Conade itd, Monirec! 













*Reg. U. S. Patent Office 





HOLLOW /GROUND 
CUTLERY 





PANY, 9... 
Me nae Ra feeh, Racer NS 880A. Chicago, 
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‘. ience means that hot breads and casse- 
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Whe Greatest Step forward 


in Brotler Design in Years! 


Just imagine what a hit this new Florence 
Broilercue will make with housewives! 
It does all three — broils, roasts and 
barbecues. Furthermore, 2-oven conven- 


roles, for instance, may be taken from the 
oven at the same time a roast or steak is ready 
in the Broilercue. Packed with exclusive fea- 
tures that add new ease and efficiency every 
housewife will want. 


LOOK FOR IT ON DISPLAY 


’ AT THE JANUARY MARKETS 
CHICAGO - NEW YORK - HIGH POINT 











Announaing HE SENSATIONAL NEW 
FLORENCE Znite/GAS RANGE! 


featuring 
THE NEW SWING-OUT FLORENCE 


Srotlercue* 
and other great ‘sell-on-sight' features! 


say ed New Streamlined Turret- 
Top Design—United and Divided 


# 2-0ven Convenience 

ow Famous Florence Baking Oven 
+ Easily serviced from the top 
& New C-Quik Gas Cock Handles 


New De Luxe Top Light, 
v Combination Telechron Electric Clock 
and Time Reminder, Utility Outlet 


T’s new design inside and out! It’s a two- 
ae en range in one! It has the new Florence 
Swing-Out Broilercue* with features never 
before seen in any gas range! It’s the result of 
the greatest housewife survey ever conducted 
in the industry — and more than 70 years of 
Florence experience. Be sure to see the new 
Florence “Registered” Gas Range at the Janu- 
ary markets. It’s the business-like thing to do! 


*Patents applied for 











ONLY FLORENCE OFFERS FOCUSED HEAT 


The arched Broilercue roof is designed to 
distribute penetrating radiant heat over en- 
tire broiling surface. Result: More delicious. 
more healthful food withminimumshrinkage. 









FLORENCE STOVE COM.- 
PANY .. . General Sales 
Offices and Plant: Gardner, 
Mass. Western Sales Offices 
and Plant: Kankakee, [l. 
Seuthern Plant: Lewisburg, 
Tenn. Other Sales Offices 
One Park Ave.. N. Y.; 1459 
Merchandise Mart. Chicago; 
53 Alabama St.S.W., Atlanta; 
301 No. Market St., Dallas. 





' ' 





Hardware Age, published every other Thursdey by Chilton Co. (Inc. ), Chestnut and 56th Sts., 
Office at Philadelphia wnder the Act of March &, 1879 ( Printed in U. S. A.) $1.00 per year 


JANUARY 2, 1947 





Single copies, 25¢ each 


Philadelphia $9, Pa. Entered as seeond-class matter March #4, 198%, at the Post 
Vol. 159, No. 1 











EAGLE PROMISED 
YOU MERCHANDISING 


5 





i ies a te 


When The Eagle Lock Company 


and its parent company, Bowser, Inc., 





announced the formation of Eagle 

Industries, Inc., as the national sales 

organization for Eagle products, 

one of the main objectives 

was the development of a 

merchandising program to help jobbers 

and retailers increase volume and profits. 

In the short time that Eagle Industries has been in | 
operation, you can already see the results. To back up new 
items as fast as they are introduced, your promotional 

Typical of the program now 

Tauendiinghsigs Cook. 


able for promoting all new 
Eagle products. 


department at Eagle Industries is providing dramatic 
new announcement advertisements, easy-to-use 
catalog sheets, smart envelope stuffers, effective 
newspaper mats, and powerful point-of-sale helps— 
all modernly designed to stimulate business for you. 
It all adds up to this: Through Eagle Industries, you Atla 
can count on merchandise with merchandising that is 


NEW EAGLE PADLOCK 
NO. 04835 tuned to today’s selling tempo. 


EAGLE INDUSTRIES, INC. Subsidiary of Bowser, Inc. : Ch 


National Sales Representative of The Eagle Lock Company 


General Offices: 110 North Franklin Street, Chicago 6, Illinois 3 
District Offices: Boston, New York, Philadelphia, Chicago, Atlanta, Dallas and San Francisco | 
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ITAL Dink BO ha i HOEK 





Stainless-Steel Cutlery with 
FULL-MIRROR FINISH 


January Exhibits 


Atlantic City — Convention Hall 
on the stage 


January 5 to 10 


Chicago — Merchandise Mart 





Room No. 11-103 


January 6 to 18 
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CARVING SETS 
KIDDY CUTLERY 


KITCHEN TOOLS 


STAINLESS STEEL FLATWARE 
COLORED HANDLED TABLEWARE 


KITCHEN CUTLERY 




































"Guaranteed by ® 
Good Housekeeping 


Moy, WOEFECTIVEOR ow 
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A Heal. 


SHOWING IN 
BOOTH 131° 
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Use as a step stool, 
beyond compare... 













Use as a perfect | 
junior chair. 
Use as a handy stool, 
stands any test... 


Use as a stool with 
a comfy foot rest. 


\ N Nation rise 


fee Kitchen 
STEP STOOL 


KEEN Equipment Company 


VINELAND, N. J. 

















€enco 


TRADE MARK REGISTERED 


MANUFACTURED 
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Pal 


TRADE*-MARK 


FOR THE NEW YEAR 


——E——————rl il 


Leading jobbers from coast to coast feature PAL Wheel Goods 
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V Voc your service costs and parts inventories nose 













dive when you start featuring the SMITHway Stoker. You 
will forget forever the days of excessive service costs and 
heavy parts inventories that tie up valuable working capital. 


You can actually service hundreds of SMITHway Stokers 
with this simple supply of parts: 


2 sets of feed screws 
4 sets of tuyeres 


2 Packaged Unit-Drives 


. .. and not one thing more 


Packaged Unit-Drive 


..» One of the 24 Exclusive Features of the 
SMITHway Stoker. 


Our 





Here is the greatest stoker advancement in the past decade. 
Motor, fan and transmission are 


built into one compact, highly ef- 
ficient unit that can be quickly and 
easily removed and replaced in less 





than four minutes, using only a 


=) . common end-wrénch and an ordinary pair of pliers. 
S E R | G Decide now to make more money by selling the nationally 


advertised SMITH&ay Stoker. Send a penny post card to 


2 ALR AS RRA NE SRE OP 


the nearest office a below, asking for full information 


{ 6) S I S on the SMITHway 
A a 


toker franchise. 


{5A EES NITED iC ROG OES 


+ Beans, 
a Ce 
Sawer 
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Double X, long the star performer 





of the Schalk Show, hasn't changed 





inside...only outside. It comes 
to you now in new, modern dress: 
a package clean, crisp, paced to 


Today’s Tempo. You'll like it, we're 





sure. It will sing out on your 





shelves and say “! am the white 
magic that makes varnish vanish 


and makes old floors new.” And, 





unless we miss our guess, it will 
register a better sales-performance 


at your Box Office! 


SCHALK CHEMICAL COMPANY 


FACTORIES: LOS ANGELES AND CHICAGO 
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IN THE SMARTEST, FASTEST-SELLING GIFT 
PACKAGES OF THE YEAR 


SUNDAY NITE CHEF 


MAGNESIUM GRIDDLE 


There’s sales magic in the attention-compelling pack- 
aging of these two new Magnesium Griddles. They 
have proven themselves to be “standouts” for quick 
acceptance and rapid, profitable turnover. Their 
attractive packaging makes them ideal gifts as well 
as utility items the housewife buys for herself. 


SUNDAY NITE CHEF SENIOR-—This 
two-burner griddie gives even heat 
over the entire cooking surface. Large 
even surface heat permits cooking 
more food at one time, and reduces 
fuel consumption. 


Suggested Retail Price $3.90 





THE JUNIOR CHEF 


For modern twosome living this 
one-burner griddle-grill is custom 
built for modern electric or gas 
stoves. Pace-setter for cooking 
imagination because it is light, 
versatile and efficient. 


Suggested Retail Price $3.90 








Here is a real innovation in lawnbarrows—the new 
Dowcraft Magnesium Lawnbarrow! Its lightness, 
ease of handling and balance appeal to women. 
its sturdy construction, modern lines, and finish 
make it the latest and smartest thing in garden 
equipment. It sells itself when a gardener lifts it. 
It will hang conveniently on a garage or basement 
wall. “Pick-Me-Up” label attached to the bed of 
each Lawnbarrow encourages self-demonstration to 
customer and sales personnel. 
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Here it is . . . Dow Weed Killer, packaged for 
lawns. It kills common lawn weeds, such as 
dandelions and plantain. It also kills 
poison ivy, poison oak, ragweed and 
other undesirable weeds. But it does 

not kill lawn grass! 
Attractive packages of Dow Weed 
Killer, intwo sizes, 25c and $1.00, 
are shipped in small, easy-to- 


3 DUSTS SIMPLIFY GARDEN LINE ¥ a <>} 


ROT 
This simplified line of only three (for all purposes) Insecti- ro 
cide Dusts offers the advantages of lower investment, 
reduced inventories and faster turnover. Attractive counter 
display presells all three dusts. Instructions for salespeople 
are clearly printed on back of display. 





INSEC 
DOW GARDEN DUST... An especially formulated insecticide 
and fungicide dust. 


ROTODOW ... To control insects and certain diseases attack- 
ing vegetables and small fruits. 


PLUS FREE 


DOW ROSE DUST. . . Recommended for use on roses and 


certain other ornamental plants. 


<Doy> 


: FA Meiaee Protection 


- GARDENERS 


NiDOW PRODUCTS 
2-4 DOW WEED KILLER for tavns... 





set-up counter display units for 
on-the-spot selling. Back panel of 
each display unit gives answers 
for clerks to questions of the aver- 
age customer. Packed in combina- 
tions of 24 large packages per dis- 
play unit; 96 small sellers per 
display unit; two display units 
per shipping case. 






GARDENERS Gog 














meee Guide” tells which 


DOW CUTWORM BAIT. . . The answer fo an 
annoying problem of the home gardener. Pack- 
aged for quick acceptance in a colorful utility 
top reclosure type package. 





GUIDE ! 


16-page “Gardener's 


Dust to use, on what, 
where and when. 











WRITE OR WIRE NOW! 


For price, discount and shipping information. 


SPECIALTY PRODUCTS DIVISION 
THE DOW CHEMICAL COMPANY 


First and Water Streets 
BAY CITY « MICHIGAN 
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We're shipping SEASON-AIR! 





Yes, Surf SEASON-AIR is rolling out to dealers in volume now. 
Additional territories are being opened as fast as our increasing 
production permits. Keep in touch with your distributor so you'll 
be first in your trade area to show this all-season profit-maker. 


ee it at the show! 


Surf SEAsoN-AIR—the only room-conditioning appliance with four- 
season utility—will be displayed in Space No. 448, Municipal 
Auditorium, Atlantic City, during the Houseware Show from 
January 5 to 10. If you haven’t seen SEASON-AIR, don’t miss it at 


the show! 


From heater to fan in 29 seconds © simply remove heater housing 


COS OW OWL 


G-M LABORATORIES INC., 4296 N. Knox Ave., Chicago 41, Ill. 
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See the Royal Brand Exhibit! 
HOUSEWARES SHOW 
CONVENTION HALL 
ATLANTIC CITY, N. J. 
JANUARY 5 TO 10 


SPACES 279, 281, 283, 285, 287, 
ND 291 


289 A 
* 
In the Center of the show! 


ees the 
CHICAGO MARKETS? 
Don't Miss Our 
Permanent, Yeor-Round 


Exhibit in the 
MERCHANDISE 
MART 


* 
Room 1577 





Variety of styles to meet 
every price range. In- 
cluded are sets with 
forged blades, forks, and 
steels . . . genuine stag, 


genuine horn, lucite, } 


chrome-plated, and 
moulded plastic handles. 
Sets are boxed for utility 
and display. 


Royal Elegance” 


THE ULTIMATE IN STYLE 


TY .-- 
AND QUALI ; 
OWN NOW FOR THE FIRST TIME 
‘ y and style. We 
for many years 
e have not been 
> with contrasting 
' less steel 


ection in qualit 


The peak of perf s which 


mbodied f 


. forks and spoons are 
‘a plated on nickel silver 
; are graded like finest 
1] items are stain- 


. sona » 
W! ... bolster permanently. 


i] retain their color 
chests. 


sterling- 
less steel and W . 
24-pe. sets in attractive 





Coloiful Ka nife Y Fork Fels 


A complete line .. . 
selection of styles, price 
ranges and colors .. . 
high-quality standard 
Featuring stainless 


steel with colorful non- 


burn plastic handles. | 


A division of National Silver Company 


NEW YORK * CHICAGO * DETROIT * DALLAS * MIAMI * ATLANTA 


LOS ANGELES * SAN FRANCISCO * PORTLAND (ORE.) 


d 


| 








GOOD EQUIPMENT DEMANDS 


= A PREMIUM OIL 
Sm =6LUBRICATES © CLEANS e PREVENTS RUST 


IS BACK! IT, 
with the convenient H @ ] B B Y i Ee TS — 
spout the ‘exe oll, Tae scsnaen— 


—40c retail. Dealer 


Price—$3.20 per doz. HOME OWNERS _ MECHANICS 


060 4 <"omee S 
, Stag = ‘ ’ . . : . 
ere * cums. I: s new, improved because now it lubricates! A wonder oi] 


that is even better than the Fiendoil which hunters have rightly 
trusted for years to protect their guns. Fiendoil now soaks loose 





the damaging rust and corrosion that ruins good equipment— 
its penetrating power effective in any climate. While Fiendoil 
prevents rust on ferrous metals, giving lasting protection against 
dampness, salt air and climate variations—it performs the func- 
tions of a perfect lubricant for small mechanisms. The fisher- 
man keeps rods, lures and tackle box shiny—reels free-running 
with Fiendoil. 


WHY SELL 10¢ OIL WHEN A FIENDOIL 
SALE REPRESENTS EXTRA PROFIT? 


acon + >> The large, attractive 3-oz. retail can is as easy to sell as cheaper 

* Guaranteed by ~ oils and the EXTRA profit is yours plus greater customer satis- 

Good Housekeeping faction. Your customer—the individual buying oil to protect and 

2or 4S soveanistn THES lubricate favorite guns, reels, household equipment and almost 

irreplaceable tools—is more aware of the value of the items he 

NOW ..FIENDOIL AWARDED is protecting than the price of the protecting oil. He knows that 

GOOD HOUSEKEEPING MAG- quality Fiendoil offers superior lubricating protection—an easy 
AZINE SEAL OF APPROVAL. sale is made with greater return for you. 


Fiendoil’s sae erage quality 1 
ee ie 13” MILLION READERS 














Be gabe at CRAFTSMEN—HOUSEWIVES—MECHANICS 
SPORTSMEN . . get Frenpoit’s story in these famous periodicals 


16 MAGAZINES 


that go into the homes of millions of Americans and are enthu- 
siastically read by sportsmen, housewives, mechanics, and 
craftsmen. 


McCAMBRIDGE & McCAMBRIDGE CO. 


BALTIMORE 23, MARYLAND 
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Tips Made of Thin Wall ruBvLaR. 


BERYLLIUM COPPER 
The Super Flexible MIRACLE METAL 


e 140$ — Proven superior to steel and the finest custom-built split bam- 
WEN FISHING RODS have 2 to 3 times the resiliency of other rods. The constant 
m copper tires fish faster and prevents fisherman fatigue. 
MEN SAY, “You'll land more strikes with a WARREN NEPTUNE ROD. 


E FEATURES: 


rength per ounce of weight. @ Perfect balance. @ Superior craftsmanship. 
ve, proven more resistant to salt water than any other metal used in fishing 
nied Camlock Reel Locking Device works instantly . . . holds better. @ Neo- 
upre comfortable, extremely resistant to wear and abrasion. @ Beautiful, 
in short steps . . . for better spring balance. ®@ Featherweight, one of the 
strongest rods made. @ Engineered offset handle to give maximum hand 
Genuine Lifetime Carboloy, Non-corrosive GUIDES and GUIDE TOP. . 
d. @ Automatic Guide Alignment. @ Warren Chuck Feature allows in- 
of various size tips. @ Interchangeable Length Butts. 
REN NEPTUNE ROD KIT consists of a combination of interchangeable Tips and 
Siollows: one 6 tt. light tackle tip, one 5% ft. medium tackle tip, one standard 14 in. 
die, one interchangeable 24 in. butt extension and a heavy duty canvas carrying 
available in black gun metal and chrome. Offset handle available in blue 
MIT GHEQUALLED AT ANY PRICE . . . LIFETIME GUARANTEE .. . LIST PRICE $75.00 


jobber early as shipments are being made on a quota basis. 
fos for Wlustrated Catalogue of our complete line of both salt water and fresh water 
= luding the WEW WARREN FORE-CASTER FRESH WATER CASTING ROD, ANOTHER 


SENSATIONAL WARREN MASTERPIECE 
List Price} 


Varren on Rods are "7 of tubular 








— 
© Warren Rods are fair traded. 


WARREN PRODUCTS INC. 


Suite 414 Quinby Bldg. 650 So. Grand Ave.® Los Angeles 14, Calif. MIchigan 3127 
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They’re Keyed To EHF 
RS 


r 


See These BHF Patterns 


Dealers everywhere are cashing in on the five . 
Armorlite enamel surface patterns keyed to BHF. These At The Winter Markets 
patterns, the achievement of Bird stylists, have all the A. gg + Ra to Grand 
beauty you expect from the pioneer enamel surface #6211 Keyed to Alamo 

' #6143 Keyed to Great 


manufacturer. Lakes* 
#6993 Keyed to Great 
, i i 5 Lakes 
But there s more than beauty in Armorlite. Every style §. #6142 Keyed to Cape Cod* 
right design, every color-perfect pattern is pre-tested for *Also in 8/4 and 12/4 
j NEW YORK: Floor Covering 
consumer preference by a jury of homemakers drawn ecu ten. 00, the Fam 
from the groups that comprise the enamel surface mar- Textile Bldg., 295 Fifth Ave. 
. Hi h i Ee CHICAGO: Home Furnishings 
ket. Hitch your sales wagon to the Armorlite stars Seales, bes. Gte, Sones 15-418 
Merchandise Mart. 





ENAMEL SURFACE RUGS AND YARD GOODS 


BIRD & SON, inc., East Walpole, Mass. » 295 Fifth Ave., New York « 13-118 Merchandise Mart, Chicago 
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THE NEW 
1947 MODEL 


BILLY BOY 
PEDAL-CAR 






Still Further 
improved / 


























NEW! 








if Swivel Steering 
p NEW! 
i. was Streamlining 
Three tone baked enamel N E W | 
finish—Red, Blue, Cream. Stamped Steering Post 








See It On Display JOBBERS: 


National Sporting Goods Assn. Assure Early 1947 Profits 


16th Annual Convention 
Booth 31 Hotel New Yorker ORDER TO DAY | 


February Ist-7th 

















WE SELL ONLY TO JOBBERS 


OAKLAND ENGINEERING COMPANY, INC. 


GENERAL OFFICES NEW YORK SHOWROOM 
800 - 100th Avenue Oakland 3, Calif. 331 Breslin Hotel 29th & Broadway 








re eee 
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Nothing <2 Better for Susiness 


Than A 


Satisfied User! . 








E LAVAL Dealers know the truth of that statement. 

De Laval users are satisfied users. They recommend 
De Laval equipment to their friends and neighbors who in 
turn become satisfied De Laval users. 


The De Laval user turns first to his De Laval Dealer when 
in need of other types of equipment the dealer may handle. 
He does so because he is sold on the fact that his De Laval 
Dealer handles only the best lines—and backs them up with 
the best of local service. 


Many a De Laval Dealer who has built up a large vol- 


ume business from a modest beginning gives much of the 
credit for success to the De Laval line—the line that makes 


and keeps satisfied users. 


Write your nearest De Laval office regarding the pos- 
sibility of representing De Laval in your trading area. 

















DE LAVAL MILKERS ' 
The De Laval Magnetic Speedway DE LAVAL CREAM SEPARATORS 


and De Laval Sterling—world’s best De Laval World’s Standard and DE LAVAL FOOD FREEZERS 
milkers. De Laval Junior Series—cleanest Made in 1612 cu. ft. and 35 cu. ft. 
skimming. sizes—better preservation of food. 





THE DE LAVAL SEPARATOR COMPANY 


NEW YORK 6 ol a iiey \clom, SAN FRANCISCO 19 
165 BROADWAY 427 RANDOLPH ST 61 BEALE ST 
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PAINT LINE! 


YOU CAN'T BEAT THE SHEFFIELD 









40 FAST SELLERS THAT ARE THE FINEST 


IN ALUMINUM mg —e ro 


& 


—, 





Sheffield guards zealously the tradi- 

tional quality that has made their 

paint products outstanding over the 
years. Laboratory tested and controlled pro- 
duction methods make every can of aluminum 
paint of superior, uniform quality all the time. 
From SUPER-KROME, the supreme alumi- 
num paint that does the complete job... 
right through the line of 40 tested and proyed 
items that Sheffield produces, the dealer has 
unusual sales opportunities and accompany- 
ing profits. Yes, it’s true, in the aluminum 
and specialty paint field all you need is the 
SHEFFIELD line . . 
customers’ needs best. 


. and you will serve your 





10 HELP You SELL more 





Multi-colored window as well as colorful 
point-of-sale counter displays have been pre- 
pared, telling of the superior qualities of 
Sheffield products to your customers. Window 
streamers ... in attractive color combinations 
will dress up store fronts and bring added 
traffic. A full series of newspaper mats of 
various sizes are available to alert dealers for 
insertion in their own newspaper ads. En- 
velope enclosures for mailings by dealers 
will aid their paint volume tremendously. 
The future includes newspaper ads in major 
citiés throughout the country with dealer 
listings, as well as a thorough series in lead- 
ing national consumer magazines. Sheffield 


is marching along! 







Write TODAY for the catalog of 40 SHEFFIELD fast sellers and promotional material to... 


Shettield Zrcaze 


ONE OF THE WORLD'S —Meakée at 
AANUFACTURERS OF ALUMINUM PAINTS 


PAINT CORPORATION 


CL 2VELANO 6; 


OHIO 















Spot field surveys reveal that 5 out of 6 homes need 
waterproofing . . . and KAY-TITE is the waterproofing 
that really stops water leakage through all masonry sur- 
faces . . . brick, stucco, cinder block, stone or cement. 


















HOW DOES KAY-TITE WORF :*’s ‘easy as pie to apply’... 
mix KAY-TITE with water and brush on like paint. 1 gal- 
lon can makes enough to cover 100 to 150 square feet 
of masonry. It really seals the pores of all masonry sur- 9 
faces by penetrating, expanding and hardening. Water 
stays out, warmth and dryness stay in! KAY-TITE at con- 
struction-lime prevents damage to new masonry! Full © 


by Mason’; 
Architects! 





is job-proven 
Builders, 


rity, 100/ 


instructions on label and in every package. a 


WHAT'S THE PITCH? The KAY-TITE Company makes profits 
easy for you! Their $20.88 plan helps you set up a com- 
<> |» plete waterproofing department in your store with no 

WF more trouble than clipping a coupon. Order the KAY-TITE 
EK? $20.88 Deal today or ask your jobber for complete 
info and merchandise. KAY-TITE Co., West Orange, N. J. 


a S + easy as pie to apply 
Ay he Sy. 


ge os 
© . 
* { : HE 
e, -* ~ 
















% 






& 


% & 




















r 
| KAY-TITE Company, West Orange, N. J. 
Send us the $20.88 Kay-Tite Deal 

| 6 cans White — 6 cans Grey. My cost 

] $20.88. Total Selling Price $34.80 — 

i Also available in 50-lb, drums. List price $11.00 
t 

‘ 


NAME 








ADDRESS 








CITY STATE 
JOBBER’S NAME 











” HARDWARE AGE JANUA 
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YOU, too, can meet the wide demand for quality alum- 
inum paints by carrying Permite’s Complete - 3. 






No one type of aluminum paint is right for all surfaces. 
But Permite’s 3 types will provide your customers with 
the right aluminum paint for every around-the-home 
application. Permite OUTDOOR for all exterior 
surfaces. Permite CHROME FINISH, a satin-smooth 































gleaming finish, for interiors. Permite HOT-SEAL for 
hot surfaces. PERMA-GOLD 
1s +: Permite P -Gold 
All three Permite Paints are alike in their ability to on he « ‘eae Pr 
transform dingy articles or surfaces with a smooth, paint of gore gold bronze 
=a : : t and the Permit 
silvery finish, bright and durable. The exclusive, Laine suntan, So - 
scientifically processed Permite vehicle imparts a rich, lustrous finish of 
superior qualities not possessed by ordinary alumi- = mneed 
num paints. 











Your customers will like the easy-to-use advantages 
of Permite Paints. No mixing, no waste — just open 
the can, stir and start painting. 


Stock this fast-selling, high-quality line of aluminum 
paints for customer satisfaction and increased sales. 
See your wholesaler or write for details. 


ALUMINUM INDUSTRIES, 
CINCINNATI 25, OHIO 


PERMITE /: ALUMINUM PAINTS 
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AGE 
















THE SINGLE DRIVER S$ OW) } Vie >, 
WILL FIT AND DRIVE EVERY ' 
BOLT AND SCREW ON THIS PAGE? 









THEY ARE REED& PRINCE 
RECESSED HEADS... 
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REED & PRINCE MFG. CO. 


WORCESTER, MASS. CHICAGO, ILL. 





| Pea ee 





22 





HARDWARE AGE JANUA 
















© GENUINE wens ous CHARCOAL ALLOY STEEL 
22 SIZES, TH GENUINE LEATHER SHEATHES 









NE€8OE OD B Y 


by “bert Fow/ e HUNTERS © FARMERS 


@ SPORTSMEN e SCOUTS 


FOR IMMEDIATE DELIVERY 9° "CHES = carers 


Stock up... get ready... be set for the big hunting 
season ahead. Order now for the holiday buying rush, 13” Knife for Splitting Kindling 


too ... because the Gensco Mora Line is tops for Sai | 
appealing to gift buyers. , 


10-1/2” Butcher Knife 


Each knife is individually made by a skilled Master 
Swedish Craftsman...in special types for skinning, cut- = 
ting and many other hunting, fishing, and sports uses. 


7-3/4" Scissors 















See your distributor, or write for catalog, today! 








) TOOL DIVISION 


GENERAL STEEL WAREHOUSE cO., INC. 
1830 N. KOSTNER AVENUE +¢  ¢ CHICAGO 39, ILLINOIS 
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CVE PRODUCTS DEFINITELY HAVE 


FUNCTIONAL DESIGNS IN GLEAMING ALUMINUM 


Morton Products have that pulse-tingling beauty that catches the eye 
of the customer and fills them with the exciting promise of streamlined 
utility. Products of rustless aluminum—practical products—engineered 
and designed with typical Morton foresight for Sales-Appeal. 


SANITAINER uTiLity PLUS 


Rustless, all-aluminum in construction, Sanitainer, the modern disposal 
unit, beautifies all kitchens. Toe-touch action has the exclusive feature 
of two-way control . . . one slight pressure to open and remain open 

. another slight pressure and the odor sealing rubber rimmed lid 
closes silently. The five-gallon aluminum insert pail won’t rust, accom- 
modates almost twice as much and cuts “emptying time” in half. 
Sanitainer sells itself. Size 18” x 111,” x 1014”. 








Apviatised 
American 
MEDICAL 
ASSOCIATION 
PYBUCATIONS 


INDUSTRIES SEE YOUR JOBBER 


666 Lake Shore Drive, Chicago 11, Illinois IMMEDIATELY 


Write for free advertising mats! Featured by all leading stores! 


SPEEDIWASH ‘“‘DISPLAYER’ COMPELS SALES 


This sturdy, colorful display card featuring a 
Speediwash, the new lighter, rustless, aluminum, 
handy-sized washboard has proven itself in popu- 
larity and sales. The “Speedi-Displayer” makes 
spur-of-the-moment sales for the feather-weight 
Speediwash which so easily slips into a shopping bag. 


RUGGED AND PRICED FOR SALES 


Made of sheet aluminum Speediwash can’t rust and 
‘ is practically indestructible. With rubber tips on 
legs and rubber strips on its back it won’t mar 
porcelain. Conveniently sized (15” x 914”) for 
use in either a laundry-tub or a washbasin. Easier 
on clothes. This “under-a-dollar” item carries a 


neat profit for you! 


HARDWARE AGE 








"when it's an Armstrong .. . depend 
on it... it's the best of its kind’ 


NEW! MODEL 616 HEATER bad | 
This fine portable electric heater has sell- . ways rig £ 
ing features you'll be proud to show your 

customers! Patented nichrome heating ele- 
ment, with a 5-year guarantee against burn- 
out. Handsome chrome reflector. Beautiful 
walnut or ivory porcelain finish. AC or DC. 


1444” wide, 19” high, 9” deep. Popularly : ‘ 
priced at $14.25 ($14.95 west of Denver). modern home appliances—smart styling 





Everything your customers look for in 


... the latest, newest features... the as- 
surance of an established, quality name 
. and prices that make them eager 


to buy. 


Write for detailed literature on this prof- 
itable, popular Armstrong line of gas and 
electric heaters, ironers, sprinklers, spray- 


ers and showerheads. 


ORDER FROM YOUR JOBBER — 
FIRST SHIPMENTS ARE GOING FORWARD NOW 


We're on the 17th floor, Space 65. Come visit us at 
the American Furniture Mart January show in Chicago 
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for ‘waterless’ cooking 
SMOOTH HIGHLY POLISHED FINISH...NOT HAMMERED 


RP.2 
Round Dutch 


Nop IF DEFECTIVE OR Ww ; : “== “i a Oven Rooster 
AS ADveRTiseD THE ee a NS ss . 


RP.6 
apg aa MEASUREMENTS 

Vv ster 
MODELS CAPACITY 


ILLUSTRATED Length Incl.| Width in 
Handles | Diameter | Height 








8 ats. 14” W” 621/32” 








2 ats. 3 ths. | 10-7/16” | 77/16" =| 311/16" 





RP-3 — 

Round Dutch ‘ a = 

Oven Rooster , a >» 4qts. 4 ths. | 11-15/16” | 8-5/16” =| 5-5/32” 
" = ; | 


2Goeed Sized | 434 \bs. | 14” 1” , 
Chickens " “ 


























Your Customer Can Use Her Old- rench 1h rat SY, Its. | 15” $%” 
fashioned Cook Book If She Wishes 





We Have Other Sizes and Styles — Turkey Reasters Frying Pans, etc. 


All Kent Cast Aluminum utensils are sold on a consumer Real Consumer Appeal .-. Here’s Why! 


satisfaction-or-money-back guarantee because they are ' Lid, sides, and bottom are cast of fine 
quality built for complete consumer satisfaction . . . ex- thick aluminum. Heats evenly, cooks 
pertly cast of fine highly polished aluminum in a most faster from all sides. 


modern plant. Appetizing, flavor-filled vapors rise to, 
/ STRIKE IT! Listen to the ring of heavy lid, fall back again and again to 
quality. Fine aluminum, like fine flavor food deliciously. 
porcelain, must ring true. When it 


does, you have faultless quality. nee 
a OUR 


Listen to your cash register ring up profits. ' 1 
BI 
Order from your jobber today. If he can’t b EX Hl Atlantic City 
HOUSEWARES SHOW Also see our Exhibit Booth 
a ae d 217 at Cleveland, Ohio, 


name. We'll see that you are supplied. February 4 through 7. 


Copyright 1947 Kent Foundry Company 
Albert H. Haas Hugh R. Rooney Associates Buckeye Sales Service Jack Ackoff Co. 
Gast Islip, L. 1, N. Y. Needham 92, Mass. Cleveland, Ohio Philadelphia, Pa. 
Division of Kenlee Corporation 


KENT FOUNDRY COMPANY Belleville, New Jersey 


25 YEARS OF ALUMINUM FOUNDRY EXPERIENCE 


H. Schulz & Sons 
Newark, N, J. 


HARDWARE AGE 





{4 


**Precisic 
Cooke: 
Model: 











yaw. 


the highly polished 


cast aluminum 


KENT PRECISION” cooxer 


Our Aluminum Ware is highly polished...NOT HAMMERED 


Your Customers can cook their favorite dishes in their 


’ favorite way in 1/5 less time— 





**Precision’’ 


Capacity 


Weight 
Unpacked 


Measurements 


Packing 





Length 
incl. Handles 


Width in 
Diameter 


Height 


Weight 
1 Packed 


Weight 
Packed in 
Master 
Cartons 





6 qts. 


45/g Ibs. 


135/,4” 


105/\4” 


5'7/32” 


53, Ibs. 


365/g Ibs. 


6 pieces 





4 qts. 


4\/, Ibs. 


1115/4” 


85/\,” 


58/52” 


45/4 Ibs. 


29!/2 Ibs. 


6 pieces 








2 qts. 





3'/, Ibs. 


107/\4” 








74” 





3'/\,” 





32/3 Ibs. 





46!/5 Ibs. 


12 pieces 


Lid, sides, and bot- 
tom cast of fine thick 
aluminum, heat 
evenly, cook food 
faster from all sides. 


Appetizing, flavor- 
filled vapors rise to 
heavy} lid, fall back to 
flavor food again and 
again—deliciously. 











Why housewives prefer.... 


KENT CAST ALUMINUM WARE 


e Rounded corners for easy inside cleaning. 


e@ Cast of the best and sturdiest aluminum, but light to lift. 


e Streamlined modern design both inside and out. 


e Vapor-seal rim seals in healthful vitamins and minerals. 


* Self-basting cover for fast ‘‘waterless"’ cooking. 


¢ Smooth, stain-resistant finish for easy cleaning. 


e Highly polished exterior for permanent, beautiful appearance. 


¢ Lifetime guarantee. Replacement of any part or parts which are 
proved defective will be made without charge. 


© Glossy black plastic handles on each ceoker; plastic knobs on each 
sturdy cast aluminum lid. 





Lid valve eliminates sudden attack of cold 
/ air preventing excessive oxidation of food. 


NO DANGEROUS PRESSURE 
So Safe a Child Can Use lt 


Can be used for: 
* broiling * stewing * pan frying 
* braising * roasting * deep fat frying 
all on top of the stove; can also be used for al! 
regular on-top-of-the-stove cooking methods. 
Each KENT Cast Aluminum Ware utensil is corefully 
packed in a separate corrugated box. Individually 
pocked boxes of 6 and 12 (as indicated) in one 
Master Shipping Carton. 


Steady Seller with Good Profit 


KENT FOUNDRY COMPANY 


Division of Kenlee Corporation - Belleville, New Jersey 
Copyright 1947 Kent Foundry Company 


Ask for other KENT Cast Aluminum Ware models 


“WATERLESS” COOKING. 


for PERFECTION IN 
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(F) 
MODEL B-105 


Ask Your Jobber For These Quick-Selling 


TWIX Leaders 


QUALITY TOOLS AT PRICES THAT WIN INSTANT POPULAR ACCLAIM 


(A) *TWIXKLIP — 2 in 1 
clip for toe and finger 
nails. Model T.F. 51. 


(B) ALUMINUM FOLDING 
RULES — 6 Ft., Model 
RL-113; 3 Ft., Model 
RS-113. 


(C) *ADJUSTABLE LEVEL Jr. 
Model L-111. 


(D) CARPENTER SQUARE — 
with level. Model C-102. 


(E) HACK-SAW FRAMES — 
Heavy Duty. Model 
H-103. 


(F) SLIDING BEVEL—Model 
B-105. 


(G) No. 13 — JOBBER’S 
DRILL GAGE — Model 
G-115. 


(H) Electricians & Plumb- 
ers HACK-SAW FRAMES — 
Heavy Duty. Model 
H-109. 


*Pat. Pending US.A 


(1) *PROTRACTOR & DRILL 
GAGE — Model P-108. 


(J) COMBINATION SQUARES 
with levels and scriber. 
Model 100. 


(K) DEPTH MARKING GAGE 
— Model D-106. 


(L) ADJUSTABLE BENCH 
LEVEL (10 inch) — Model 
$-107. 


(M) PISTOL GRIP HACK-SAW 
FRAME — Heavy Duty. 
Model H-116. 


(M) 


MODEL RL-113 | 
MODEL.RS-113 


(t) 
MODEL $-107 


(K) 
MODEL D-106 


MODEL H-116 


MODEL 100 (( 


WATCH FOR ADDITIONAL TOOLS. NEW NUMBERS APPEARING REGULARLY 


If your jobber can't supply you, write 


TWIX MANUFACTURING CO., Inc. 


40-09 2lst STREET * LONG ISLAND CITY 1, 











HARDWARE AGE 














go 


(A) 
EL T.F. 51 





(8) 
aL RL-113 
L.RS-113 





(t} 
sk $-107 


You can display this Shopmaster 
tool with pride, sell it with confidence. 
From base to blade guard it has 
been skillfully engineered for ease of 
operation and accurate workmanship. 


# 


Made to satisfy the skilled crafts- 
nran, this Shopmaster 8” tilting table 
bench saw is sturdily built of cast 
aluminum alloy. Among its many im- 
provements are a fast action lifting 
arbor and a belt tightening feature 
which includes an idler pulley giving 








“Master Model” 8-Inch Tilting Table Bench Saw 
A fast selling quality tool for the 
beginner or skilled craftsman 





Specifications 


Depth of Cat. ccvccesccceces 2% in. Arbor 
Table SISO. ceoccccocece 14x18 in. Recommended Speed....4,325 rpm. 
Dado Head Max. Size....43 x 6 in. Recommended Motor....Std. /2 HP. 
Bearings............Sealed for life | Recommended V Pulley for Motor 5 in. 


Write for information on our 12’ Band Saw 


IHOPMASTER 









equalized drive manipulation. All 
controls are easy to operate and 
precise in their adjustment. 


Attractive in appearance, this 
Shopmaster tool is designed to give 
its purchaser a quality saw at a 
reasonable price. It is sold complete 
with: Combination Blade, Mitre 
Gauge, Rip Fence and Saw Guard. 
For prices and complete information 
write: Shopmaster, Inc., 1214 3rd 
Street So., Minneapolis, Minnesota. 

















1214 3rd Street So. 
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SHOPMASTER, INC. 


Minneapolis, Minnesota 

















Outstanding 
Features 


Sealed for Life Ball Bearing 







Arbor @ Double Locking 






Table ¢ Easily Accessible 





Operating Mechanism e 
Sturdy, Light Weight Con- 


struction e Accurate Calibra- 







tions @ Belt Tightening Fea- 





ture ¢ Sawdust Blower @ At- 





tractive Appearance. 















SHOPMASTER INC. 


MINNEAPOLIS, MINN 





HOIST HOOKS 
WIRE ROPE WIRE ROPE THIMBLES 





WIRE ROPE SNATCH BLOCKS 


DELIVERIES 
ARE GOOD! 


Deliveries are reasonably good on 
all items illustrated; in many cases 
we can ship from stock, in others 
within 30 to 90 days. Specify 
Upson-Walton for good delivery, 
good service, good quality. 


Order now from your jobber! 





DIAMOND FRAME 
WIRE ROPE BLOCKS 


NOTE: As we go fo press, deliveries on turn- 
buckles and shackles are also good. 


Established 1871 


THE UPSON-WALTON COMPANY 


Wanupacturers of Wire Rope, Wire Rope Fittings, “Jackle Slacks 
MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


114 Broad Street 737 W. Van Buren Street 241 Oliver Building 
New York 4 Chicago 7 Pittsburgh 22 


HARDWARE AGE 





i I, See 
ee ra 


IN STOCK-— 


Ready for Immediate Delivery 


* MILK STOOLS 
* ELECTRIC WATER HEATERS 


(Pressure type) 


* HANDY TRUCKS 


In spite of many shortages, we have these profit- 
able volume items ready to ship to you. Take 
advantage of the sales possibilities they offer! 


10 Gallon Capacity PHONE—WIRE—WARITE 
Thermostatically controlled 


GIRTON MANUFACTURING COMPANY 


MILLVILLE,, PENNSYLVANIA 


Plant-TJested Equipment For The Modern Dairy 
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TODAY’S REFRIGERATORS WILL BE STYLED WITH 


~ UTILITY BASKETS 


Heavily nickel-plated steel wire 
Sturdy electro-weld construction 


®@ Allows cold air to circulate freely 
®@ Keeps food clean, fresh and crisp 
@ Permits quick heating and cooling 


®@ Provides complete and instant vision 


FOR THE 
REFRIGERATOR 


For storing eggs, butter, 
meats, fruits, vegetables. 
FOR THE OVEN 


For warming rolls and 
buns, baking potatoes. 





For cleaning or drain- 
ing fruits and vegeta- 





Oblong 
Basket 
To Retail at 49% 


\ t 
4, DSviP  MISIT US AT SPACE 372 ATLANTIC CITY HOUSEWARES SHOW 


of A 
ro" BM lo 


ASSOCIATES 
131 STATE STREET, BOSTON 


HARDWARE AGE 





The biggest merchandising sensation in years! 


IS 


teel wire 


struction 


te freely 
ind crisp 
1 cooling 


antvision 





Won't Chip, Crack or Peel! 
Guaranteed More Sanitary! 
Guaranteed for 10 Years! 


eFITS ANY STANDARD TOILET BOWL. 

eSEAT & COVER ARE INTERCHANGEABLE, 

OFFERING SMART COLOR COMBINATIONS. 

eYOU CAN MATCH OR CONTRAST COLORS. ‘g/5 


SMARTLY MARBELLIZED COLORS: 
e BLACK ¢ WHITE RETAIL PRICE... 
* DUSTY ROSE * POWDER BLUE 334% DISCOUNT 


Jobbers: Write for Discounts 


*“TENITE” has exceptionally high impact strength, NE WSPA PER M ATS AVA ILAB LE! 


or resistance to breakage under sudden, hard blows. 





FEDERAL SEAT CORPORATION, 60: west 26th Street, New York 1, N. Y. 
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2-3-4-qt. Sauce Pans 


..diyleSells! | : 


te) 


4-qt. Sauce Pan 


THE bre 
nd of Stylized ho ous 
war, es 


New modern style is the keynote for the kitchen of tomorrow. 
Millions of women everywhere are dreaming of and planning 
for a new streamlined kitchen. These same women are today’s 
prospects for modern streamlined kitchenware . . . prospects 
for KROMEX—+¢he brand of stylized kitchenware. 
KROMEX turns the glamour spotlight into the kitchen 
with gleaming streamlined beauties whose graceful modern 
lines answer today’s demand for style. Highlighted with 
glistening bakelite handles and jewel-like finish, KROMEX 
kitchenware is the outstanding style line in the field. 
On the practical side, KROMEX sauce pans have carefully 
machined lids whose even fit locks in food flavors and 
vitamins ... gives better looking, better tasting foods. 
Designed to capitalize on the style trend in the 
kitchen, dramatic full color KROMEX ads will soon tell millions 
of women ... through their favorite magazines . 
about these and other brilliant KROMEX styles 
and designs in modern kitchenware. 
























Designed by MORTRUDE 
..._ Dutcherole 






Kromex 


ENDURINGLY BEAUTIFUL 
Cleveland 3, Ohio 





HARDWARE AGE 







‘cts 





Dealers everywhere, hear it over and over from people who have the Empire 
floor furnace in their home. Our files are filled with unsolicited testimonials 
from users who consider this unit their greatest comfort item. 






There are many reasons for this enthusiasm, among them are: 


1. Only the best materials are considered good 3. Performance in the user's home must be at the top— 
enough for Empire. Empire’s new burner and design guarantee this. 







2. Highly skilled satisfied workers take the 4. Empire’s engineering staff are constantly searching 
for new methods and new ideas to improve our 


greatest pride in their work. . 
service to our customers. 















Do As Users Recommend 


BUY Em~ive AND YOU BUY THE BEST 


REMOVABLE FABRICATED STEEL REGISTER 





Cold Air A. G. A. Approved 


Streamlined 
j Cold Air Intake 


No Fire Hazor x “ 4 rs a" ry penne 179 t 
oF li ees ~~ Removable 
aX —— we \ <—~ Double Wall 












Cold Air 












>> inner Casing 
Live Air 


insulation 











Heavy Duty, 
Combustion Pee 
Chamber and 

















Radiator F 2. 
2 4 \*+ Heovy 
Reinforced with es ; he Galvanized 

* # One-Piece Casing 


Vertical Ribs 





Temperature of § 
Combustion 
Chamber Does 
Not Exceed 
875° F. at any 
Point. This . 
Assures Continued 








Add Rigidity 
to Casing 









PF) Costly Cleaned by 












nz Removing Register 
% *J and Inner Casing 


7 ef 






Welded to Insure 
co Gos Tight Unit 






The New “EMPIRE” Burner Designed 
- tor Maximum Primary Air Injection 
Dual Orifice Blue Flame Quiet and Efficient; Streamlined to 
Pilot Burner Prevent Clogging. Produces o 
Short Mantle, Bright Blue Flame 
Unequalled Combustion Efficiency 









4 
Specially Designed Multiple %g 
Concave Bottom Provides Wy 
Streomlined Diffusion of 
Air. It also Affords Protec 
On ee pace — Entire Burner Assembly Removed by 
Releasing Two Thumb Screws 








MANUFACTURERS QF GAS HEATING AND COOKING PL IANCES 
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ag an for You: 

Sst a> 

ken FAST-MOVING, HIGHER 
| UNIT SALES 


Your Customers: 


‘BARGAIN PACKAGE”’ 
OF TABLE SETTING BEAUTY 


Traffic stoppers, “self-sellers’” at many times your past lace 
paper unit sales. Milapaco HANDY PA{KS will spark your 
paper sales department to faster turnover and higher profits 
— with less effort and attention. Each PACK contains 100 
beautiful Milapaco Lace Paper Place Mats or Doilies of a 
single design — with the design illustrated in full size on 
the outside of the pack and “use” suggestions for the house- 
wife on the back. Easy to display, handle, stock, and re- 
order, Order now for future delivery. 


MILWAUKEE LACE PAPER CO. 


1306 East Meinecke Avenue, Milwaukee 12, Wisconsin 
Established 1898 
Branch Offices and Warehouses: 98 Bleecker St., New York 12,N.Y 
1018 Santa Fe Ave., Los Angeles 21, Calif 





METAL HOUSEHOLD CONTAINERS 


of obvious value — 


of particular interest to volume buyers. 
literature. 


A versatile line - 
Send for descriptive 


ARTWARE PRODUCTS, Inc., 41st st. & 1st Ave., Brooklyn 32, N. Y 





VISIT OUR DISPLAY AT THE ATLANTIC CITY 
HOUSEWARES SHOW BOOTHS 417 AND 419 


HARDWARE AGE 











Wl bell... cw SAFE AND 


. EASY WAY TO HANG 
a CURTAINS AND DRAPERIES! 


3 

UTY 

past lace : 
ark your 

r profits 


ins 100 


ies of a 

size on eo 
e house- 

and re- 


No more falling off of a chair 
er ladder! Stand safely on the 
floor while hanging curtains 
and draperies! 


Thousands of CURTAINMASTERS sold by leading Eastera 
stores without one pica of advertising on our part! 


There is nothing else on the market like CURTAINMASTER 
There's no competition. It's clear sailing for an item 
that is actually needed.in every home, and for every 
window in the home. If you figure that the average 
six-room home has twelve windows, you have a 
potential sale of twelve CURTAINMASTERS! 


CURTAINMASTER Slide Rods are easily attached to the 
sides of the windows. Just loosen the two knobs 
and curtains or drapes are lowered or raised in- 
stantly. The housewife can hang, rearrange or dust 
while standing safely on the floor. CURTAINMASTER 
Slide Rods are invisible . . . curtains cover them 
completely. Made in two sizes . . . 24 and 34 inches 
long . . . they can be used with all standard size 
curtain rods and brackets. All steel, neutral finish. 


Smmailde Odluoy 


Remarkably Low Priced at $1.79 Per Set Retail 





NOTE! A few Selected Territories Are Now Open For 
Livewire Distributors. Write for full Details of an Inter- 
esting Proposition. 


CURTAINMASTER 


Division of ATLAS HANDEE-PAK, INC. 
448 Broome Street e New York 13, N. Y. 











CURTAINMASTER Slide Rods are fully covered by Patents. 
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ART AND SKILL OF THE MASTERS 


AS REPRODUCED 


sy KAYLAN 


In the 18th century, European Noavi- 
gators came upon the islands of Mela- 
nesia near New Guinea. Islands no civi- 
lized man had seen before. Here people 
worshipped the Sun and the Serpent, and 
this in the 1700's. 

But these Melanesians were found to 
be skilled craftsmen in primitive art, and 
they developed an intense love for fantasy 
and gross distortion such as portrayed by 
this stone head which was carved forgot- 
ten ages ago. 

Today modern craftsmen at KAYLAN, 
thru that same intense effort, have given 
to America a much needed product 

KAY LAN SERRATED Foreversharp cutlery. 


Write now for further information. 


SAY 
—_. —_—— ~~ 
237 WOLF STREET 
SYRACUSE, NEW YORK 




















fofhbrush, PAZor.... 


and a note 
fo remind Me that? 





—_ 








CHICAGO HOME 
FURNISHINGS MARKET 


from the 6© thru [8 


OUR HEADQUARTERS: 
PALMER HOUSE 


Carlton Ware 


When you get to Chicago for the 
January Market stop at the Palmer House 
and ask at the Information Window on the 
Lobby Floor for the Carlton Ware Suite. 








will be enous 


Come up when it’s convenient, any 
day, any time between January 6 and 18. 
Carlton men will be present to acquaint you 
with Carlton Ware and Thermo-Ply. 


CARROLLTON 
i/ MANUFACTURING CO. 


CARROLLTON, OHIO 


HARDWARE AGE 





nt, any 
and 18, 
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Sie STEMCO WARE’ 


At Booths 454-6-8 in the Atlantic City Housewares Show 


STEMCO WARE’ 


* Ego Poacher 
¢ Potato Baker 


— DEALER! 


FOR TH 
FULL OF PROFITS | NOW BEING MADE. 


REGULAR art line complel® 
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noti. Ohio « Atlanta Ge 


I. LEVY SONS 1107 Broadway, N.Y. 


SOLE NATIONAL DISTRIBUTORS for STEMCO 








WHIZZ HEDGE SHEARS 


Jobber inquiries 


Immediate delivery invited 


Dealer price $1.90 F.O.B. Dallas, Texas 2% 10 days 
Packed 18 to carton — weight 36 Ibs. to carton 


; 


Light weight. Well balanced. Made of heat treated Chrome Moly tool steel. Cut- 
ting edge stays sharp longer. Hardwood handles with clear lacquer finish. Ferrules 
have rivets through wood and metal to eliminate loosening of handles. 8!/ inch blades. 
Overall length 22 inches. 


THE FORREST COMPANY 


2551 ELM ST., DALLAS, TEXAS 











GGrow-:-- 
Sel] Lowen 


1. Full Profits=— 

~ There are no cheap sprayers, no loss lead- 
ers, in the Lowell Line. You get full profit 
on each sprayer and duster you sell. 


2. Selective Distribution= 


Lowell distributors are carefully selected 
for highest reputation and business ethics. 


3. Complete Quality Line= 
Engineer designed, precision-built —there’s 
a Lowell Sprayer or Duster for every need. 
Fast turnover. Low inventory. 


Write for full details today! 


[LoweLL 
Manidjactcring Co 


DEPT. SI, 589 EAST ILLINOIS STREET 





CHICAGO 11, ILLINOIS 


; «\ N \ Fe \, WORLD'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY 
40 
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When buyers become shoppers...that’s when 
the advantages of handling the Philadelphia 
line will pay big dividends. For Philadelphia 
is constantly a jump ahead of the field. It’s a 
line you can depend on, a line you can back to 
the utmost. 


selected 


Philadelphia Mowers have excelled in per- 
formance since 1869. Your customers know 
that ...and they'll remember it when mowers 


are plentiful again, 


s ethics. 
-there’s 
'y need. 
So find out NOW about the many advantages 
of a Philadelphia dealership. Write us for com- 

plete details. 


j 
y 


> 


“i 6 N. WATER ST. 


reer hiladelp later LAWN MOWER DIVISION rwnercs N.. 
> : : RR bi. so oe 4 
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The Brush* with the permanent wave 
paints more surface per dip! 


ISN'T THIS what you’re looking for? 


A brush that paints a greater area per dip 
than finest hog bristle brushes? 


Then listen: 


Independent laboratory tests show that dip for dip, the new 
Rubberset Nylon Brush paints more surface than top-quality 
hog bristle brushes—9.5% more! No need to tell you how much 
time and effort this saves you in the course of just one day’s work! 


And listen to this: Rubberset Nylon is the brush that lasts up to 51% times longer than 
hog bristle brushes! And needs no breaking in! 


But you still haven’t heard the real shocker: This great new brush, with all its features, 
costs less than hog bristle brushes! 


Do you wonder, then, that we call Rubberset Nylon the “wonder brush”? Or that 
we still can’t catch up with the demand? 


Here’s how the test was made. Skilled painters duplicated actual painting conditions in 
repeated tests. They dipped brushes of the same type and size into paint to a uniform depth. 
Then they “brushed out” the paint until the supply was exhausted. Measurement revealed 
that Rubberset Nylon paints 9.5% greater area than best hog bristle brushes—far more 


than ordinary nylon! 








Rubberset’s permanent wave is reason why 


Slight natural curve in hog bristles (A) provides more open spaces for 
holding paint than the straight bristles of ordinary nylon (B). But 
Rubberset Nylon (C) has exclusive permanent wave scientifically placed 
to provide more open spaces for picking up paint than either hog bristle 
or ordinary nylon. Result: Greatest pick-up, greatest delivery! 
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Kusserset 
NYLON 


The brush* with the permanent wave 


*Patent Applied For 


Rubberset Hog Bristle Brushes. The Rubberset Company 

of Newark, N. J., is world-renowned for its hog bristle 

brushes. Our famous trade mark name Rubberset has stood 

: for ““The finest in brushes” since 1873 . . . thanks to pio- 

“The Man Who Knows neering and research, of which the new Rubberset Nylon 
Says Rubberset Brush is an outstanding example. 


De a Rubberset Company—56 Ferry Street, Newark 5, New Jersey—Established 1873 
Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada Branches: Los Angeles, California, St. Louis, Missouri. 
43 
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( ADVERTISED to YOUR \ 
Mice-Hating CUSTOMERS 


It will pay you to push Mouse Sgep*.. . because this 
modern mice-killer is consistently advertised in news- 
papers and magazines reaching your customers. 

And look at the profit you make! You sell a carton of 
14 twenty-five cent packages of Mouse SgEep* for $3.50 
and it costs you only $2.00. You 

make $1.50 on every $2.00 in- 

vested. 75% profit! 

Mouse SEEp* is the clean, easy, 

convenient way to kill mice. 

“A saucer and seed is all you 

need.” Order now. 

If your wholesaler hasn't 

Mouse SEeEp*, write us, 

giving his name. 


Wholesalers: Write 


for complete information. 








Sales-making 


dow package. At- 


cellophane win- | 








W. G. REARDON LABORATORIES, INC. fon, occupies 


*(Mouseed—Reg. U. S. Pat. Off.) tractive display car- 
onl 
\ Port Chester, N. Y. 54,” x 65”. a, 








FOR SURE 


ZT . EASY TRAPPING 


nung ~—S—«C‘O FF MOLES 


For golf courses, gardens and lawns. 
The favorite of veteran greenkeepers. 


E-Z TRIP MOLE TRAP 


@ Effective in any type soil. 

@ Sensitive, positive action trigger activates two sets of jaws 
that catck moles coming from either direction. Movement of 
1/16” trips trap. Two powerful 34” oil-tempered springs. 
Simple and easy to set. When trap is sprung, trigger rises 
to signal catch. 
14-gauge steel, rust resistant finish. 

Overall length 17”; inside width 5%”; opening of trap 
in mole runway when set 3”. Instructions attached to each trap. 
Shipping wt. cartoned, 2 doz. 18 Ibs. 

Sold exclusively through independent hardware jobbers. To 
be retailed at $1.80. Customary trade discount. F.O.B. fac- 
tory. Catalog 

pages, literature 

and electrotypes 

furnished on re- 

quest. If your 

jobber can’t sup- 

ply you, write di- 

rect, giving job- 

ber’s name. 


E-Z TRIP 
MOLE TRAP CO 


4809 N. Detroit Ave. 
Toledo 12, Ohio 


























QUESTION: 
Year after year, 


what complete, balanced plant food 
continues to grow in sales . . . makes 
greater profits for aggressive garden 
supply dealers? 


Display VIGORO prominently! 


A PRODUCT OF SWIFT & COMPANY 
Plant Food Division e Chicago 9, Illinois 








NOW'S THE TIME TO SELL 
FIREPLACE 
ACCESSORIES 


ELECTRIC 
FIRELOGS 


ANDIRONS 
RED BULBS 


ALUMINUM 
SPINNERS 
and PINS 


IMMEDIATE 
DELIVERIES 


Write Teday for Catalog and Prices 


Westchester Brickote Products Co., Inc. 


1528 WILLIAMSBRIDGE RD., NEW YORK 61, N. Y. 
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@ Off to a good start for 47! Smart operators eliminate the risk 





of memory lapses . . . they “get it down on paper”. . . to be sure. 


Smart operators in hardware stores throughout America stock 
To be sure... 


SELL HODELL 
---to be SURE! 


Hodell chains, too .. . to be sure of the customer satisfaction and 
repeat sales that build store traffic. They know that Hodell—the most 
reassuring name in chain for half a century—is market-best today. 


To be certain of maximum chain sales They know that the Hodell name on any of the 157 varieties of welded 
display Hodell chains prominently. There's 


Gente i dense: dae tind. Bad Gael and weldless chain is today, as it has been since 1886, a symbol of 


reputation and popular acceptance will dependable staying power. So they buy—and sell—Hodell. ..to be sure. 
identify your store to your customers as 
a buying center for quality merchandise. So Heavy current demand for our products prevents us from assuring immediate 
sell Hodell for their sake . . . and for yours! delivery of all types of Hodell chain. Meanwhile, we'll gladly send descrip- 

tive literature on the complete line, with a promise fo fill your orders as 
Reprints for the asking. Use your own letterhead. fast as conditions permit. 


JACK + SASH +» SAFETY - LADDER - PUMP - LIBERTY MACHINE + PROOF COIL - STEEL LOADING 
LIBERTY COM + PASSING LINK - BULLDOG - SAMSON + FLAT LINK + REGISTER - DREDGE 





ESTABLISHED 1886 


me THE HODELL CHAIN CO. 


» N.Y. 


CLEVELAND 2, OHIO 
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FHTIED 
SCREW DRIVERS 


...@ PLUS Feature that 
Means MORE Sales 









Features a deep fluted amber 
plastic handle—shockproof and 
hammerproof; hardened tem- 
pered tool steel blade — mag- 
netized. 
























United Screw Drivers are made 


= apn ete standards. Pog | PROVE THE DEPEN DABILITY OF 
rivers are made in our own tac- | HEAT REGULATOR SETS 


tory where supervision and in- 
oan essare only perfect When you install an A-P Dependable Heat 
Regulator Set you can “forget it.” Your 


tools. 


customer needs no “signal light’ to know 
when it operates. The comfortable temper- 
ature of his home proves it — and the sav- 


Packed 12 ings in coal help pay for it! And it keeps 


assorted to a 
display box 





on serving for many years. 





It’s acomplete sales pack- 
age — this A-P 4-piece 
Heat Regulator Set. The 
modern thermostat is 

sensitive to 1° temper- 

ature changes, operates 

fast and frequently for 

close control. The com- 

| pact and powerful damp- 
er regulator has a “‘stok- 











For Radio 
and 
Electrical 
@ Work 









feature this ing safety” feature that 

Magnetized users appreciate. Separ- 

ate limit controls for 

eo warm air, steam, or hot 
river. 






water systems, avoid dangerous and wasteful overheating for extra 








safety and economy. Transformer is simple to attach. Complete 











Thin (¥%"') A ; di ; : . 2 ae : 
blade, 5" ccessories and installation kit permits quick and easy installation. 
long. 
Be sure your customers benefit by the DEPENDA- 
Peng og BILITY of an A-P Heat Regulator Set. You'll make 








more friends — steadier sales. Write for your 
complete soles kit. 


AUTOMATIC PRODUCTS COmpANY § 


2442C NORTH THIRTY-SECOND STREET, Miwauxee 10, WISCONSIN 


ED, WIRE GOODS DEPENDABLE Goxtwls 
MFG. CO., INC. FOR HEATING e AIR CONDITIONING 


REFRIGERATION 








IMMEDIATE DELIVERY 
Write for Prices Now! 






Showrooms: 1150 Broadway, New York 1 | 


ra w | 
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able temper- 
and the sav- 


And it keeps 


Saws,to° 


Your customers may ask for Atkins Pruning Saws for 
different uses—but always for the same basic reasons. They 
want the extra ruggedness and keenness of “Silver Steel” 
teeth...that make shorter, easier work of cutting the toughest 
limbs ... that hold their sharper edge longer with very little 


filing. They want the smoother, cleaner cutting they know an 


_ 8 z Atkins will give them—cutting that contributes to bigger, 
omplete wit 
Bhar mg z j better yields — qualities that also make Atkins Pruning Saws 


first choice of professional tree surgeons, landscape crews 
of park boards and home owners. These customers’ wants 
e . . . 
ins Pruning SOW a are important to you and just as important to us. Rest 


Atk | 
to supply : , 
sail assured that we are doing everything possible to meet your 


in th 
models in fhe ‘t yet be 


lar 
Popy o we can 


—so much § ; 
requests for all Atkins Saws. 


—E. ¢€¢. ATKINS AND COMPANY 
Home Office and Factory: 
402 South Hlinois Street, Indianapolis 9, Indiana 
Branch Factory: Portland, Oregon 


Branch Offices: 
ATLANTA, CHICAGO, MEMPHIS, NEW ORLEANS, NEW YORK, SAN FRANCISCO 
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NOW/ an 


D nodiate SENSATION. 


HELL 


NATIONALLY ADVERTISED v 
hi awe 


GLISTENING ALUMINUM “HOSTESS-WARE’ 


SO BEAUTIFUL ...SO PRACTICAL... SO EASY TO SELL! 


Every Item a Sales-Proven Favorite That's Sure to be a Hit with Your Customers! 


4 
‘ 
4 
| 
| 
| 
i 
‘ 
| 


NATIONALLY 
ADVERTISED 


a f 


Entire deal—12 pieces—packed 
complete in a single reshipping 
container. Attractive illustrated 
sheet enclosed. 


hs BEAUTIFUL AS IT IS PRACTICA? 


en oe ee ee ek 
2 COLUMN MATS FREE Sho 
wrooms: 


CHICAGO: 1171 MERCHANDISE MART 
WEW YORK: 230 FIFTH AVE. ot zm stew 





TWE DEAL SENSATION O94] iss 


“HOSTESS” CAKE COVER 


Heavy gauge, highly polished Cake Cover, 
10” x 5” and attractive aluminum tray with 
“moisture lock” groove. 


“HOSTESS” CASSEROLE 


For gracious serving from oven to table. Highly 
polished aluminum dish with genuine ‘’Fire-King” 
oven glass cover. 


HELLER 


aa Mate 


If you wi 


JANUARY 2, 1947 


PROFITABLE VOLUME 


se } ee 3 


“HOSTESS” BUN WARMER 


Smartly designed, large size, sparkling utensil 
and serving dish. With cool Bakelite handle and 
inner wire basket. 


“HOSTESS” ICE BUCKET 


Sparkling aluminum, highly polished 5%" deep 
Bucket with clear plastic handle and ice tongs. 


ORDER 
THROUGH 
YOUR 
JOBBER 





K 


MADE USA 


C 
G 











\ ?P. ° 
“Cisree™ 


OX Fipre BRUSH CO. INC. 


FREDERICK, MARYLANO 


POWER TOOL 
ACCESSORIES 


430 431 

#370—\Y%” Hardened 3-jaw Chuck to fit /2”-24 Spindle. 
Other threading to specification. 

#373—'” Hardened 3-jaw Chuck to fit /2”-24 Spindle. 
Other threading to specification. 

#380—'” Chuck with No. 2 Morse Taper Arbor. 

#381—12” Chuck with Arbor to fit 2” or 56” Spindle. 

#382—'%” Chuck with Collars and Arbor to fit 12” 
or ¥%” Spindle. 

#383—Arbor to fit 2” or 5@” Spindle, with Collars. 

#384—V2” Chuck with %” Straight Arbor. 

#407—No. 2 Morse Taper Arbor with Collars and Nut. 

#408—No. 1 Morse Taper Arbor with Collars and Nut. 

#410—Rigid Coupling for connecting two 1” Shafts. 

#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. 

#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 

#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFG. Co. 
® HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND 
TOOLS OF QUALITY 














HARDWARE AGE 





pea 


tome! 
easy to ree 
backgrour 
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about Wy 


*Trade Mark 


CHICAGC 


JANUAR 





HOW a Wyrterace* Steel Tape. Your cus- 


tomer will take it every time. Show him how 
easy to read the jet black markings on the white 
background are—in the brightest glare or in 
hardly any light at all. You can assure him that 
WyYTEFACE Steel Tapes are easy to keep clean, are 
tust-resisting and hard to kink. Ask your jobber 
about WYTEFACE Steel Tape and Steel Tape Rules. 


*Trade Mark. WyTEFACE Steel Tapes and Tape Rules are pro- 
tected by U. S. Pat. 2,089,209. 


Drafting, 
Reproduction, 


Surveying 
wy aL Y—_ Equipment 
ar | at and Materials, 
Slide Rules, 


Measuring Tapes. 


KEUFFEL & ESSER CO. 


EST. 1867 
NEW YORK +» HOBOKEN, N. J. 
CHICAGO * ST.LOUIS * DETROIT * SAN FRANCISCO 
LOS ANGELES * MONTREAL 


JANUARY 2, 1947 


TIP-TOP} WYTEFACE 
POCKET STEEL TAPES 
For carpenters, mechanics, engineers, doc- 
tors; for sewing and household or office 
use. 14-inch width. In handsome chromium- 
plated case, small and light enough for 
pocket or handbag. Pull out the tape—it 
locks. Press the button—the tape springs 
back. Made in 36 and 72-inch lengths. 
tReg. U. S. Pat. Off. 





COMBINATION 
RULER 


ie tools in one, this new Parva rule makes 


an excellent gift item. Its attractive lines 

and coloring give it a powerful sales 
appeal. It is sturdy, practical and extremely easy 
to use. Can be used as a letter weigher, ruler, 
magnifier, french curve, compass, protractor, level 
and mitre. 


Jobber inquiries invited 


PARVA PRODUCTS COMPANY 


WEST HAVEN, CONNECTICUT 








au 
HAMMERS 


If you insist on stock- 
ing the finest hand tools 
available, ask your 
jobber for the Phoenix 


Hammer. 


PHOENIX MANUFACTURING COMPANY 


JOLIET, ILLINOIS CATASAUQUA, PA 














STEVENS 


NO. 306 MACHINIST'S LEVEL 


The newest addition to the popular Stevens line. 
Precision built for skilled craftsmen. Features 
include: Machined casting with adjustment 
screw in base. V-grooved for curved surface. 
Nickel-plated tubular cover turns over vial and 
protects glass when not in use. Precision- 
ground glass is tested for accuracy. Graduated 
reading shows .005" per foot. Has cast-iron 
base with black crackle finish, nickel plated 
holder and end plugs. 


Packed in individual box. Weight 1 /b. List 
price $5.00 subject to regular trade discount. 


Available for Immediate Delivery 


E. A. STEVENS LEVEL CO. 


NEWTON FALLS, OHIO 





"27 is Your Lucky Number 


in conjunction with 


CONGRESS DRIVES 


We have found that 27 sizes ff? he 
will cover 93 per cent of the grOc 4K 
hardware man's calls for pul- CONGRESS 
leys. So we have prepared a ~ - 
special assortment that includes 

every one of the 27 sizes—50 

pulleys in all. 


Each pulley is individually 

packed in an attractive 3-color pH 
box, that ties up with the hand- { + } 
some display card illustrated Ke 

here. 


Congress Drives are advertised 








in the leading magazines reach- 
ing your customers—the hobby- 
ist, mechanic, shop owner, home 
handy man. If you do not yet 
carry Congress Drives remem- 
ber—"27 is your lucky number" 
and order from your jobber. 


Ask Your Jobber or 
Write for Information 


CONGRESS 3 COLOR 
DISPLAY CARD 


The Congress merchan- 
dising plan eliminates 
slow sellers, concentrates 
on 27 popular sizes and 
turns your money over 
fast—and profitably. You 
pay $15.00 — sell for 
$26.40. 


CONGRESS “tor.” DRIVES 


3750 E. OUTER DR. ° 


DETROIT 12, MICH. 
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Popular Mechanics sales promotion campaign “‘most 


successful,”’ says Columbus, Ohio, hardware man. 


EVERY MONTH AN AD FOR YOU 
IN POPULAR MECHANICS 
We're using full pages in color to tell our 3/2 MILLION readers — 
men whose active minds and busy hands make them steady 
buyers of tools and hardware —that the HARDWARE store is the 
QUALITY store in every neighborhood. 
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carry many of these supplice end accessories 
ae handy-man as advertised in POPULAR MECHANICS 
Srcht Sur Fiended -—Pipetite-Sth = Smooth-on 
Framklin Plastic Weed +-je-Ooe 
ey 
wt feb. 


le Pages Rayovac . 
Berreres Usalite 
Chee - Legend Solder Pakage 


Mastic Glaze | Savogran seer 
Maes Cian Seat treme tonrteme EIB dee 


Mibw awh ee Sumon Weed no Mo 
Gute Bvches «= Wee & Polish Weed Edler 


Mortite ow 
tesa ttomwm NeDrig Pontes tend Soap 


Here’s more proof—this time from Robert A. Bowers 
of Columbus Hardware Supplies, Inc.—that you can 
speed sales and increase profits by displaying ““P. M.” 
(Product Merchandising) posters throughout your store. 


Big (21 x 14-inch), colorful, arresting —“P. M.”’ post- 
ers are constant reminders to every customer that 
you have what he needs in quality tools and hardware. 
Again and again they lead to purchases not even con- 
sidered when the customer came to your store. 


“P.M.” posters—FREE for the asking—are boost- 
ing sales for hardware dealers everywhere. Let them 
help YOU! 


Popular Mechanics Magazine 
200 East Ontario St. 
Chicago 11, Ill. 


1 want to boost sales in my store, too. Please send me, FREE, all 


sales promotion posters available. 
NAME__ 
STORE NAME 
STREET & NO. 


CITY 6 | 














GORGEOUS and ATTRACTIVE 
EIGHT PIECE COASTER SETS 


Can also be used as ashtrays, jelly dishes, pintrays, etc., 
etc. Made of beautiful fire polished crystal with handpainted 
flowers and fruits. In neat GIFT BOXES, containing two 
layers of four each, so that when cover is removed, it shows 
all four designs in a flash, eliciting an exclamation of delight. 























No. 4330Z No. 4331Z 


Size of Coaster 3!/, x 4!/2 inches. Weight 31 Ibs. to the 
doz. sets. 
$15.60 per doz. sets (of eight) 
No. 4330Z four different fruits 
No. 4331Z four different flowers 
All in beautiful colors 


Ya doz. smallest quantity sold and that may be 
assorted in both numbers. 





AGENTS WANTED ALL OVER THE WORLD, TO SELL THIS 
QUICK SELLING ARTICLE TO DEALERS AND JOBBERS 











333 & 335 Z 
South Market St. 
Chicago 6, Ill. 
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BOMMER 


SPRING HINGES and 


“KEILSON™ 


MAIL BOXES 


Bommer welcomes to its family of products’the 
well known "KEILSON" line of Government ap- 
proved Mail Boxes. Since 1876 the manufac- 
turers of both BOMMER Spring Hinges and 
“KEILSON” Mail Boxes separately were win- 
ning the approval of the trade. Now, together 
as Bommer Products they will endeavor to ren- 
der an ever wider service. 


BOMMER PRODUCTS ARE THE BEST. 
TRADE MARK 


BOMMER 


BOMMER SPRING HINGE CO. BROOKLYN 5, N. Y. 
CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 

















This Display Will Help 


You Sell— 
"V"-Belt 


PULLEYS 


The No. 50 Display 
Board provides an as- 
sortment of 24 pulleys 
in the 12 most popu- 
lar sizes ranging from 
1," up to 5" in 
diameter. 

Pulleys are for "A" 
section belts and 


come in !/." and 54" 
bores. 


The Display Board is finished in RED, WHITE and 
BLUE, and has storage space in the back for addi- 
tional sizes. 


Ask Your Jobber 
or Write 


CHICAGO DIE CASTING MFG. CO. 
2507 W. Monroe St., Chicago 12, Ill. 


~ cay 
| 








— your assurance 
of satisfied customers... 


Oster — outstanding in the 
hair-cutting equipment field 
for more than 20 years — is 
famous for high standards of 
design and construction that 
really mean something in keep- 
ing your customers “sold.” 
Hand hair clippers for home 
and farm use are easy to op- 














erate and keep their keen cut- 
ting edges throughout long 
life. Increasing importance of 
personal appearance creates a 
substantia! demand for Oster 
Clippers. Stock and promote 
them to cash in. Order from 





your jobber. 
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(INDIANA 


Decatur—The Schafer Co. 
ae & Kollogg Co. 


ALABAMA 
— Wimberly & Thomas 
Hdwe. 


oe Lyons 
w. Hdwe. odern i 
hnzena Ohio Valley Hdwe. & Roofing Co. 
Fort Wayne—Schlatter Hardware 
zona Hardware Co. Wayne Hardware Co., Ine. 
Semen Rian Eelananels hare Dieting co 
a anapolis—Marco Dis ng 
bert Steinfeld & Co. Vonnegut Hdwe. Co. 
CALIFORNIA South Bend — inertia Distributing 
ee rs Héwe. Des eens ene Hdwe. Ca 
ies — General Morehandise KENTUOKY 


Service Company 


Skeols & Com Henderson — Lambert-Grisham Hdwe. 
Mdse. Co. 


Louisville—Archer — Corn 
Louisville Tin & S 
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Paper Ce. 
mtral Valley Hdwe. Co. 
s—Stauffer Eshleman & Ce. 


New Orlean 
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| Column Co. ~ Houlton—Almon H. Fogg Co. 
nan Haws. Portiand—Kendall & Whitney 
Steale & Flagg co MYrals, Ine 
aning ae ag6 Nelson & Small, Ine. 
andard Wholesale Supply MARYLAND 
DISTRICT OF COLUMBIA Cee Sew S Se 


rs 
Wholesale Elec. Assoe., In 
Frederick—Frederick Trading Co. 
MASSACHUSETTS 
Boston—Decatur & ag ~~ Co. 
Massachusetts Hdwe. Dist. e ine. 


ington—Fonoroff Hdwe. Ce. 
8B. Kendall Co. 
& ia Specialty Ce. 

mon & Cooke 


FLORIDA 
Fitchburg—Fitehburg Hdwe. Co. 
erertale—Wetene _Mereastite Woreester—Mendall Benjamin Ce. 
-Ralley-Milam Co. Ross Gres. 
i Beach—F arrey’s Wholesale ee 
Picola Hdwe. Co., Ine Battle Creek—B. Supply Co. 
Bay City—Bay city Hdwe. —— 
GEORGIA Meisel Hdwe. & Supply Co 
King Hardware Detroit—Atias Merchandising Co. 


Buchsbaum Bros. 
New-Way Enamelware & Hdwe. Os 
Hdwe. Co. Geo. C bee & Co. 


Co. 
Jernigan Hardware Ce. 
pper Ce. 
. C. her! 
Escanaba—Delta Hdwe. Co. 


IDAHO 
Flint--George W. Hubbard Hdwe. Ce. 
l@—Biack Distributing Ce. Grand Rapids—Michigan Hdwe. Ce. 
ILLINOIS en, tenn Gas Co. 
Mestward Héwe. Ce., ine. nsing—VanDervooi we. 
oo Mecatemees ‘Gare. Muskegon—Tower Hdwe. Co. 
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Wholesale Hdwe. Co. 
; = Duluth—Koelley-How-Thomson Co. 


isioeale Th eaes Co. 


Ludwig & Co, Minneapolls—E!-Mar Sales Company 
vr & Jenney-Semple-Hill & Co. 
peaetties, Sales Co. St. Pavl—Raymer Hardware Co. 
are Co. MISSISSIPPI 
Slivermans Sons Greenwood—Hend 


lerson & ay A Hdwe. 
West Jaekson—Burnell Hdwe. Co. 
MISSOURI 
St. Louls—Rothler Company 
Sehwander Appl. Co. 


Key & Hdwe. Mfgre 
Materia Conety, Co. 
house & Wells Co. 
“Barker. Goldman & Lubin 
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Tiemann Hdwe. & Supply Ce. 
Witte Hardware Co. 


MONTANA 


Billings—Billings Hardware Ce 
Marshall Wells Co. 


NEW JERSEY 


East Orange—Reliable Hdwe. & Supply 
Newark—Eagle Sales Co., Ine. 


sh 
Red Bank—Union Distributors, Ine. 
NEW YORK 


Albany—Albany Hdwe. & Iron Co. 
Binghamton—L. & K. Electrie Co. 
Brooklyn—Eastern Seaboard Dist. Co. 
A. Perlman & Sons 
Sehneid Bros. 
Singer 2 ae 
Buffalo— or @. 
Long teland Bi hs Kohimeler 
New York — Atlas elce. Supply Co. 
Beacon Sales Co. 
ar ae ae 
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Monroe—Monroe 
Ralelgh—Southern Jobbers. “Ine. 

Job P. Wyatt & Sons wy 
Witmington--Jacobl Hdw 
Winston-Salem—Brown- Resere 


NORTH DAKOTA 
Fargo—N. W. Lifetime Plastics, Ine. 
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Stem Distributing Co. 
Columbus—Tracy-Wells Co. 
Dayton—W. H. Kiefaber Co. 

Universal Supply Co. 
Toledo—Toledo Jobbers & Wholesealers 


OKLAHOMA 
Tulsa—Clark-Dariand Hdwe. Co. 


OREGON 
a3 eo" Bros., = 
N. W. Hdwe. & Steel C 


PENNSYLVANIA 


Allentown—M. S. Young & Co. 
Altoona—H. C. Prutzman Co. 
Danville—W. W. Welliver Hdwe. Co. 
Hazieton—Jere Woodring & 
Kingston—Harris Hdwe. & Ls Co. 
Morrisville—Engineering-Sales Assoe. 
Philadejphia—Chas. J. Danvers 

Franklin Hdwe. & Supply Os. 

E. . MeAleer & Co., Ine. 

Jos. Podgor Co., Ine. 

Shields & Brother 

Supplee-Biddle Hdwe. Ce. 

Edward K. Tryon Co. 
Pittsburgh—American Hdwe. 

Logan Gregg Hdwe. 

Martin Hardsoeg Co. 

Scholnick, Ine. 

Joseph Woodwell Co. 
Pottsville—Pottsville Supply Ca 
Shamokin—Jones Hdwe. Co. 
Wilkes Barre—Genner Bros. 

Lowls & Bennett Hdwe. Ce. 
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RHODE ISLAND 
Providenee—Barker Chadsey & Oo. 
Providence Hdwe. & Supply Oe., Ine 
SOUTH CAROLINA 
Charleston—C. C. Franke & Co., Ine. 
Greenville—Sullivan Hdwe. Co. 
Spartanburg—Hall & Co. 
SOUTH DAKOTA 
Aberdeen—Jackson Hdwe. 
TENNESSEE 
Chattensege—fuber & Nichols Machin- 
ing & Sales 
Greeneville—Bird’s & Co. 
Jackson—Frankland's 
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Cc. ar ag & Co., Ine. 
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Pees ese es eB BS SS SP BBB BEBE EEE Bee 
TO 
Address 


blank and his name to R 


2 Display Asst's PERMA-GLOW — Numerals 
Manuf. by Reflecto Letters, N.Y.C. 


Doz. refills as follows 


3 — 


TEXAS 
Corpus Christi—Corpus Christ! Néwe. 
San Antonio Machine & Supply Ga. 
Dallas—H igginbotham-Pearistone 
Huey & Philp Hdwe. Co. 
El Paso—Momsen-Dunnigan-Ryas 
Saucedo Bros. 
Zork Hdwe. Co. 
Fort Worth—Deaigh & Brewer 
Rete ee See Hdwe. Ce. 
F. W. Heltman 
Laek’s Wholesale Distributors 
Lebow Sales 
National Jobbers & Distributors 
Pedon tron & Steel Co. 
Radoff Brothers, Ine 
San Antonic—Builders’ Supply Ce. 
Watts Hdwe. Co., Ine 


JTAH 


Ogden—Geo. A. Lowe Co 


VIRGINIA 
Lynchburg—Bailey-Spencer Hdwe. Co. 
Richmond—W. S. Donnan Hdwe. Ce. 

ba inia-Carolina Hdwe. Co. 
ins-Cottrel! 
PR =o Humphrey’ s Hdwe. 
Nelson Hardware Co. 


WASHINGTON 
Seattio—Carieton Hdwe. Supply Co. 
Peerless Electric Co. 
Spokane—Jensen-Byrd Co. 
Taeoma—Hunt & Mottet Co 
Frederick C. Wolf & Son, Ine. 


WEST VIRGINIA 
Charleston—Charleston Hdwe. Co. 
Eskew, Smith & Cannon 
Southern Hdwe. Co. 
Clarksburg—Johnson Hdwe. Co 
Huntington—Emmons-Hawkins Hdwe. 
Watts, Ritter & Co. 
Weston—Danser Hdwe. & Supply Ce. 
Wheeling—Ott-Heiskell Co. 
Parkersburg—W. H. Smith Hdwe. Ce. 
WISCONSIN 
Madison—Wisco Hardware Co. 
Milwaukee—The Hunt Co. 
John Pritzlaff Hdwe. Co. 
CANADA 
Ottawa—Harris-Renwick Co. 
MEXICO 


D. F.—Distribuldora Campeon 


(Your Jobber) 


‘eond , order 


LION Clothes Pulley! 


Prompt deliveries from stock on this popular 
54" free running Clothes Pulley. Made of cold 
rolled steel, it has a heavy coating of aluminum 
paint to prevent rusting. Sturdily made, expertly 
finished — an item that finds ready sale. 


In Stock 
JOBBER INQUIRIES INVITED 


KNAPP FOUNDRY Co., Inc. 


CRURER ed a> Pamcred. i. Fs 
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THE WORLD'S FASTEST SELLING CAN OPENER 


Vaughan's No. 170 
SAFETY ROLL JR. 


Over 50,000,000 Safety Roll Jr. Can 
Openers have been sold and we are 
pleased to be able to offer this popular 
number again. Sturdy and strong, all 
steel and retails at a low popular price. 


VAUGHAN. NOVELTY MFG. CO. 


“*Werld’s Lergest Menufacturers of Can Openers and Bottle Openers” 
3211-285 CARROLL AVENUE CHICAGO 24, tLt., U. S.A. 

















SQUEEZ-EZY 
Self-Wringing Mops 


They wring “Dry” without soiling the 
hands, appealing to housewives because 
they are sanitary, clean and inexpensive. 


A line of “Self - Wringing 
Mops” that brings quick 
Profits and Repeat Sales. 
Squees-Ezy “Beauty” Mop 
Illustrated 


RENEWAL HEADS 


Customers return 
again and again for 
New Heads. The 
strong, sturdy handle 
gives lasting service. 


VISIT OUR BOOTH 
No. 232 
Showing Complete Line 
THE HOUSEWARES SHOW 


ATLANTIC CITY 
AUDITORIUM 


Jan. 5 Thru Jan. 10, 1947 
SQUEEZ-EZY MOP SELLING CORP'N 


New Orleans (18) Louisiana 




















GE new member of the BANA family 


CAN 
OPENER 
a 


* BAN 


AVAILABLE SOON 
THROUGH YOUR 
LOCAL JOBBER 
at THE SPECIAL AGENT 45 BANA ALL METAL 
2 Ait 


BANA COMPANY #116 New Montgomery St., San Francisco, Calif. 
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INSIDE STORY 


on your most important pressure cooker feature 








SIMPLEST PRESSURE CONTROL. All cooking 


done at one pressure. No mechanism, no dials to 






watch. Nothing to break or get out of order. 







MOLDED GASKET. Long 
wearing, odorless and heat 
resistant. Fits tightly in 
bead of pan. Won't come 









off during washing. 








} 7 ¥ 
YL : PATENTED 


SNAP-TITE COVER 


Wear-Ever Snap-Tite cover is pressure 
locked against the inside rim of cooker. 
Cover can't be removed while pressure 
is on. So simple and) safe, even a child WEAR-EVER QUALITY. Hard, 


can operate it. Your ¢ustomers will want thick-sheet aluminum with extra 
this assurance. thick bottom for added durability. 


ight to lift, yet strong. 


EVEN WITH LID-LOCK UNFAST- 
ENED this cover can't be removed while 
pressure is on. 
















WEAR-EVER 


.ALUMINUM PRESSURE COOKER 
Consistent four color advertising month withe the p te Y ! Snap Tile COVOL 


after month in 11 leading national 






PS 







magazines. —it can't be removed while pressure is on 
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INiicHOoLson advertising works for the hardware- 


man among all types of file-using customers. It’s 
been doing that for years. And it will continue— 
so people will always be reminded that Nicholson 
or Black Diamond is the brand to buy. 


It is this persistent publicity—plus the guarantee 
of Twelve perfect files in every dozen—that gives 


NICHOLSON FILE CO. ¢ 25 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 


Nicholson and Black Diamond brands the fastest 
turnover in a naturally fast-turnover item. Thus, 
it all adds up to offering you the biggest return on 
your file capital. 

January ... this is a good time to put the idea 
to the test. Start featuring Nicholsons or Black 
Diamonds and end up with top profits. 
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Among Other Advantages 
AMERICAN CHAIN OFFERS 





A COMPLETE 











This illustration covers eleven of the most popular 
types in the American Chain line. Hundreds of 
applications are found for these chains and assem— 
blies made from them. Many of the light chains are 
put up in attractive shelf packages. Others which 
sell by the foot are handled conveniently on 

Acco Sales Maker chain racks. Even the heaviest 
chains are shipped in new bags, boxes, or shooks. 
For American Chain is old-fashioned about quality 
and particular about the way its merchandise 
reaches the retail store. We've been in business 

so long we can remember that more often than not 
the customer can afford to be choosy — and we want 








ye AMERICAN. 

EC 

SOMPLETE 
CHAIN LINE 


All types 
and fire 








customers to choose the stores that sell American Chain. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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Informal Editorial Comments... 


Just Among Ourselves 
... By Charles J. Heale 








Welcome 1947—Happy New Year! . 


1947 Should Be Much Better Than 1946 
And It Will for Most Hardware Men -— If 


All employed, and/or employable, Americans realize that only 
by “going back to work” can the U.S.A. maintain full employ- 
ment which means full buying power through full production. 
And, of course, assuming that the new Congress takes the neces- 
sary action that will completely assure “genuine collective bar- 
gaining” as totally distinct and different from “mob rule union- 
sponsored or at least tolerated arrogance.” 


HIS issue of HARDWARE 

AGE is dated January 2, 

1947. It will reach most 
readers by that date or very 
soon after. At any rate, by 
the time this issue reaches all 
of our readers all of us will be 
officially and actually operat- 
ing in the new year—1947. 


What does 1947 hold or 
promise for us? 

Well, from where I sit, it 
looks as though 1947 could be 
and should be a greater busi- 
ness year than 1946. And 
1946 was an extremely good 
year both from the standpoint 
of volume and profits. Sure, 


the 1946 tax structure was 
most severe and perhaps NET 
profits after taxes won’t look 
too exciting—but we did do 
business and lots of it. 

Our 1947 tax picture is dif- 
ferent and more favorable. 
Volume should be much great- 
er because more merchandise 
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should be and will be avail- 
able—providing enough Amer- 
ican workers decide to work 
and actually realize that only 
by full production schedules 
can we expect maximum em- 
ployment and continued steady 
wages, the factors which gov- 
ern retail sales trends. This 
trend is always the gage of 
wholesale sales possibilities 
just as wholesale needs, desires 
and confidence seriously influ- 
ence manufacturing plans and 
commitments — for both ma- 
terials and labor. And they 
are not unrelated factors. 

So, if American workers 
want to work and will work 
and will produce and will not 
practice “featherbedding” they 
will provide both the needed 
merchandise and the buying 
power to purchase that mer- 
chandise. If they stick at it 
long enough the supply will 
catch up with the demand and 
the prices they pay will be 
more consistent with their abil- 
ity to pay. 

If, however, they stop work- 
ing and hold out for unreason- 
able and uneconomic wages 
they will slow down production 
and force buying prices higher 
—and our entire nation will 
suffer. 

About the only factor that 
can dim the 1947 picture is 
another series of basic industry 


strikes robbing all of us of 
both needed merchandise and 
needed buying power. 

If the new Congress does as 
expected, the threat of major 
labor upsets can be minimized. 
Repeal or revision of the Wag- 
ner and other so-called labor 
laws should come speedily so 
that where desired there is 
“genuine collective bargain- 
ing” between producing work- 
ers and management and not 
merely arbitrary ultimatums 
from arrogant labor union 
heads, especially in key indus- 
tries, where strikes can virtual- 
ly paralyze all commerce. 

The right of collective bar- 
gaining is not questioned by 
industry but the procedure 
should be exactly what the two 
words say and should not be, 
as is too often the case, a 
subterfuge under which arbi- 
trary demands are thrust upon 
management without discus- 
sion. 

Going from a full-time war 
economy to a full-time (or al- 
most that) peace-time economy 
requires drastic adjustments 
and probably more sacrifice 
(admittedly of a non-glamor- 
ous and less attractive nature) 
than does the shift in the other 
direction. Yet it is more vital 
because it deals with and gov- 
erns our “long pull” philoso- 
phy of making a living and of 
having reasonably prosperous 


Happy New Year! 


times on a continuing basis, 
plus the opportunity of laying 
aside a bit for less prosperous 
times. 

As a nation we either pur- 
sue these fundamental courses 
of full production, full em- 
ployment, full buying power, 
full distribution and full con- 
sumption or we gravitate to- 
ward totally un-American po- 
litical and economic philoso- 
phies. Specifically, we slide 
(and I mean slide) either into 
socialism or communism and 
kick completely out of the 
nearest window our long cher- 
ished, strictly American and 
efficient, incentive system often 
called the American System of 
Free Enterprise. 

It seems to me that this is 
our choice and that it is of 
great importance to every 
American hardware man 
whether he be a retailer, whole- 
saler or manufacturer — the 
head or even the most humble 
employee of any of these fac- 
tors in our business. 

Collectively, in the best 
sense of the meaning of that 
word, we are either going 
ahead as hardware men with 
our fellow citizens or we are 


not. 

I still think 1947 can be and 
probably will be a better year 
than 1946 and that was ex- 
tremely good. 








HARDWARE AGE 








g basis, 
f laying 
»sperous 


ier pur- 
courses 
ull em- 
power, 
ull con- 
tate to- 
can po- 
ohiloso- 
e slide 
ier into 
m and 
of the 
g cher- 
nm and 
n often 
tem of 


this is 
is of 
every 
man 
whole- 
— the 
umble 
e fac- 


best 
’ that 
roing 
with 
> are 


> and 
year 
} ex- 














INDEPENDENT 


JANUARY 2, 1947 


security begins at home 


LOCK 


Security begins at home — in fine furniture that can be locked 
against prying eyes and pilfering fingers. Cabinet makers 
recognize the sales-power of cylinder locks, with their 

extra security .. . and the dependable, built-in quality that 
features the ILCO line. 

This line will soon be available in prewar variety, ready to help 
you meet the growing demand for small, dependable 


cylinder locks for cabinet drawers and doors in home, 


office and shop... 
SECURITY HARDWARE 


COMPANY « FITCHBURG, MASSACHUSETTS 
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“The cashier took 
the currency, laid 
it upon the shelf. 
There it stayed 
until the entire 
transaction was 
completed.” 


By HOWARD SNYDER 


\\ E believe you will 


want to know a few things we 
learned in a retail hardware store 
about errors at the cash register. 
We think you will especially want 
to know how we reduced them to 
the absolute minimum through 


maintaining a record of all errors 
over a period of many months. 
Let’s first call attention to an 
error often made by the customer, 
and then see how our sales people 
or cashiers can solve this difficulty 
with a smile, and to the entire sat- 
is faction of the customer. As 
every retail hardware merchant 








The author of this, the first of a 
series of four articles on “How 
to Minimize Errors in Making 
Change” has had 25 years of 
experience in operating his own 
hardware store. By keeping a 
running record of the mistakes in 
making change that so frequent- 
ly occur at the cash register or 
cashier's window this informa- 
tion has enabled him to suggest 
how such errors may be avoided. 
The second article of this series 
will appear in the next issue 
(Jan. 16) of HARDWARE AGE. 


HOWARD SNYDER 








Part 1 


knows this idea of pleasing and 
satisfying the customer is extreme- 
ly important. 


Don’t Make This Error! 


The error just mentioned is that 
of the customers’ erroneously 
thinking that they have given the 
cashier a bill ofa larger denomi- 
nation than has actually been the 
case. Let us suppose that Mr. 
Customer has bought some nails, 
cooking utensils, and various 
other items to the amount of $5.75 
and that he has opened his bill- 
fold to make payment. When he 
left home he had hoped the vari- 
ous items he intended to buy 
would not cost over $5, as he had 
several bills to pay and needed 
his $10 bills for this purpose. His 
wife, however, had insisted on 
buying several more utensils than 
they planned to purchase. Al- 
though his mind is on a $5 bill, 
he is under the mistaken impres- 
sion that he has handed the casitier 
a $10 bill. She has just said 
pleasantly, and smilingly, “$5.75 
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Making Change 


please,” and he has handed her a 
bill. She takes it and places it 
in the cash drawer and drops the 
weight or spring on it. She then 
looks at the check again, making 
certain that it has been correctly 
added. “Oh,” she says, “I beg 
pardon but the amount is $5.75 
and you have handed me only a 
$5 bill.” This is a surprise and 
the customer often flares up, and 
so on the scene goes. According 
to our records it went on 27 times 
over a period of a few months. 
Nine of the times were most un- 
pleasant and very embarrassing to 
the cashier. We will not go into 
details, for every merchant has ex- 
perienced many similar situations. 


Keep Bill In View 


How did we correct it? We did 
it easily, surely, and pleasantly. 
Those three ideas are worth re- 
membering — pleasantly, surely, 
easily. Our cashier took the cus- 
tomer’s currency, laid it on the 
shelf of the cash register in plain 
view of all concerned and there it 






























“The cashier 
hands out the full 
sum less a charge 
she should not 
have made of ten 
cents for cashing 
the customer's 
check for him.” 





When you give a customer the incorrect 
change you annoy him and endanger his 
future relations with the store. This 


series tells how to avoid this hazard 





stayed until the transaction was 
completed and the customer had 
turned away. She then placed it 
in the cash drawer. It is important 
that the bill be in plain view, for 
if not in plain view, and the cus- 
tomer is in error, he may have 
suspicions as to the cashier’s 
honesty. After we began follow- 
ing this practice we had no more 
unhappy scenes with customers. 
If customer was in error he could 
see it and the cashier did not have 
to point it out to him. There is 
a vast difference between seeing 
your own mistake and having the 
other fellow tell you about it. I 
cannot emphasize this point too 
strongly. 

Here is another error, the one 
most frequently made. It is that 
of the cashier passing out a dime 
too much change. Suppose the 
customer has bought nails to the 
amount of 88 cents and presents 
a dollar bill in payment. The 
cashier passes out 22 cents. There 


. are many variations of this one. 


Maybe it was a 66-cent purchase 
and cashier passes out 44 cents. 





Always was there a dime too 
much. These errors were made 
when the cashier makes her change 
silently. But it could not go on 
if the cashier counted aloud the 
change like this: “Purchase eighty- 
eight cents, plus two cents makes 
ninety cents and a dime makes one 
dollar?” It couldn’t go on. When 
a cashier counts change aloud she 
counts it with the customer for, 
by addressing customer directly 
in person, she focuses the cus- 
tomer’s attention on the business 


in hand. 


Too Much Change 


The next most commonly made 
error was that of handing out a 
dollar too much to the customer 
when a $5 bill was presented in 
payment of a sales ticket for a sum 
less than $2 and more than $1. 
Let’s suppose it is $1.35 and a $5 
bill was offered in payment. The 
cashier passes out $4.65, or a dol- 
lar too much. She counted the 
change to the dollar mark and not 
the $2 mark. This error happens, 
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as a rule, after the cashier has had 
several customers with purchases 
under a dollar. The remedy again 
is counting the change out loud to 
the customer. Try it and you will 
be convinced that it will not hap- 
pen if the change is counted aloud. 
If for no other reason, the cus- 
tomer himself will catch the error. 

Let us turn back to the begin- 
ning and suppose that Mr. Cus- 
tomer presents a check for $26.87 
cents in payment of his $5.75 bill. 
At first, before we started to study 
errors, our cashiers would pick up 
a pencil and set down the figures, 
the different amounts and try 
schoolgirl subtraction. This is 
really a schoolgirl method all right 
and is just about as likely to be 
accurate as the little subtraction 
problems the children do at school. 
Here is the way to do it. “Pur- 
chase five dollars and seventy-five 
cents and a quarter makes six 
dollars.” 

The $6 is the first total and 
should be emphasized. Always 
emphasize each separate total. 
And let the cashier remember that 
the customer is not likely to be 
as accurate as she is nor as quick 
as she is, hence, do the counting 
aloud and slow enough that the 
customer may follow it. Now from 
the $6 point, count the bills to the 
$26 point, and then again return 
to counting out coins for the cor- 
rect total of the check. Count the 
coins, then count the bills, and 
then count the coins again. It then 
becomes easy and pleasant and 
there is no such bungling as when 
trying to set the sums down and 
subtract. 


Inaccurate Reading 


A number of the errors in our 
record refer to the cashier’s in- 
ability -to read the ticket accu 
rately. A $1.19 ticket would be 
read $1.91 or a $1.17 would be 
read as a $1.71 ticket. This is al- 
ways a thing that must not hap- 
pen. A cashier may be just about 
perfect in 99 per cent of her 
cashiering, but if she cannot ring 
up the exact figures on a ticket 
she just is in the wrong place when 
she gets into the cashier’s chair. 
A cashier must not make this 
error. It is not hard to avoid. 
Good eyesight and careful concen- 
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tration of attention on the business 
at hand are about all that are 
needed in order to read figures 
correctly. 


Watch the Sales Tax! 


Another error was a rather 
slight one but it will not pass 
either. I refer to the sales tax 
added in the wrong place. Sup- 
pose the sales ticket is for $1.29 
and the sales tax is 3 cents. $1.29 

3 
$1.59 
when it should be $1.32. 


Such carelessness, as this ex- 
ample, must be charged up to lack 
of attention, poor eyesight, or flirt- 
ing with a soldier or some other 
elementary matter which cashier 
must correct herself. 





Here is still another error that 
we contended with until | learned 
better than to try to make bank 
tellers out of my girls. Suppose 
a cashier is asked to cash pay 
checks for a near-by industrial 
plant. A long string of pay-check 
men wait in line to cash their 
checks. She pays out the full 
amount of the check, deducting 
10 cents for the service. But, in 
the midst of all this, a customer 
comes along with a purchase and 
presents his own check. The 
cashier hands out the full amount 
less a charge which she should not 
have made of 10 cents for cashing 
the check.. The solution is easy. 
Let cashiers be retail store cashiers 
if this is what they are supposed 
to be and let the bank teller run 
his own business. 





Million Dollar Co-op Plant 
Turns Out Farm Machinery 


rPHIS air view shows a big fac- 

tory that turns out co-op farm 
machinery at Bellevue, Ohio. The 
co-ops bought this plant in 1944 
from the Ohio Cultivator Company 
at a cost of approximately $1,000,- 
000. This company paid $196,000 
in Federal income taxes during its 
last year as a taxpayer. 

The National Farm Machinery 
Co-operative, Inc., was organized in 
April, 1940, largely through the ef- 
forts of the Indiana Farm Bureau 
Co-operative Association. The co- 
operative was formed chiefly to con- 
tinue the manufacture of a co-opera- 
tive tractor soon after production of 
a co-operative tractor had been 
abandoned at Arthurdale, W. Va. 
The offices and the tractor plant it- 


self are located at Shelbyville, Ind. 

In 1943 the association purchased 
the Corn Belt Manufacturing Com- 
pany, Waterloo, Iowa, whose princi- 
pal business has been the manufac- 
ture of corn pickers and manure 
spreaders. 


National Tax Equality Associa- 
tion, 231 S. La Salle Street, Chicago, 
Ill, supplied this illustration as an 
example of discriminations in taxa- 
tion policies which penalize all small 
business and all wage earners who 
pay income taxes to the Federal 
Treasury. Co-op corporate earnings 
are not liable for this income tax 
payment to Uncle Sam. Co-ops are 
totally exempt of such payments 
under Section 101(12) of the Inter- 
nal Revenue Code. 





No taxes are paid on the profits of this plant. It's owned by co-ops. 
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Mr. Marion shows a refrigerator to a prospect. Every refrigerator on the floor is in 
working order and each is stocked with soft drinks for customers—a clever sales idea. 


Major Appliance Department Designed 
To Meet Problems in Advance 


satin that ma- 


jor appliance merchandising must 
be handled as a “specialty job” 
and that it requires careful tailor- 
ing, Joseph Marion, owner of the 
St. Louis Shade & Hardware Co., 
St. Louis, Mo., has spent $7,000 
in setting up appliance merchan- 
dising facilities. 
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Mr. Marion expresses the opin- 
ion that one must devote sufh- 
cient space in order to do a good 
merchandising job on this type of 
equipment and that the hardware 
store is the most logical retail out- 
let for refrigerators, ranges, wash- 
ing machines and small appliances. 
“Although we are new at major 
appliance merchandising—having 
been in the field for only six 
months—we have attempted to 


St. Louis Shade & Hardware Co. provides 


map out a program to take ints 
consideration all future problems 
that may arise in the field,” he 
says. 

Mr. Marion added 3,000 sq. ft. 
of floor space on the left end of 
his building, in a handsome buff 
brick and plate glass extension. 
All of this space, behind six post- 
less windows, will be devoted en- 
tirely to appliances because he 
feels that clinching the sale of an 






special annex, has ex-serviceman force 


and is equipped to give prompt service 













appliance is a skillful job requir- 
ing complete concentration. 

The annex, with raised linoleum 
covered platforms for heavy appli- 
ances, has a ship’s prow, pyramid 
fixture for small appliances. It is 
comfortably furnished with 
lounges and chairs, equipped with 
fluorescent lighting and has a pri- 
vate “closing office” for discussing 
financial terms. 


Started Early 


In October, St. Louis Shade & 
Hardware Co. was showing six 
sizes of refrigerators, due to some 
excellent planning on the part of 
the management. During the war, 
beginning early enough to beat 
competitors “to the punch,” Mr. 
Marion obtained franchises for 
five appliance lines—a wide choice 
which embraces everything but 
home freezers. Thus, at a time 
when many stores have only one 
sample to show, the appliance an- 
nex is packed with representative 
models. 

Since June, 1946, all appliance 
paper has been sold through a 
local loan company at a nominal 
carrying charge, without recourse 
on the part of the store. 

With ample display facilities 
and windows which make the en- 
tire appliance annex a display 
window, Mr. Marion has created 
an efficient, specialized selling 
force. “Without an outside selling 
force. the hardware dealer will 
have little or no chance at the ap- 
pliance melon,” he points out. 
“Therefore, we have made the 
training of specialty salesmen a 
major issue for the rest of 1946.” 

Three such salesmen, all ex- 
servicemen, are currently training 
in the store. Each was selected 
from about 100 applicants whom 
Mr. Marion advertised for, inter- 
viewing each with an eye toward 
his future qualifications. The 
three ultimately selected are paid 
a salary well above normal “ap- 
prentice wages” and spend half of 
their day as salesmen in the hard- 
ware store and the other half 
studying appliance merchandising. 

As soon as major appliances 
are more plentiful, the three men 
will move outside. Each will re- 
ceive a salary and commission. the 
latter 3 or 5 per cent depending 
upon gross profits. selling costs. 
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etc. Each will be given a restricted 
territory and their “prospecting” 
will involve door-bell ringing, 
following up store leads, and an- 
swering telephone leads, resulting 
from advertising. Now running 
from 300 to 400 lines of advertis- 
ing per week in St. Louis news- 
papers, the store will soon switch 
at least one-third of that amount 
to major appliance ads. Salesmen 
will alternate “floor time” and 
“evening time” in the store, spend- 
ing the rest of their time outside. 
To back them up, Mr. Marion has 
provided working demonstration 
models throughout the _ store. 
Thus, laundry tubs, automatic 
laundry machines, etc., are sup- 
plied with hot and cold running 
water, gas ranges leap into life at 
the touch of a switch, and all re- 
frigerators are working. By stay- 








ing open two or three evenings a 
week, Mr. Marion hopes to give 
his salesmen an opportunity to 
bring their prospects in for 
lengthy, uninterrupted demonstra- 
tions. 


Free Soft Drinks 


Hardware customers, waiting 
for packages or for a salesman to 
wait on them, are inconspicuously 
“shooed” into the appliance an- 
nex to look over the stock. To 
make sure that no customer for- 
gets the large display of refriger- 
ators on hand, Mr. Marion has 
come up with a clever idea—keep- 
ing the refrigerators stocked with 
popular soft drinks. As soon as 
the refrigerator door is opened, 
the salesman takes out a bottle, 
opens it, and hands it to the cus- 

(Continued on page 96) 








Lamp Display Catches 


AMPS are fast-moving items at 

the J. J. Stangel Hardware Co., 
Manitowoc, Wis., and the manage- 
ment has worked out a display ar- 
rangement for them which lowers 
the breakage factor and speeds up 
service to the customer. 

The display consists of two boards, 
each 18 in. wide, which are joined 
together to resemble a pitched roof. 
The stand is supported by fastening 
it against a nearby post and the 
other end is raised from counter top 
level by a supporting board. The 
lamps of various sizes and wattages 
are thrust through the board into 
specially drilled hdles which will 
accommodate the neck of each lamp, 
without letting it fall through. 


the Eye — and Profits 


The customer who approaches this 
lamp display can see at a glance 
the large number of sizes displayed 
and can select the lamp desired. 
The board also has a live wire 
socket where each lamp can _ be 
tested. 

The size is marked for each hole 
so that salesmen can easily refill the 
spots in spare time. Surplus stock 
of many types is directly below the 
special display area, located in the 
regular counter top slots. Fluores- 
cent tubes are also in this spot, so 
that the customer has a wide choice 
to meet his or her needs. The entire 
light display is high enough—above 
average counter top level—so that it 
catches the eyes of many customers. 





Lamp customers can find practically any lamp they need on this rack. 
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Imported and domestic, there are 30 patterns here for the customer's inspection. 


30 Patterns of Open-Stock Chinaware 
Featured ix: a Single Fixture 


kor the hardware 


store to score a real bullseye in 
the merchandising of fine open- 
stock dinnerware, the customer 
must be impressed with the fact 
that the store carries as wide a 
selection of patterns in all price 
ranges as does the department 
store. That is the belief of Nor- 
man Byde, of the Walter Byde 
Company, Fresno, Cal. 

The Byde company recently re- 
modeled an adjacent store into an 
outstanding gift and china de- 
partment. Done throughout in 
natural-grain oak, the department 
has soft pastel blue wall fixtures, 
combined with wallpaper in gay 
colors for ceiling and upper mold- 
ing. Emphasis in the remodeling 
was to provide a neat, comprehen- 
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Walter Byde Company's 23-ft., four 
shelf display attracts and sells 
the most discriminating customer 


sive display of china, glassware, 
and gifts which would not quickly 
go into a jumbled display. 

One of the most potent drawing 
cards, according to Mr. Byde, is 
the dinnerware section shown 
above. It is 23 ft. long, and com- 
prises a four-shelf fixture, with 
concealed fluorescent lights, in 
which are displayed 30 patterns 
of open-stock in moderate and 
high price ranges. No duplicate 
patterns are displayed—each dish, 
saucer, teacup, etc., represents a 
separate pattern. Small cards give 
price per piece, per set, and for 
standard sets for the usual “in- 


troductory purchase” which the 
store suggests. The 30 patterns, 
including some fine English china 
as well as leading American 
makes, are spaced at least a foot 
apart in order to allow full cus- 
tomer recognition of each. 

In front of the wall fixture are 
two full-size dining room tables 
which are constantly used to pro- 
mote specific patterns. One of the 
store’s most effective merchandis- 
ing ideas is setting each table for 
four and featuring a separate pat- 
tern at each place. This gives 
visitors an opportunity to quickly 
compare patterns. 
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Pastel blue sets 
and larger mirrors make a spar 









WVerares in a busy 


location when every store up and 
down the street has more pulling 
power because it has more ap- 
pearance personality? Nothing. 
So the first thing R. C. McDonald 
of Pontotoc, Miss., did when he 
moved his Pontotoc Hardware Co. 
to a more favorable location, 
though in an old, dark and 
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Modernization Created a Gift 


gloomy building, was to close his 
doors and start a remodeling pro- 
gram from scratch. 

The result was two stores in 
one, and one an attractive gift 
shop. Another result was that 
opening night, scheduled for 8:00 
p-m., saw people gathering about 
the doors at 5 o’clock and at the 
appointed hour, the throng grew 
to several hundred. The last, but 
definitely not the least result, was 
$2,500 in opening day sales. 


Ideas from Hardware Age 


Modernization has to start with 
an idea, and in studying various 
plans for remodeling their store, 
Mr. and Mrs. McDonald, im- 
pressed with the constant sugges- 
tions for gift shops, appearing in 
HarpwarRE AGE, decided to add 





rystal glass shelv 


the color scheme here. And = ~ Rigen tog 


kling display 









es, glowing lamps 
gift merchandise. 






one to their hardware business. 
Consequently, they incorporated 
a great many of the ideas dis- 
cussed in HaRDwarE AGE in their 
attractive new gift shop adjoining 
the main hardware room. 

Two wide openings connect the 
hardware and the gift depart- 
ments, bringing them together, 
yet giving the gift shop the ap- 
pearance of being separated from 
the hardware floor. This has a 
distinct appeal for the ladies who- 
can feel that the shop caters speci- 
fically to them and creates the 
beautiful and effective surround- 
ings which stimulate gift sales. 
Furthermore, the shop also has 
its own attractive entrance from 
the street. 

Pastel blue and crystal glass 
shelves, highlighted at intervals. 
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Shop — Customers Did the Rest 


by softly glowing lamps and large, 
handsome mirrors make a perfect 
background for a wide assortment 
of gifts. On the floor, a polished 
mahogany stand and tiers of grad- 
uated pastel blue shelves display 
many interesting and useful gift 
items. 


No Confusion Here 


In the arrangement of gifts, it 
is interesting to note that the dis- 
play of a maximum number and 
variety of gifts has been achieved 
without getting a cluttered effect. 
Thus, while browsing among the 
gifts, the customer is not confused 
by a hodge-podge of items but 
rather, because each gift possi- 
bility is presented distinctly and 
attractively, she is able to come 
quickly to a definite decision. 
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Opening day sales totaled $2,500 in a 

county seat town of 2500 when Pontotoc 

Hardware Co. opened the doors of a new 
two-in-one gift and hardware store 


“Not until the shop was opened, 
was the potential in gift volume 
fully realized,” says Mrs. Mc- 
Donald, “We have customers 
from New Albany, Oxford, Hous- 
ton, Tupelo, Memphis, and ll 
over as well as from our own 
town. Shortly after opening, we 
sold from two to three hundred 
gifts for some weddings here in 
Pontotoc and a large number for 
some weddings in neighboring 
towns.” Mrs. McDonald has also 
found that an inviting sales room 
and a touch of drama in gift dis- 
plays, multiplies the customers’ 






best purchase intention. When 
the temptation to buy is fostered, 
a larger sale is easily concluded. 

At the rear of the gift shop, 
polished oak stairs lead to the 
mezzanine floor. There is “Toy- 
land,” a fairyland for the young- 
sters, in a 25 by 75-ft. room, well- 
lighted with two sets of wide 
double windows, featured by Ve- 
netian blinds. In this modern 
“Toyland,” merchandise is ar- 
ranged in such fascinating dis- 
plays that even adults are capti- 
vated. 

Interior decorations for this 
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department were done by Mr. 
and Mrs. McDonald and _ their 
employees at odd intervals. A 
complete modern department of 
this type is quite an innovation 
for that section, but such enthu- 
siasm has greeted its opening that 
its success is already assured. 
Christmas plans for “Toyland” 
include a large Christmas tree 
festooned with garlands of crystal 
balls and multi-colored lights. 
There is also to be a live Santa 
Claus presiding. Santa will be a 
teacher in the local school who 
has volunteered his services be- 


cause all his life he has “wanted 
to play Santa Claus.” 

But the Pontotoc Hardware Co. 
does not concentrate solely on ap- 
pealing to the ladies. The hard- 
ware departments have been made 
just as interesting to the men by 
installing a modern display and 
sales floor for regular hardware 
lines. With most people—and cus- 
tomers are people—first impres- 
sions count. Mr. McDonald makes 
his important “first” with his 
show windows. Before he re- 
modeled the building, the old- 


style show windows had ceiling- 





to-floor paneled backs, shutting 
off the store from the street and 
making it impossible to use nat- 
ural sunlight as a brightness factor 
in the store interior. 

Now that has been changed. 
The panels came out, and the 
platform display space has been 
reduced to a size which permits 
an all-clear view to all parts of 
the selling floor. Attractive plate 
glass windows were put in across 
the entire store front and a hand- 
some plate glass door is recessed 
into the huge window, giving the 

(Continued on page 97) 


Kansas Co-ops Called to Account 
By Kansas Legislative Committee 


LTHOUGH Kansas imposes in- 
come tax on individuals and 
corporations, that state does not 
have so-called double taxation. In- 
dividuals are permitted to exclude 
from taxable income dividends re- 
ceived from taxpaying corporations. 
Accordingly, the Kansas Legislative 
Committee did nut have to make a 
decision relative to patronage divi- 
dends paid in cash. 


Patronage Cash Dividends 


The committee, however, did con- 
sider patronage dividends paid in 
cash and was inclined to “question 
seriously whether many of the pres- 
ent distributions of so-called divi- 
dends of patronage refunds could be 
established to be genuine refunds. ... 
There would appear to be good rea- 
son to hold that the net earnings 
are the earnings of the corporation 
and the distinction is that the patron 
rather than the stockholder is shar- 
ing these earnings. . . . The co-opera- 
tive would owe an income tax on 
such earnings just as the ordinary 
corporation does.” 

In view of the fact that double 
taxation does not exist, the commit- 
tee was not inclined to question pat- 
ronage dividends paid in cash, since 
such dividends would be reported by 
the patron at substantially the same 
rate as they would be if reported by 
the corporation. In the committee’s 
own words, “The commitfee at this 
time is not inclined to question the 
present treatment of patronage divi- 
dends which are actually repaid to 
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By HOMER E. MARSH 
Director of Research, 


National Tax Equality Association 


members in cash at the end of the 
business year, even though it has 
some doubt as to whether these are 
genuine refunds in many instances.” 

In consideration of “deferred pat- 
ronage refunds,” the Kansas com- 
mittee pointed out that co-operatives, 
as a general practice, did not pay 
patronage dividends in cash; that 
co-operatives had a substantial ad- 
vantage over taxpaying corporations 
in establishing reserves out of earn- 
ings; that the expansion of some of 
the larger co-operatives, during the 
war period, has been due to its abil- 
ity to withhold patronage refunds; 
that deferred patronage dividends are 
not subject to withrawal on demand 
and that co-operative procedure re- 
sulted in savings being paid to indi- 
viduals who had no part in creating 
them. 

In conclusion, the committee 
stated, “the total income tax burden 
upon the ordinary corporation has 
been very much heavier than that 
upon co-operatives, and that the lat- 
ter’s ability to build up reserves has, 
consequently, been much greater 
than that of a competing corpora- 
tion transacting the same amount of 
business. . . . The committee is of 
the opinion that the only way in 
which the tax inequalities can be 
remedied is to eliminate the present 
co-operative practice of deferring 
patronage dividends, and by defin- 
ing as corporate reserves all sums 
taken from the net earnings or sav- 
ings to be retained by the corpora- 
tion itself for the development of 





its business whether or not ultimate 
distribution of such reserves on dis- 
solution would be paid in proportion 
to stockholders or in proportion to 
patronage.” 

The committee believes that the 
proper place to remedy existing in- 
equalities is in state statutes relating 
to the incorporation of co-operatives 
and that all corporations operating 
on a co-operative basis should be 
returned to the original legislative 
intent in the passing of these laws. 


Recommendations Made 


Specific recommendations were: 
The Co-operative Marketing Act 
and the Co-operative Societies Act 
should be amended to clarify the 
definition of co-operatives by limit- 
ing the amount to be paid as a divi- 
dend upon its stock; by specifying 
the amount to be set aside as a re- 
serve; by requiring the remainder of 
its net earnings to be paid in cash; 
and by limiting transactions to mem- 
bers only. 

The exemption clause of the in- 
come tax law should be amended to 
limit such exemption to co-opera- 
tives all of whose members are natu- 
ral persons, and at least 90 per 
cent of whom are producers. 

The corporation code should be 
amended to prohibit the organization 
of or the doing business by any cor- 
poration association, or society on a 
co-operative basis except such as are 
organized under the Co-operative 
Marketing Act or Co-operative So- 
cieties Act. 
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‘Selling Safes Brings Profits to Firm 
And Security to Its Customers 


| it is not sug- 


gested to every hardware dealer as 
the logical sideline under present 
conditions, many metropolitan 
hardware dealers can profit from 
the merchandising of safes accord- 
ing to DeSoto Hardware Co., of 
Memphis, Tenn. C. L. Jetton, 
secretary-treasurer of the com- 
pany, has handled safes of all 
sizes in‘ the downtown Memphis 
hardware store for more than 18 
years, and has found them one 
of the most steadily profitable 
specialties of the store. 


Always in Demand 


“We sell concrete and steel safes 
of all sizes to grocery stores, fill- 
ing stations, and all types of retail 
establishments,” Mr. Jetton ex- 
plained, “and have attempted to 
always carry a line large enough 
to appeal to any customer. This 
includes small portable models, 
safes on wheels, and larger sizes 
all the way to the large vault 
types. Safes surprisingly are al- 
ways in demand, particularly dur- 
ing present day conditions when 
higher wages paid in cash mean 
that more actual currency is cir- 
culating, and needs greater pro- 
tection. Many hardware stores 
can add this line without unduly 
straining their present facilities, 
but they must be able to count 
upon the services of an expert 
locksmith or safe specialist who 
can open jammed combinations 
and install new equipment prop- 
erly.” 


Sell 300 a Year 


The DeSoto store’s safe inven- 
tory seldom exceed $2000, al- 


though its annual volume averages 







Initial sales of 


this unusual line, 


repairs and service combine to ring 
De Soto Hardware Co. cash register 


- 300 new safes a year. The stock 


includes small models from $35 
up to large safes and vaults at 
$1000. They are sold to many 
types of customers, from small re- 
tail stores and offices, all the way 
up to banks. 

Mr. Jetton’s safe expert, a vet- 
eran with all types of locks, im- 
mediately follows up newspaper 
reports of safe-cracking robberies, 
jammed combinations, etc. The 


store checks all local newspapers 
immediately each morning, and 
whenever a safe-robbery item is 
reported, contacts the safe owner 
at once. Otherwise, insurance com- 
panies who depend upon the De- 
Soto Hardware Co. for repairs for 
their clients, furnish enough busi- 
ness to more than pay the expense 
of operating the department. 
“Most safe crackers bungle the 
job, and ruin the lock mechanism, 








FACTS YOU SHOULD KNOW 


1—43% of the business concerns: whose records were destroyed by 


fire never resumed business, 


2—Three out of four concerns which have suffered a fire loss also 
suffered a serious reduction in credit rating. 


3—Your records MUST be available to prove your fire loss. 


4—75@ of the Record Protective Devices now in use are obsolete. 





Combinations Changed, Safes Opened And 
Repaired By Competent Expert 


DeSOTO HARDWARE CO,, Ine 


1909—Our Thirty-Seventh Year—1946 


58 South Second Street 


“The Uptown Hardware Store” 


Why waste the fire insurance you are 
now carrying? Protect yourself, and 
your business with a fireproof 
DIEBOLD Safe or Vault Door. Avail- 
able in a complete range of sizes and 
types to fit your individual needs. 


Near Union 








This ad gave four reasons for purchasing a safe—all of them good. 
The original ad measured two columns in width by 61/2 in. in height. 
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58 SOUTH SECOND ST. 





FIRE-PROOF 
Burglar-Proof 


FOR STORES AND HOMES 


We 
almost every night. INVEST in 
a DIEBOLD Safe and protect 


your valuables from fire and 
theft. 


Combinations Changed, Safes Opened and 
Repaired by Competent Eypert 


DeSoto Hardware Co. 


“The Uptown Hardware Store” 


SAFES 


read of a_ burglary 


NEAR UNION 

















This advertisement told a brief story in an effective manner to 
those needing protection. It was two columns wide by 6 in. high. 


which is simple to replace,” Mr. 
Jetton says. “If any such safe is 
old and weak, we make it a point 
to attempt to sell a new model, 
otherwise we simply replace the 
lock, and make the necessary re- 
pairs. We consider outside calls 
of this type as ‘opportunity sales,’ 
since they constantly uncover new 
prospects with whom we have no 
other way to establish contact. 
Otherwise, our long-term service 
in this field brings in eighty per 
cent of total sales and repair 
volume. Insurance companies call 
us automatically, and are familiar 
with our charges for time, labor 
and parts, because we have been 
rendering service for more than 
18 years in the same building.” 

There are many phases of this 
novel specialty which add up to 
extra store profits, according to 
Mr. Jetton. One of them is lock- 
outs, which provide an almost- 
daily call for special service. Com- 
binations sometimes go bad on 
safes, and even on bank vault 
doors, which may require as much 
as eight hours to open. Another 
source of frequent calls is bank 
customers who lose keys to safety 
deposit boxes, necessitating a new 
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lock because of the danger of a 
finder using the lock key. 

There have been few extra ex- 
penses in connection with this 
business, and except for the safe 
expert’s salary, Mr. Jetton has 
operated the section at a remark- 






ably low price. The store hauls its 
own safes up to 2000 lbs, and has 
installations in all parts of the 
city which are continually creat- 
ing more new prospects. Some 
installations have run as high as 
$20,000, although the average sale 
involves concrete-and-steel com- 
bination models which are as- 
sembled and concrete poured “on 
the spot.” Regular store credit 
terms are used in all instances. 

A firm believer in newspaper 

advertising for any business, and 
particularly for so out-of-the-or- 
dinary a line as safes, Mr. Jetton 
uses regular monthly newspaper 
ads of liberal size to advertise this 
line. Advertisements point out 
that there is a burglary of a safe 
almost every night in the vicinity, 
and that the store is prepared to 
change combinations, open safes, 
and give expert service any time. 
During the past two years, Mr. 
Jetton has been concentrating the 
attention of specific retail trades 
upon the safe line by two-column 
6-in. advertisements which are run 
immediately following a robbery 
in that particular trade. 
_ Mr. Jetton writes all his own 
advertising copy, and thus man- 
ages to keep up a fresh “slant” 
which goes a long way toward fo- 
cusing public attention on this 
most unusual of hardware side- 
lines. 








Billboards Help Build Business for Maskill’s 





Most well surfaced highways in America get a great deal of automobile 
traffic these days, and this means that well placed billboards get consider- 
able attention from farm folks coming to town to buy. Maskill’s, Owosso, 
Mich., has several excellent billboards on local highways which are in- 
fluencing many patrons in that area. The billboards are large and well illus- 
trated and advertise both paints and appliances, in addition to stressing the 


hardware items carried by the store. 
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_ Employee Time Cards Give Check 
On Men, Work and Departments 


P. C. Gerhart & Son finds their use makes 
it possible to determine whether men and 
departments are functioning efficiently 


‘i use of employee 


time cards for each of the 10 em- 
ployees of P. C. Gerhart & Son, 
Algoma, Wis., helps the firm keep 
an accurate account of work per- 
formed. When the individual em- 
ployees punch the time clock each 
morning they are required to take 
another card with them. This 
card lists the six working days of 
the week, has space for the em- 
ployee’s name, and spaces for in- 
dicating the nature of the work, 
and the time spent for the store, 
shop, plumbing department, fur- 
nace work, roofing, electrical and 
other work. There is also space 
for the employee to indicate the 
name of the person or concern for 
whom work was done. 

“This system has worked very 
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ch employee 
7 clock. 


well for us,” says P. C. Gerhart. 
“It aids us in making an accurate 
check on the men and the time 
they spend on various jobs. It 
also makes them more conscien- 
tious about noting the exact time 
they spend on each job. There is 
no reason why the employee 
should not be made to keep such 
records, while he is on outside 
work. If he waits to record this 
information, later in the day or 
a few days later, his memory may 
be faulty and occasion trouble for 
someone. The system makes it 
unnecessary for the bookkeeper to 
check with the men as to the jobs 
on which they spent their time. 
Under our system these cards are 
turned in at the office weekly, and 
then we check as to where the men 
spent their time.” 

Mr. Gerhart also declares that 


Name W 
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wh 
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a study of these cards and the time 
spent on each job helps him to 
determine whether he is making 
the most effective use of his em- 
ployees, and as to what depart- 
ments are taking up most of the 
time of individuals. 

“Our employees are glad to use 
these cards,” he says. “They 
teach them to spend their time 
profitably, and that they should 
report time worked accurately so 
that our cost records can be com- 
plete. The conscientious worker 
can study the cards and decide for 
himself if he is doing the right 
amount of work.” 

Mr. Gerhart states that since he 
put this system into effect. about 
five years ago, his hookkeeping 
costs have been lowered and the 
efficiency of his employees has 
increased. 
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Hunting and fishing 
items are featured 
in this section of 
the sporting goods 
department. Mount- 
ed trophies of forest 
and stream are dis- 
played on the wall. 

















Bay City’s Sporting Goods 


\ HETHER it is hunt- 


ing. fishing, golf or any other 
outdoor sport that interests men, 
women and children in Bay City, 
Mich., the Bay City Hardware Co. 
caters to their needs through a 
special department opening off 
the company’s hardware store. 
This well equipped outdoors sec- 
tion is given display space in one 
of the store’s three windows 
frequently . during the various 
seasons. 

Sales of ski outfits ranging to 
as high as $150 are made at the 
store. F. H. Hover, president of 
the company, reports that many 


A mounted moose head over the 
arched doorway shows the way to 
the sporting goods department. 





women are buying outdoor sports 
clothing for skiing, hunting and 
fishing and, as in other sections, 
are going in more for outdoor 
sports. “As a general sport in 
many sections of the country, I 
think skiing has a great future,” 
declares Mr. Hover. “This is espe- 
cially true in Michigan. We find a 
greater demand for our ski line 
each year and we are giving it 
more advertising and display. 
Once a person gets interested in 
skiing he, or she, will often be- 
come interested in other sports as 
well.” 


Separate Section 


Located away from the general 
retail store, the sports section en- 
trance has a mounted moose head 
over the arched doorway above 
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the legend, “Sports Department.” 
Michigan is a sports-minded state 
and the Bay City area attracts 
many sportsmen. 


Attracts the Sportsmen 
This being the case, the de- 


partment’s salesmen are well qual- 
ified to discuss hunting, fishing 
and other sports. This fact helps 
attract plenty of trade to the de- 
partment. 

Outboard motors are also sold 
in this section, and the manage- 
ment expects an excellent future 
for this type of business. The 
store has a repair department 
which can handle motorboat _re- 
pairs. This has been an important 
factor in selling motors, for pur- 
chasers always like to know of a 

(Continued on page 102) 





Department a Year Round Unit 


Salesmen, who are also sportsmen, help the 
customers in making proper selections and 
turn many a visitor into a repeat patron 


u 


This window dis- 
play helped sell 
the hunting idea 
to all who saw it 
and brought many 
a customer in to 
the store. Decoys 
and marsh grass 
before a painted 
background furni- 











Here is the section 
under the balcony. 
Duck decoys and an 
outboard motor are 
shown in front and 
considerable space 
at the rear is de- 
voted to a showing 
of sports. clothes. 
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These two rows of centrally located tables display gifts out where 
the browsing customer can see them—and seeing often means buying. 


Repeat-Pull of Gift Department 


Results in Doubled Sales 


QO PEN display and 


plenty of good lighting have 
practically doubled the sales of 
gifts, glassware and novelty items 
at the Fairmont Electric & Hard- 
ware Co. of Fairmont, Minn. 
The shopper who comes into 
this store finds two excellent wall 
displays of gifts and similar items 
and in considerable depth, as well 
as two rows of center tables. The 
center tables are of the step-up 
type which permits the showing of 
considerable merchandise. Women 
love to come into this store and 
browse about looking at the vari- 
ous gift items that are displayed, 
according to store officials. 
Of course, the open display of 
(Continued on page 93) 
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Open displays, fine illumination 
and advertising do the job for 
Fairmont Electric & Hardware Co. 





Figurines, picture frames and other small items are featured 
attractively on glass shelving along one of the sidewalls. 
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South Africa Now Offers 
An Expanded Export Market 


The basic cost of items must be lowered, 


orders should not be accepted unless the 
deliveries will be prompt and, above all, 
there must be no “crashing” of the market 


By 


HAROLD J. GOODWIN, Ph.D. 
Director, 
Shamrock Sales Corp. (Pty) 


Ltd., 


Johannesburg, South Africa 


HE Union of South 


Africa, with its newly-evolved 
progressive immigration policy, is 
fast becoming one of the leading 
new world nations. No manufac- 
turer, aiming to satisfy his share- 
holders in the future, can afford 
to overlook this potential field of 
expansion. The advantages of the 
South African market, and _ its 
disadvantages, are outlined con- 
cisely. South Africans have a 
national characteristic, and a 
psychological outlook, different 
from that of any other nation in 
the world. 


The Consumers 


There are 3,000,000 white in- 
habitants and three times as many 
colored people. However, the 
colored people only consume 
about 10 per cent of what the 
white population does. Con- 
sumers include 35 multi-million- 
aires; at least 1000 people in the 
five-figure income group, about 
20,000 people who earn at least 
$4,000 a year while the balance of 
the white population earns $100 
a month or less. The natives 
earn an average of $24 a month 
or less. 
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The rich spare no expense to 
import what they cannot get for 
themselves in the Union. The 
middle class buys the luxuries 
available in the Union, while the 
working classes own very little of 
what they use. The latter class 
buys furniture, appliances, and 
sometimes even clothes on a “hire 
purchase” plan. There are few 
criminal “rackets” in the Union, 
because everybody knows every- 
body else and talks about any in- 
cident for the next 50 years. How- 
ever, the average citizen will not 
ostracize an ex-convict. Rather, 
he will assist such a person in re- 
habilitation. The idea is to trust 
a man, but do not give him a 
chance to do wrong. 

The psychological outlook of 


Oo Oo 0 


EDITORS’ NOTE: Mr. Goodwin 
is a well known economist and 
manufacturers’ representative 
in the Union of South Africa, 
and a director of the Shamrock 
Sales Corp. (Pty.) Ltd., of Johan- 
nesburg, Union of South Africa. 
He is at present in North Amer- 
ica investigating export trends 
and furthering his business in- 
terests. Generally speaking, 
the reactions outlined in this 
article also are applicable to 
Australia and New Zealand. 





















HAROLD J. GOODWIN 


the general public can be pictured 
in the marketing of two items. 
One with an advertised compet- 
itive advantage and having a 
two-year guarantee was marketed 
at a higher price than the other 
which had the same guarantee and 
a lower price but not the same ad- 
vantage. The public would not 
buy the lower-priced item in fear 
it was of inferior quality, and it 
would not buy the higher-priced 
item becausé it knew where a 
lower-priced one could be ob- 
tained. In this you have the 
South African consumer. 


The Dealers 


The retail dealer is usually a 
small operator, with $10,000 or 
less capital, although there are 
some big chain department stores. 
He formerly extended consider- 
able credit to his customers but 
can no longer do this, partly be- 
cause of short-sighted govern- 
ment legislation but mostly as the 
result of the fantastically high 
prices at the source of supply. 
The retail merchant is no longer 
getting his customary discount 
from the importer and has to dis- 
continue giving credit, because he 
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cannot do the same volume and 
type of business on a smaller 
margin of profit, although the 
price to the consumer has in- 
creased. 

The importer is a very harassed 
and severely hampered man. His 
profit margin has been cut in half 
by the government. Prices have 
gone up, overseas, and added to 
this is the easy money that two or 
three middlemen between the man- 
ufacturer and the importer are 
making. Only the larger importer 
is now able to _ economically 
survive. 


Buying Policy Changed 


The South African buying 
policy of importers was radically 
changed during the latter years of 
the war and still continues. South 
Africa is, at present, strictly a 
sellers market. Importers who 
formerly placed orders valued at 
$3,000 now place orders worth 
$30,000 for the same commod- 
ities. They do this in the hope 
that about $2,000 worth of the 
orders will be executed. They 
have come to respect the “take it 
or leave it” attitude of manufac- 
turers, but they do not have any 
confidence in promises of delivery. 
When the manufacturers decide 
to fulfil their commitments, and 
not take more orders than they 
can execute, they will automatic- 
ally regain the confidence of the 
South African importers and buy- 
ing policies will gradually swing 


back to pre-war standards of 
sound, staid, existence. 

The agent is a recognized and 
highly placed businessman, for 
the logical reason that it is not 
economical for the majority of 
foreign manufacturers to inaugu- 
rate and operate their own South 
African distribution program. 
The only time an agent goes on 
the wane, is when he undertakes 
to represent some export house. 
Some importers will not patronize 
general exporters (unless they 
have to) because most general ex- 
porters cannot guarantee ex- 
clusiveness or that the market will 
not be flooded through other gen- 
eral exporters. It is not unusual 
to find half a dozen agents all sell- 
ing the same item at different 
prices. Many times the manufac- 
turer is falsely satisfied by his 
export returns, through an export 
house. The general situation is 
either one person sells success- 
fully in South Africa, or two 
people don’t. 

The general exporter, or export 
“jobber” has all too often been 
found bv the South African im- 
porter to indulge in impressive 
letterheads, and big talk in his 
correspondence. Often his only 
asset is his initiative to gather 
agents in foreign countries. He 
usually insists on making 30 per 
cent or so for his troubles. This 
is not always so. of course. but it 
has happened al! too often for 
some imnorters to want to do busi- 
ness with the general exporters. 








“Plastics Not Substitutes But New Competitive 
Group of Materials” 


66 PLASTICS are not substitutes, 

but a new competitive group 
of materials with great color range. 
lightness and_ versatility,” Peter 
Muller-Munk Pittsburgh industrial 
designer, stated in a recent address 
to New York retailers. 

Mr. Muller-Munk urged retailers 
to think of plastics in terms of 
groups of materials intended for 
functional products. Good design in 
plastics involves a fourfold proper 
approach to: Form, for handling 
and operation; Construction for long 
life; Choice of materials, and Ap- 
pearance, to achieve eye-appeal. 

The designer was the principal 
speaker in the tenth of the retail ex- 
ecutive sessions sponsored by The 
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Society of the Plastics Industry and 
the School of Retailing at New York 
University. 

“Tf the retailer has complete 
knowledge of the requirements of 
his products he will easily find the 
plastics to fit them,” he said. He 
cited six examples of good product 
design in plastics: A lamp base and 
shade which was decorative, wash- 
able, colorfast: a non-flammable 
cooking utensil; a_ heat-resistant 
coffee-maker; decorative chime hous- 
ings; strong thermoplastic clothes- 
pins; and an iron handle with good 
electrical properties. He warned 
retailers against considering plas- 
tics as a final solution for price 
problems. 








In the United States, at present, 
there are not too many manufac- 
turers who are meeting with the 
wholehearted approval of the 
South African importer. The 
Canadian manufacturer is more 
generally favored. Some man- 
ufacturers in the United States are 
very wisely building factories in 
Canada to take care of their ex- 
port exclusively. 


The Solution 


The solution to the foregoing 
problems is that the. basic cost of 
items must be radically lowered, 
even perhaps uneconomically at 
first, in order that commodities 
may ultimately reach the con- 
sumer without unbalancing his 
budget and the national economy. 
Orders must be executed prompt- 
ly, and not accepted unless execu- 
tion date can be guaranteed. The 
commodities now on, and there- 
fore helping to stabilize the South 
African market, will remain. An 
attempt to “crash” the South 
African market later on will un- 
doubtedly fail. There is a bus- 
iness peculiarity in the South 
African importers; that of loyalty 
to the manufacturers who supplied 
them during shortages, even 
though such loyalty may some- 
times be uneconomical. 

I would urge manufacturers to 
inaugurate their own export de- 
partment, to take advantage of the 
present sellers’ market by rushing 
the execution of orders; or at 
least getting token shipments out; 
to appoint exclusive representa- 
tives in each foreign nation, and 
to do business with general ex- 
porters only on condition that the 
exporters do not sell in the 
countries where the manufacturer 
has his own exclusive representa- 
tive. The economy, saving, and 
turnover of such a policy would 
be unprecedented. It would not 
he inadvisable. perhaps, to con- 
sult one of the general exporters 
with a view to appointing his ex- 
port manager. As the South 
African nation expands, so will it 
become advisable to set up branch 
factories or assembly lines, but 
not yet. Now is the time for man- 
ufacturers to win the confidence 
of the buvers who will be some of 
the main contributors to their 
future existence. 
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Build Their Own Store and Then Make 
Complete Stock Turnover in 45 Days 





Eddie Walker, left, and Harry 
Daggett, owners of the D. & W. 


= DAGGETT 


and Eddie Walker of Sioux Falls, 
S. D., have proved that it can be 
done. Eddie Walker was back 
from the Army with money that 
he had saved to put into a new 
hardware store. Before going into 
the service he had been in the 
hardware business and his four- 
year dream had been of owning a 
store of his own. He and his 
partner had been unable to get a 
downtown lease so they purchased 
a 44 by 132 ft. lot on West 12th 
St., a main highway leading out 
of Sioux Falls, 144 miles from 
the business center. 


Built It Themselves 


With the exception of some 
glass fitting, and five days with a 
grader and truck, the two men did 
all excavating and concrete work, 
and completed their own build- 
ing, which is 30 by 30 ft. and 14 
ft. high and built to accommodate 


The gift department occupies one 
sidewall. A step-up base and glass 
shelves help show these gifts in 
a decidedly attractive manner. 


Owners of D. & W. Hardware-Electric Co. plan 
their work and then work their plan. Sales 
for store‘s opening day top the $1,000 mark 


a second story if and when needed. 

The street side of the main sales 
room is solid glass display win- 
dow type. Glass bricks flank the 
main entrance. Parking space for 
drive-in trade is available on two 
sides of the building. The lot and 
building complete cost $8,000. 
After three months of operation, 
the store’s stock inventories at 
$11,000. 

The front section of the store 
is used for the appliance depart- 
ment. Full plumbing and elec- 
trical connections allow for model 
working kitchen displays. 


The name of the new store is 
the D. & W. Hardware-Electric 
Co. In the rear, the owners have 
equipped a complete electrical re- 
pair shop and radio service de- 
partment. This is operated by one 
full time service man who handles 
appliance service as well. 


The Opening Day 


Opening day was announced 
with a three-column, 10 in. ad in 
the local paper and by 10 one- 
minute-spot announcements over 
the local radio station. The first 

(Continued on page 100) 





Snappy Repair Shop Colors 


Snap Up Efficiency and Morale 


Gloomy, monotonous shop atmosphere induces 


eye strain, fatigue and affects efficiency. 


Proper use of color not only corrects such 


conditions but improves morale, spurs pride 


By JAMES A. MEACHAM 


Manager of Industrial Sales, 
The Sherwin-Williams Co. 


; the important 


factors contributing to the effici- 
ency and morale of the personnel 
in store repair-shops is the phys- 
ical environment in which they 
work. Too frequently, when effi- 
ciency slumps, this most vital fac- 
tor in worker morale is over- 
looked. In many cases, the chief 





JAMES A. MEACHAM 





cause can be directly traced to the 
dingy and dark interior of the 
shop. 

No employee, regardless of 
skill, can produce his best work 
in an atmosphere which is gloomy 
and monotonous. Sooner or later, 
the shop surroundings are bound 
to affect his work. One of the 
earliest signs which tell on most 
employees is eye-strain. Late in 
the morning and an hour or so 
before quitting time, efficiency 
drops off markedly. Workers com- 
plain of being fatigued, rub their 
eyes and become careless and 
sloppy. Over a period of time, 
the housekeeping of the shop 
grows worse and, in some cases, 
accidents increase. 


Color the Remedy 
All of these unfavorable shop 


conditions can be remedied, to a 
large extent, through the proper 
use of color. Colorful and bright 
combination of colors have been 
widely used recently with out- 
standing success. Every item in 
the shop, from the ceilings to the 
floors — including workbenches, 
lockers, light fixtures, compres- 





sors, tool chests, gasoline pails 
and fire apparatus— have been 
treated in color to increase effici- 
ency, reduce eye strain, combat 
fatigue, improve safety and gener- 
ally increase morale. 


Glare Reduction 


Good use of color makes better 
seeing possible by reducing glare 
from wall and ceiling surfaces. 
Lighter colors on work benches, 
tool chests, etc., give better bal- 
ance between the brightness of the 
work and its surroundings, which 
is essential for sustained critical 
vision. Long study of the psycho- 
logical factors involved has dem- 
onstrated that when the brightness 
of the task is five times that of the 
surroundings, our ability to see is 
reduced to 77 per cent normal. 
Conversely, where the surround- 
ings are five times brighter than 
the task, vision is reduced to 44 
per cent. The optimum condition 
occurs when both the task and the 
surroundings are of equal bright: 
ness. 

Lighting authorities tell us that 
to avoid unpleasant glare, the 
brightest surface in the field of 


HARDWARE AGE 

















view— 
source 
the bi 
adjoir 
To att 
sirabl 
of the 
groun 
shall - 
light 1 
ing, t 
most 


za” 





(1) We 
(2) We 








pails 

been 
effici- 
ymbat 
ener- 








view—which is usually the light 
source itself—should not exceed 
the brightness of the darkest area 
adjoining by more than 10 to 1. 
To attain or even approach the de- 
sirable ratio between brightness 
of the light source and its back- 
ground requires that the ceiling 
shall have the maximum possible 
light reflection value. For the ceil- 
ing, therefore, white paint is the 
most satisfactory, as it reflects 





from 80 to 85 per cent of light 
that falls on it. 

From another angle white is the 
most efficient ceiling color for 
most shops, since with modern 
lighting equipment a substantial 
portion of the light first is reflected 
from the ceiling before reaching 
the work level below. 

When considering colors for 
walls and interior equipment, it 
must be first remembered that 


“All of these unfavorable 
shop conditions,” says the 
author, “can be remedied, 
to a large extent, through 
the proper use of color.” 


color has the ability to suggest 
either coolness or warmth. Greens, 
blues and grays tend to make a 
building seem actually cooler and 
in summer more comfortable than 
the temperature would indicate, 
while colors containing red, such 
as peach or buff give the impres- 
sion of warmth. 

The location of the shop may 
be the deciding factor in the color 
selection. Shops which are usually 








FIVE COLOR SCHEMES FOR STORE REPAIR SHOPS 





Characteristics 





Number Upper Wall Lower Wall Ceiling 
1 Buff Med. Blue White or Ivory 
2 Green Brown White or Ivory 
3 Ivory Brown White or Ivory 
4 Ivory Med. Blue White or Ivory 
5 Ivory Silver Gray White or Ivory 


Highly practical in not showing 
soil too readily (1) 


Used to advantage where work 
is arduous (2) 


Good illumination 


Provides considerable light for 
heavy work 


Most neutral, yet most useful 
and attractive 








(1) Workbenches and tools Silver Gray or Med. Blue 


(2) Workbenches Green 
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warm would be more pleasant with 
cool color combinations while 
shops in the northern areas where 
the weather gets excessively hot 
only on rare occasions might find 
better results with warm colors. 
Regardless of the color or com- 
bination of colors used, all will 
have some effect on the personnel. 
Strong colors, such as red and 
yellow, are definitely exciting and 
suggest action and exhilaration. 
At first thought they might appear 
ideal for a store repair shop, with 
a view of keeping employees at a 
constantly high pitch. However, 
stimulation through color, is not 
a net gain. Following the exhila- 
ration comes the letdown. As an 
all-day experience, the artificial 
atmosphere induced by bright and 
powerful colors becomes distaste- 
ful. These colors have a definite 
place in most every color plan for 
safety reasons, but they should be 
used sparingly. They can be used 
with excellent result on gasoline 
pails, moving objects, fire equip- 
ment, switchboxes, and areas 
where gasoline, oil and other in- 
flammables are stored. 


Let the Men Decide 


In the case of the average shop 
where only a limited number of 
workers are involved, the various 
plans considered may be placed 
before the group, and a vote taken 
to determine the best liked. In 
this manner a color arrangement 
satisfactory to all would be se- 
lected. This is highly important 
as it it is known that a person is 
apt to be distinctly uncomfortable 
in a building painted in a color 
he does not like and the aversion 
becomes greater, rather than less. 
as time goes on. ; 

On the walls from—the ceiling 
down to the wainscot, which is 
usually a foot below eye level— 
any color can be used providing 
the light reflection value is within 
the suggested range. The lower 
wall can have far less reflective 
value and, in most cases, the color 
should be selected with a view to 
eye comfort, all around appear- 
ance, as well as the practical con- 
sideration of hiding dirt. 

Because many colors provide 
the proper light reflection value 
within the suggested range, it is 
therefore possible to indulge in 
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individual preference practically 
without limit; as long as the 
brightness of the color selected is 
within proper limits. 


Color Harmony Plans 


Recently, the Sherwin-Williams 
Co. developed 17 basic color har- 
monies which meet all the require- 
ments for proper illumination, and 
are designed to give a wide range 
of color selection for all types of 
shop, plant and office repainting. 

Several of these color harmony 
plans could be used in most shops. 
As shown in the table on page 83, 
they are as follows: 

1. Upper wall buff, lower wall 
medium blue with white or ivory 
ceiling. This is a contrasting type 
of harmony featuring warm buff 
and cool blue. It is best used in 
a well lighted shop and is highly 
practical in not showing soil too 
readily. When used it is recom- 
mended that work benches, and 
tools be painted either silver gray 
or medium blue. 

2. Upper wall green, lower wall 
brown with a white or ivory ceil- 
ing. This color combination is 
well liked by men and is used to 
advantage where the work is of 
an arduous and rugged nature. 
Against the brown wall green 
workbenches are suggested. 

3. Upper wall ivory, lower wall 
brown with a white or ivory ceil- 
ing. Good illumination is practi- 
cally assured with this combina- 
tion. 

4. Upper wall ivory, lower wall 
medium blue with’a white or ivory 
ceiling. This is attractive for a 








shop where heavy operations are 
performed and considerable light 
reflection is needed from the upper 
walls. 

5. Ivory upper wall, silver gray 
lower wall and white or ivory ceil- 
ing. This is the most neutral of 
all the color harmonies and yet 
one of the most useful and attrac- 
tive. 

Experience shows that workers 
keep a shop cleaner when attrac- 
tive colors are used on work 
benches, walls and ceilings. The 
worker is proud of the improved 
appearance of his surroundings, 
and tries to keep it so. 


Three Essential Steps 


Experience proves there are 
three steps essential to do a first 
class color job in a shop. First, 
the shop must be streamlined. 
The equipment must be arranged 
in an orderly manner and miscel- 
laneous items such as _ lockers, 
switchboards and other obstruc- 
tions must be removed and put 
into separate rooms or buildings, 
if possible. 

The second step is to provide 
proper illumination. Just as you 
cannot make a good looking plant 
without streamlining the interior, 
you cannot make an efficient shop 
without proper lighting. Painting 
in the right colors is important to 
good light but no amount of paint- 
ing can overcome the handicap 
imposed by glaring lamps in the 
field of view, or insufficient light 
at working level. 

The third step is the selection 
of an appropriate color scheme. 





47 Per Cent of Vets Ask Jobless Aid 


f  paesegie csc for unemploy- 
; ment allowances have been 
made by almost half the veterans of 
World War II, according to figures 
of the Veterans Administration. 

The Administration estimates the 
veteran population of World War II 
was 13,748,000 as of the end of Sep- 
tember, and of these veterans, 6,076,- 
492, or 44 per cent, had filed claims 
for unemployment allowances. In 
addition, claims for self-employment 
allowances had been filed by 413,231 
veterans, or 3 per cent. 

While 47 per cent of all veterans 
had filed claims, the states and terri- 
tories show wide variation. In 
Puerto Rico 86 per cent of the vet- 


erans had filed claims, while the 
highest state was West Virginia with 
65 per cent, followed by Arkansas 
and Michigan, each with 62. 

The lowest percentage reported 
was Hawaii with 6 per cent, while 
Wyoming and Nevada each had 21 
per cent, and Nebraska had 25 per 
cent. 

While many veterans who for- 
merly received unemployment allow- 
ances have been dropped from the 
rolls, other veterans have received 
payments for many weeks. Veterans 
Administration reports that in mid- 
October 33 per cent of the veterans 
then on the rolls had been drawing 
compensation for 20 weeks or longer 
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In this fast-changing world, a man- 
ufacturer who expects to hold his 
position of leadership cannot stand 
stilland let progress pass him by. For 
the discovery and development of 
new and better ways of doing things 
soon may make his product look like 
an antique. 

Remington has pioneered in the 
development of new and improved 
sporting firearms and ammunition. 
It was Remington that introduced 
Kleanbore non-corrosive priming, 
the first breech loadingammunition, 
the first ammunition with brass 








cases, and many other ‘‘firsts.’’ Now 
Remington pioneers with the intro- 
duction of Remington Express long 
range shotshells with the New Rem- 
ington Flat Top Crimp, representing 
the foremost advance in shotshell 
performance since the introduction 
of choke boring. 

Theannouncement of this new Rem- 
ington product will win attention 
and recognition by theshooting pub- 
lic. Shooters and dealers alike have 
come to know ‘‘If It’s Remington— 
It’s Right!’’ 











NO MORE BLOWN PATTERNS - | 


: eee . ae 





BRIDGEPORT, 
CONN., Jan. 2, 
1947. With the aid of spark photo- 
graphs of shot charges in midair, 
Remington physicists provide conclu- 
sive proof that the New Remington Flat 
Top Crimp completely eliminates the 
blown patterns that are common to 
about 5 to 8 out of every 100 shots fired 
with ordinary shells. 

The photo on the left shows what 
happens when the top wad of an ordi- 
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nary shell gets in 
the way of the shot 
charge (see arrow). Result is a blown 
pattern (circle). Unevenly distributed 
pellets may allow game to escape. 

But with the New Remington Flat 


Top Crimp (above) the shot charge trav- 


els free and unobstructed because there 
is no top wad to get in the way. In the 
resultant pattern (circle) pellets are 
evenly distributed. There are no holes— 


no thin areas for game to slip through. | 





NEW FLAT TOP CRIMP 
MEANS BIGGER SHELL SALES 
FOR REMINGTON DEALERS 


BRIDGEPORT, CONN. Jan. 2, 1947. 


| Dealers who handle Remington Express 


shells with the New Remington Flat Top 
Crimp have one of the most potent sales 
features of any shell made today. These 
loads—unobstructed by top wads—assure 
maximumeffectivenessof shot patterns in 
all modern shotguns whether full choke, 
modified, or open bored. Hunters will be 
quick to recognize the advantages, and 
dealers are urged to take full advantage 
of the New Remington Flat Top Crimp 
sales feature by explaining the working 
details to hunters. 


DETAILS OF 
NEW FLAT TOP CRIMP 


<— MOUTH OF SHELL 
is tucked in with special crimp- 
ing tool and ironed down. 





NO TOP WAD —> 
to interfere with column of shot. 





<< NEW CRIMP ““WETPROOFED”’ 
with special seal. 





SEAL ADHERES TO SHELL—> 
on firing. Nothing to obstruct 
the shot charge. 





In addition, all Remington shells have improved 
Wetproofing, corrugated bodies, progressive 
burning powder and Kleanbore priming which does 
not cause rust and corrosion in the gun barrel. The 
new Remington Express shell...in the distinctive red 
and green box ... is one of the fastest-moving 
items in the Remington line of ammunition. 





Express, Kleanbore and Wetproof are Reg. U.S. Pat. 
Off. by Remington Arms Company, Inc. 
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Poultry Supplies, Floor Wax and 
Tools for Early February Windows 





POULTRY RAISERS 


SUPPLIES 


BABY CHICKS 
OF ALL TYPES 


POULTRY 
SUPPLY 
WINDOW 


MERCHANDISE: 
Coal and electric 
brooders, stove pipe. 
poultry fence, poul- 
try neeting, roofing. 
glass substitute, 
water fountains, 
feeders, poultry 
feeds, baby chicks, 
thermostat wafers, 
brooder thermo- 
meters. 


BACKGROUND: 


Center panel of 
bright yellow corru- 
gated board or 
painted wallboard. 
Side panels of dark 
brown material. Cut- 
out letters of dark 
brown material. 


HARDWARE AGE Original Window Display IDEAS 


FLOOR WAX 
WINDOW 


MERCHANDISE: 
Paste, liquid and no- 
rub floor wax. Floor 
polishers, and floor 
cleaners. 


TOOL 
WINDOW 


MERCHANDISE: 
Cross-cut saws, one- 
man saws, buck 
saws, hand axes, 
single-bit and dou- 
ble-bit axes, sharp- 
ening stones, sledges, 
chain saws, splitting 
wedges. 


BACKGROUND: 


Center panels of 
bright yellow corru- 
gated material or 
Painted wallboard. 
Side strips of dark 
brown material. Cut- 
out letters of dark 
brown material. 
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We of Cleveland Chain—at this New Year 
Season—wish to express our sincere thanks 
for your friendship and patronage in ’46. 


Throughout the coming year we will again 
attempt to serve you to the best of our abilities 
. .. to furnish you and your customers with 
steadily increasing quantities of Cleveland 
Chain products. 


Also, in ’47 we will continue our national 
*advertising and merchandising program. 
This will be designed for the one purpose of 
“helping you sell” . . . to increase your profits 
on Cleveland Chain. 


Vice Pres.,Charge of Sales 


*Throughout ’47 your customers will 
see Cleveland “‘sales-making” ads in 
leading publications. And — watch 
this space each issue for latest chain 
news. 





™ CLEVELAND CHAIN « wrs.<o 


CLEVELAND 5, OHIO 


Associate Companies: David Round & Son, Cleveland 5, Ohio e The Bridgeport 
Chain & Mfg. Co., Bridgeport 1, Conn. @ Seattle Chain & Mfg. Co., Seattle 8, 
Wash, e@ Round California Chain Corp. Ltd., So. San Francisco and Los 
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Angeles 54, California. 


Since 





lity Welded and Weldless Chain For Every Purpose 




















HE first of the year is a good 

“clean-up” time in the hard- 

ware store. “Clean-up” is 
used here to refer to the job of 
physically cleaning the store and 
merchandise, as well as cleaning- 
up the inventory and disposing 
of various types of merchandise. 
Both jobs are big ones and will 
require careful planning if they 
are to be done completely and suc- 
cessfully. 


They Move Merchandise 


“Clean-up” sales are not quite 
as prevalent in the hardware field 
as in other retail businesses. How- 
ever, those hardware men who 
have embarked on a program of 
this type have found it useful in 
stimulating business during a pe- 
riod when it is usually very slow. 
In addition, they have found that 
much merchandise can be moved 
into consumers’ hands if priced, 
advertised and promoted in the 
right manner. 


Plan Carefully 


The “clean-up” sale or after in- 
ventory sale must be carefully 
planned. A certain amount of at- 
mosphere must be created for the 
event and it is well to use banners 
and posters in the store and win- 
dows. This tells the customers that 
something different is going on. 
The new atmosphere will quicken 
their interest and stimulate their 
shopping desires. The merchan- 
dise must be priced right. This is 
very important. Customers must 
be aware of the genuine bargains 
scattered through the sale offering 
if they are going to buy. In other 
words, the customer must be able 
to see where he is going to save 
money if he is to dig deeper after 
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Clean-Up Time 


the Christmas holiday spending 
spree. 

Those stores which operate on 
a physical period ending January 
31 have the entire first month of 
the year to clean out undesirable 
stock, and to rearrange merchan- 
dise for the inventory taking job. 
This has several decided advan- 
tages. 

The First Step 

Cleaning up the store, from a 
physical standpoint, can be start- 
ed at almost any place. Some deal- 
ers find that rearranging the first 
floor and moving holiday stock to 
storage places is the first step. 
This permits a general cleaning of 
the stock. Then, when this is fin- 


ished, a more complete and care- 
ful cleaning job can be planned. 

After the first floor stock is 
moved to its proper place, re- 
arrangement of stock in the ware- 
houses can be started. This stock 
can be cleaned as it is rearranged. 
Do some counting for the inven- 
tory as you go if this job is still 
to be done. It will save a lot of 
time later. Stock should be con- 
solidated as much as_ possible, 
shipping cartons eliminated where 
feasible, and merchandise in like 
departments placed as near to- 
gether as it is possible. This will 
be a big advantage when you de- 
partmentalize the inventory if this 
is required. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor; 
and 20 very poor. The correct answers to these questions will 


be found on’page 154. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—The Board of Governors of the Federal Reserve System 
recently revised Regulation “W” on consumer credit and estab- 
lished a uniform maturity for all new installment credits. Do 
you know the maximum number of months over which pay- 


ments can be spread? 


2—What is the down payment requirement under the revised 


7399 


Regulation “W 


3—List items sold in the hardware store still under control of 


Regulation “W”? 


4—A bonus of $1,000 is to be divided among five employees 
on the basis of their weekly salaries. Their salaries are (a) 


$40; (b) $50; (c) $35; (d) $30; (e) $45. Figure the amount 


of the bonus for each. 


5—Figure margin on sales of labor from the following: Time 
is sold at $2 per hour. Men are paid $1.50 per hour. 


(Answers on page 154) 
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“AMERICAN BRAND” CORDAGE 


A Complete Line for Jobs Big and Small 





“AMERICAN BRAND” Marine 
Cordage is made in a full range of 
sizes and to the specific requirements 
of the particular job. Ample margin 
of wear-quality and strength assures 
consistent dependability and economy 
of service. 


“AMERICAN BRAND” Fishermans 
Cordage includes every type, size and 
construction. Manufacture of a full 
line by one source, results in uniform 
quality standards. Fishermen can al- 


a ways count on profitable service from 


ae 


we i — \\ 2 Ss 
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“AMERICAN BRAND” Cordage. 


“AMERICAN BRAND” Agricultural 
Cordage is made to withstand the heat, 
moisture and abrasion common to 
farm and ranch uses. “AMERICAN 
BRAND” Hay Rope, general purpose 
rope and Vegetable Twines are made 
of the very best available materials 
and to the one standard of top quality. 


“AMERICAN BRAND” Industrial 
Cordage covers an enormous variety 
from Drilling Cables, Transmission 
Rope and Slings to Tying Twines. In 
addition there is Plumbers Oakum and 
Jute Packing for caulking sewers, 
water conduits and gas mains. In every 
form, “AMERICAN BRAND” is a 
reliable guide to first grade cordage. 


5 
\\ The range of American Manufacturing Company's cordage products is repre- 


sented by the above pictured 1200-foot coil of 12-inch circumference ‘‘AMERI- 


af ih CAN BRAND” Pure Manila Rope weighing two-and-a-half tons and the ball 


IN "i of Tying Twine weighing only 8-ounces. 


“AMERICAN BRAND”’ Rope, 


\Y a F Twine, Packing and Oakum are sold through a nation-wide network of 


distributors. 


AMERICAN MANUFACTURING COMPANY, 


Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - 
Soles Offices: DLALTIMORE © BOSTON * CHICAGO 


BROOKLYN 22, N. Y. 


DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
NEW ORLEANS * PHILADELPHIA 
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Repairing the Old Ones Develops Leads 


For a Market for New Appliances 


“| 
HAVE started a 


separate appliance repair depart- 
ment as the most practical means 
of developing leads for a market 
for new appliances,” says E. J. 
Creissen, who operates both the 
Creissen Hardware Co., St. Louis, 
Mo., and the Creissen Appliance 
Corp., in the same city. Mr. 
Creissen has sold washing ma- 
chines and refrigerators through 
his Park Ave. hardware store 
since 1932. In 1941 he purchased 
a washing machine showroom and 
parts department on Grand Ave. 
in central St. Louis. To provide 
the right kind of repair service, 
rather than ‘depend on other 
sources, he opened his own re- 
pair shop during the latter part 
of 1941. 

Because prompt service is the 
keynote of repair business, the 
Creissen repair shop has a dead- 
line of three days for washing 


Free inspections and repair estimates and 
three-day deadlines on washers build good 
will and future business for E. J. Creissen 


machine repairs—thus making it 
unnecessary for an owner to miss 
a regular wash day. One of the 
firm’s two repair shop trucks 
promptly picks up machines— 
washers and other types of appli- 
ances—for a checkup. Following 
inspection the owner is called by 
telephone and given an estimate 
as to the cost of the needed re- 
pairs and the time required to 
make them—at no cost of any 
kind to him. This system has 
proven very satisfactory since re- 
pair service customers know in 
advance what to expect in the way 
of charges. If the job is turned 
down, lack of obligation or ex- 
pense helps build good will any- 
how. 

Work, in the repair shop, is 
handled much as it is in a large 


auto repair shop, with six full- 
time mechanics being responsible 
for meeting the three-day service 
promise. Time required on indi- 
vidual repair jobs, labor and costs 
of parts are recerded on sales 
checks which are returned with 
overhauled or repaired machines. 
Of the six mechanics, three are 
factory-trained men, the others 
ex-service men who are taking 
“on-the-job training.” The former 
G. I.’s receive a thorough course 
of training, right in the shop as 
well as trouble shooting on the 
repair trucks. Rebuilding and 
overhauling work is all handled 
at the shop, where appliances are 
thoroughly checked prior to their 
return to the customer. Minor 
adjustments and belt replacement 
are handled right at the cus- 





Six men work in this repair shop. Three of them are factory trained 
while the others are ex-servicemen who are taking “on-the-job” training. 
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When we can make the De Luxe again 


—Women will say: 





I'VE 
WAITED 








Wr TIN SO SCARCE, we don’t know 
how soon we can fill your Jobber’s 
orders for the DeLuxe Wash Boiler. 

But just as soon as this fast-selling, 
pre-war favorite is available again, 
you'll want to stock it... for this 
well-made, well-known, guaranteed 
boiler is the kind women have been 
waiting for a long, long time. And 
the wise woman buyer isn’t going 
to accept any substitutes when she 
knows she will be able to get this 
top-quality boiler by waiting just a 
little longer. 

Just as soon as we can get the ma- 
terials to make them, DeLuxe Wash 
Boilers will start flowing out of our 


JANUARY 2, 1947 


THATS wwe 
WASH BOILER 


S MEANY METALWgp? 
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factory as they did in the days before 
the war. And when that time comes, 
your cash register is going to start 


jingling a merry tune... for there’s 
a big pent-up demand that’s going to 
make the DeLuxe Wash Boiler one 


of your fastest-selling, most profit- 
able items. 
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Red Brand is the 
only fence with an 
easily recognized 
trademark. Its red 
top-wire is a sym- 
bol of quality that 
farmers have 
known and trusted 
for many years. 


Farmers’ confidence in Red Brand reflects to the 
dealers who handle it. Red Brand adds selling pres- 
tige to your store . . . brings in more good customers 
who are top prospects for your other products. 


Yes, you are ahead three ways with Red Brand: 
1. You sell more fence. 


2. You add selling prestige to your store. 


3. You attract more top-ranking 
customers for your other 
products. 







KEYSTONE STEEL & WIRE CO. 


PEORIA 7, ILLINOIS 
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tomer’s home. At the present 
time, the shop is handling about 
125 repair jobs a week. Parts for 
service calls on new machines sold 
by Creissen’s are obtained through 
the parts department of the ap- 
pliance store which is run as a 
separate unit. 

Orders for new washing ma- 


- chines are taken with a $25 down 


payment. If an order is taken 
for a new machine from a person 
owning an old washer, Creissen’s, 
for a small charge, will put the 
old unit in running order. This 
serves the two-fold purpose of 
keeping customers happy until the 
new machine can be delivered, and 
of assuring the firm that the old 
machine will be in better condi- 
tion when accepted as a trade-in. 


Trade-in Policy 


Washing machines accepted on 
a trade-in basis are available to 
customers who do not have a 
washer, until their new machine 
can be delivered. Machines sold 
customers, who are waiting for 
new units, are sold with the as- 
surance that the trade-in value 
will be the price paid minus $3 
for each month it is used prior to 
delivery of the new machine. This 
plan has the advantage of a rental 
system with constant income from 
used machines and with Creissen’s 
being assured of not getting the 
used machine back unless a new 
one is purchased. 


Financing 

Prior to the middle of last 
August, Creissen’s financed its 
own paper. Now—to avoid book- 
keeping and expenses incident to 
such operation—both the hard- 
ware and appliance stores repair 
and sell machines on a cash basis. 
Those desiring to purchase on a 
time payment plan handle financ- 
ing transactions through a local 
finance company. 
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HARDWARE AGE 








R 
De 
I 
(¢ 


such o 
ware, | 
deal o 
times 4 
store is 
the me: 
This ac 
of the 
In 
Fairme 
store |] 
townsp 
and th 
riety o 
to both 
store t 
partme 
of stoc 
Som 
the cer 
partitic 
the wal 
which, 
lightin; 
ting fc 
display 


A 

The 
laid ot 
the bre 
easy a 
well as 
custom 
chandi: 
angles. 
makes 
“Our 
proved 
farm | 
more, . 
nitely | 
in our | 
Womer 
partme 
tractive 
what w 
Gift 
conside 
time tc 
street ¢ 
clusive! 
front e 
over t 
and ot 
vertisin 
and all: 
bring +" 
tion of 


JANU:/ 
























oe Repeat Pull of Gift 
Po ra Department Results 
es sold In Doubled Sales 
- ough (Continued from page 78) 
ap- 
1 as ‘A such objects as figurines, glass- 
ware, pottery, etc., entails a great 

g ma- deal of careful cleaning several 
; down times a week, but the staff in this 

taken store is well trained and it keeps 
person the merchandise clean at all times. 
issen’s, This adds much to the appearance 
ut the of the department. 

This In a community the size of 
se of Fairmont, 7000 population, a 
til the store has two types of patrons, 
d, and townspeople and rural customers, 
he old and the store carries a wide va- 
condi- riety of gift stock which appeals 
sde-in. to both classes. And the fact that 

store traffic is heavy in those de- 
partments shows that the choice 
lh ia of stock is right. 


ble to Some of the display tables at 
the center of the store have glass 
partition shelves, while many of 
the wall areas have glass shelving 
s sold . : i 
which, together with indirect 


ave a 
chine 


g for lighting, helps provide a fine set- 
ol el ting for merchandise artistically 
value : ° 
1s $3 displayed. 
ior to Attracts the Browsers 
This . & The entire gift department. is 
rental laid out to catch the interest of 
from the browsing customer. There is 
ssen’s easy access to wall shelving as 
g the well as to the center tables. The 
. new customer has a view of all the mer- 
chandise and from many different 
angles. Naturally, such a display 
makes for added sales. 
last “Our gift department has 
1 it proved popular with both city and 
book- farm women,” says A. E. Fill- 
en more, Jr., secretary, “and it defi- 
laciidh. nitely has a very prominent place 
epair in our future merchandising plans. 
‘ea Women demand that such a de- 
7 aga partment be kept clean and at- 
tractive at all times and that is 
— what we try to do.” 
local Gift and allied items are given 
considerable window display from 
time to time. The firm has two 
eo street entrances. One is used ex- 
~igiees clusively for farm items, while the 
front entrance witidows are given 
over to showing of gifts, paints 
and other lines. Newspaper ad- 
vertising is also employed on gift 
and allied items and does much to 
bring-various items to the atten- 
—— tion of the trade. 
JANUARY 2, 1947 












































































Turn your attention to TRIPLEX if 
you want that extra plus value in 
Cap Screws and other Threaded 
Fasteners famous for toughness. 
New, complete and fully illus- 
trated catalog now ready. Write 
for your copy. We are sure you 


will like it. 


THE TRIPLEX SCREW CO. 


5317 GRANT AVE. - CLEVELAND 5, OHIO 


» THREADED 
Mm FASTENERS 


BOLTS, NUTS AND RIVETS 
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Stage Hit Used for Effective Promotion 
By Oklahoma Hardware Store 


Pettee’‘s windows and advertisements used 
to tie in with local showing of “Oklahoma” 


| ae local 
events often offer a splendid op- 
portunity for hardware stores to 
“tie-in” their promotions on such 
occasions with excellent results. 
When the road unit of the musical 
hit “Oklahoma” was billed to play 
in Oklahoma City, Okla., the hard- 
ware firm of W. J. Pettee & Co., 


_. SOLO 
The Snsey ici i 
i | 





which now operates eight hard- 
ware stores in that city, and has 
two additional stores underway 
decided that the event would be a 
“natural” for its organization. 


How It Was Done 


Interest in the show was stim- 
ulated by Governor Robert Kerr, 
and Edgar Bell of the Oklahoma 


*e 


Publishing Co. During the week 
the show played in the city there 
was much celebration, with nu- 
merous parties. Lynn Riggs, 
author of the play “Green Grow 
the Lilacs” on which the hit 
“Oklahoma” was based, was a 
guest of the city as were Rodgers 
and Hammerstein who wrote the 
musical score. Hundreds of 


v7] 


“firs 5 


This and the illustration at the top of the page show the way Pettee’s 
window displays tied in with “Oklahoma” when it visited Oklahoma City. 


HARDWARE AGE 








A ROD 


Profits from th 
the initial $4 
optional lengtt 
purpose. Ma 
skill, will find 
tips, offers the: 
for casting any 
at $13.50 ead 


JANUARY 












































A ROD FOR EVERY PURPOSE 


Profits from the Hurd Super-Caster need not stop with 
the initial $45.00 sale. Interchangeable rods of 
optional length and flexibility are available for every 
purpose. Master anglers who take pride in their 
skill, will find that the Hurd Super-Caster, with optional 
tips, offers them the ideal combination of rod and reel 
for casting any type of bait or lure. Extra rods retail 
at $13.50 each. 
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SUPER-CASTER® BUILT-IN REEL 


WITH INTERCHANGEABLE RODS 


Here is one of the fastest-selling, highest “profit-potential” fishing 
tackle items ever offered in the sporting goods,world. Its stream- 
lined, functional design appeals on sight. Its high quality insures 


lasting satisfaction to all fishermen who want the finest. 


Although introduced only last spring, scores of thousands have 
already been sold over hardware and sporting goods counters 
at a substantial “profit-allowance” base, retail price of $45.00. 


And the demand is growing. 


Christmas buying has generally left dealers’ shelves bare of the 
Hurd Super-Caster. Therefore, the replacement demand will 
likely exceed our immediate ability to produce. If you have not 
already arranged with your local jobber to supply your needs 
for the coming spring season, we urge you to place your order now. 


1947 is sure to be another big year! 


Patent D145625. Other Patents Pending. The right to make specification changes is reserved, without obligation 








The new Great Neck Super 
Keyhole Kut-Up is a work aid needed 


by everyone from master mechanics 


to housewives! Why? Because it 
smoothly, sturdily cuts all metals, 


plastics, woods. Perfect for hard-to-get-at 


jobs! You'll see why we call this 
line ‘Super.” 








NO. 90 

SUPER 
KEYHOLE 
KUT-UP 
DISPLAY 


COLORFUL IN ORANGE & BLACK 


VY, doz. per card 
No. 95 Super Keyhole Kut-Up —1 doz. per box 


(Refill blades, No. 99, can be bought separately. 


Packed 1 doz. to attractive metal-edge box.) 


Good looking aluminum 
handles, comfortable pistol 
grip. Compass saw pattern blades 
— flexible TUNGSTEN steel. A sturdy 


tool overall, 


“SEE YOUR 
JOBBER 











GREAT NECK 


SAW MANUFACTURERS, INC. 
MINEOLA, N. Y. 
























47 DRESSES 
TO BE 


CLEARED 


Fall Dresses in One or 
Two Pieces 
Wool and Corduroy 


2-pe. Check Rayon G Wool were 1095 Now 7.30 
2-pc Pastel Check Combination 
were 1260 Now 8.40 


were 17.95 N&w }1.96 








people from all over the state 
were attracted to the show and a 
packed house greeted every per- 
formance. 

Pettee’s promotion made use of 
the title of one of the show’s 
feature song numbers, “The Sur- 
rey With the Fringe on Top,” to 











viommmunn | BEI—As Old as 1946 
57 PROGR SS'VE 


ag ae Se 


iT MARDWARE STORES 


‘OKLA HOMA” COMES HOME! | 


In 1889 PETTEE’S SOLD LOTS OF “SURREYS WITH THE FRINGE ON 
TOP * TODAY PETTEE’S EIGHT STORES SELL HUNDREDS OF ITEMS. in- 
cluding BABY CLOTHES. BRASSIERES and GIRDLES in place of SURREYS. 
SUCH !S PROGRESS IN 57 YEARS OF AN HONORABLE BUSINESS 
CAREER FROM APRIL 22, 1889 


VEARS 





THE OVERLAND 
fitted Case 
by 
MARIE EARLE 
Final word in overnight handbags 
Luxuriously fitted with essential 
Marie Earle make-up items 
Brown or Black Pigskin 


FBG00 0 resus x 





COSMETICS—S, 


LOR, CENTER 


CHOOSE YOUR GIFTS FROM THE 
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_Here’s a part of one of the firm’s ads again featuring the tie-in. 


tie-in their newspaper advertise- 
ments and window displays with 
the event in a very effective man- 
ner, as shown by the accompany- 
ing illustrations. The window 
displays shown are those of the 
firm’s main store which was es- 


tablished on April 22, 1889. 





tomer. The chances are that she 
will never forget this simple bit of 
showmanship. , 

Kindred lines are expected to 
provide a potent within-the-store 
list of prospects. “Housewives 
come to us for everything which 
goes into their kitchen, or which 
has to do with home operation,” 
Mr. Marion says. One of the 
most powerful arguments he has 





| 





developed against price-cutting 
and such possible elements in the 
field, is a complete service and 
overhaul shop set up by the store. 
This, equipped to do everything 
from replacing a burned out ele- 
ment in an electric iron to com- 
plete overhauling and refinishing 
of refrigerators, will soon be com- 
pleted. Expert mechanics, like- 
wise ex-servicemen, will be em- 
ployed in the shop, to have such 
modern electrical equipment as a 





Major Appliance Department Designed 


To Meet Problems in Advance 
(Continued from page 68) 


lathe, paint-spray booth, and a 
complete stock of parts. 

“If the customer knows that we 
can back up the appliance we sell 
with plenty of quickly-available 
service, she is bound to be 
swayed,” Mr. Marion says. “This 
shop will also mean a great deal 
in connection with trade-ins. We 
won’t cross that bridge until we 
come to it, but we recognize trade- 
ins as a necessary evil of appliance 
merchandising. If we can efh- 
ciently overhaul and recondition 
every refrigerator for resale and 
break even on the transaction, we 
will be more than satisfied.” 

The store will deliver no mer- 
chandise whatsoever from the new 
appliance annex. Instead, the en- 
tire home appliance stock will be 
maintained in a warehouse near- 
by. delivering all appliances in 
their original crates. 
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Modernization Created 
A Gift Shop—Customers 
Did the Rest 


(Continued from page 72) 


entire front, a smart, modern mer- 
chandising appearance. 

Inside, the main hardware 
salesroom, the harness room, and 
the gift shop and “Toyland” are 
painted a sunny white and are 
brilliantly illuminated by fluores- 
cent lights, automatically con- 
trolled by a time switch. At night 
one sees throngs of theatre goers, 
window shopping and admiring 
the attractively displayed articles 
dearly visible in the brightly 
lighted stores. Extra sales daily 
reflect the profit in modern light- 


The main hardware room is 
s by 75 ft., and all convenient 
wall space has shelves arranged 
for merchandise display. At the 
fropt on the right are glass cab- 
inet drawer displays which enable 
the customer and sales force to 
see at a glance, what size hinge, 
srew or bolt is inside. 


Easy Circulation 

On the sales floor itself, are 
modern display tables, so arranged 
as to allow plenty room for un- 
impeded customer circulation. A 
large, open center floor space dis- 
plays heaters and other appli- 
ances. Dishes, kitchen utensils, 
cleansing items, and other mer- 
chandise are arranged in unitized 
order so as to catch and hold the 
customers’ attention. 

Paints and varnishes are shown 
along the back wall and here, too, 
is the seed department. “In the 
spring,” says Mr. McDonald, “we 
will move some of the hardware 
to the back of the store, and place 
large displays of seeds of all kinds, 
prominently up front.” Opening 
off the left at the back is a separate 
room where harness, saws, and 
tools, are displayed. 

Mr. McDonald started his hard- 
ware business in 1927 in Pontotoc 
which is a county seat of 2,500, 
located in a cotton and dairy 
farming section, from which the 
store draws much of its trade. 
However, it also has to compete 
with Tupelo, a TVA city of 15,000 
population, only 16 miles away on 
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ELECTRIC SOLDERING 
IRONS 


BLOTORCHES 





SOLDER 


Experienced dealers 


know there is only 
one way to make the 
most profit out of 28 
years’ preference for 
















Lenk quality —sell all three. built into every item. The me- 


The big reason for the popular- chanic who has used any Lenk 


ity of Lenk Soldering Equipment 
is the uniform quality that’s 


Product is a ready customer for 
the rest of the line. The mis- 
sionary work has already been 
done. Get the full benefit from 
this rapidly accumulating tide 





of preference — sell all three! 


x*«n 
MFG. COMPANY 





DEPT. B, NEWTON LOWER FALLS 62, MASS. 








* | Manufacturers of Soldering Equipment Since 1919 
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The Only Complete 
Text Book on 


BUILDERS 
HARDWARE 


Excellent as a G-! 
Job Training Manual 


Published by WAROWARE AGE- 








This 220 page, fully illustrated book is 
the only up-to-date and complete volume 
ever published on all phases of this im- 
portant and profitable basic hardware line. 

The deluxe cloth-bound edition, origi- 
nally priced at $3 per copy has recently 
been reduced to only $1.50 per copy, and 
a new cardboard-bound edition is now 
available at only $1 per copy. 


Prepare to 
Capitalize on 
The Huge Post-War 
Building Boom! 


Order your copy now! 


SS SS SS SBS SSS SSS SSS 28282 @ 


MAIL THIS COUPON TODAY : 
Hardware Age, 100 E. 42nd St., N. Y. 17, ’ 
N. Y. Send: rn 
se ep bons rd ve of “Taking the a 

| Out Of Bullders' Hardware" ! 
on per copy In the U. ‘ _ 
and Foreign Countries—$2 
oe Curdhseed- boyed coples om “Taki 
we van Out Of say 4 ae a : 
ware co} - 3 
(Gonads =e Nocten ¥. ountrles-—$1.50). 


WU 53a we Sieiciomce teal eee 
We Pay Postage If Payment Is Enclosed 




















a hard-surfaced road, as well as 
several other sizeable surrounding 
small towns and Memphis, Tenn., 
80 miles distant. And in Pontotoc 
itself, there are two other large 
hardware stores and several stores 
selling electric appliances and 
hardware. 

When the Pontotoc Hardware 
Co. first opened its doors, the lo- 
cation was on a side street away 
from the main business thorough- 
fare. In spite of this, the store 


McDonald’s business philosophy 
has been quality merchandise and 
courteous service from which cus- 
tomer confidence stems. By ad- 
hering to those principles he was 
able to take advantage of obtain- 
ing the present, more favorable 
location for the modern Pontotoc 
Hardware Co. The former prem- 
ises have been retained for heavy 
hardware lines and for use as a 
stockroom. 


Builders Hardware Quiz 


HIS quiz, which is taken from Adon H. Brownell’s book, “Taking the 

Mystery Out of Builders’ Hardware,” should do much to enliven your 
knowledge of builders’ hardware which may have been somewhat dormant 
during the war years. If you want to get the greatest amount of benefit out of 
it try to answer the questions without referring to the answers. Then check 
up with the answers and see how much you have remembered. 


CHAPTER 31—INTERMEDIATE COURSE 
Barn Hardware 

1. When figuring sliding door track how much track will be needed for 
the job? 

2. What are the first two things you must know in order to furnish sliding 
door hardware? 
. State the generally accepted rule for spacing brackets for track. 
. What is the difference between center and end brackets? 
. Give an important rule for figuring brackets. 
. Name two popular types of door hanger bearings. 
. Name three business building items for cow barns. 
. What four other items in addition to the three items in No. 7 are needed 
in horse barns? 

9. How can you keep sliding doors in place at bottom? 


SONA S&S & 


CHAPTER 32—INTERMEDIATE Course 
Summary of Intermediate Course 

1. What percentage of the total cost of a residence should be allowed for 
the finish hardware? 
. How many sizes of mortises are required for all sizes of sash balances? 
. Give the number of sash chain sizes made. 
. Name three different types of cast iron sash weights. 
. Give the diameter of No. 8 sash cord. 
. What is the length of an 8d nail? 
. What is the weight per square foot of a yellow pine 214-in. door? 
. How many square feet in a square yard? 
What is the size in inches of a cubit? 


SID Om & DD 
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CuaptTer 33—ApDvANCE Course 
Introductory Chapter and Discount Figuring 
1. What two new helps not found in previous chapters, are presented in 
the chapters of the Advanced Course? 
2. Name the eight chapters in the Advanced Course covering subject mat- 
ter common to all types of buildings. 
3. What six distinctly different types of buildings covered in the Advanced 
Course require hardware especially adapted for each type? 
4. Which three chapters of the Advanced Course were largely written by 
other than the author of the series and why was their plan followed? 
5. Are there reliable short cuts for figuring discounts? 
6. What is the multipligr for 50-10-5 per cent discount? 
7. What cost, not shown on price lists, must be considered in arriving at 
your net cost? 
8. Name another item easily forgotten when figuring cost. 
(Answers on page 200) 
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99g Beaters THAT SELL ON SIGHT! 


classes. Production of these proved profit-makers 
is going full speed ahead, using all the materials 
and manpower we can secure! 





































America’s outstanding value in Egg Beaters, the 
No. 484 model shown below is the leader in a 
complete line of fast-selling beaters in all price 





THE WASHBURN COMPANY 


MASS. © ROCKFORD, ILL. © NILES, 


oc 
AN DROCK 
a 


MICH. 


FACTORIES: WORCESTER, 





Genuine Catalin Handles 


Fixed Race For Ball Bearings 


High Speed Center Drive Gear 


Enclosed Pinion Gears 


“Lifetime” 
Stainless Steel Wings 


Individual Boxes 
NO. 484 








OVER 60 YEARS OF MERCHANDISING EXPERIENCE 
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MEET THE DEMAND WITH 





. « « &@ household word! 


ZIMS are sturdy and efficient, at- 
tractive in both price and appear- 
ance. Housewives all over the 
country know and ask for time- 
saving Zim household appliances. 


ZIM CAN OPENER 









Opens any shaped can, 
leaves edges neat and 





clean. Well made for 
long service. Folds up 
out of the way when 
not in use. 


ZIP JAR OPENER | 
> eS = 










Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not in use. 





ZIM FLATIRON REST 





An important ad- 
dition to any ironing board. Leaves 
entire board free for ironing. Folds 
back neatly when not used. 


WRITE FOR LITERATURE AND PRICES 





ZIM MANUFACTURING CO. 
Headquarters for Labor - Saving Home Appliances 


Build Their Own Store and Then Make 
Complete Stock Turnover in 45 Days 


(Continued from page 81) 


day’s volume in sales ran $1,- 
011.67. At the end of 45 days of 
operation, an inventory showed 
total stock of $7,677.55. Strange- 
ly, sales volume for the first 45 
days totaled $7,662, or one com- 
plete turnover in the first 45 days. 


Toys and Gifts 


A leader department has been 
the toy and gift section which oc- 
cupies 16 ft. of wall space, and 
one 8 by 5-ft., open-top display 
table. For three months, the de- 
partment has averaged $254 per 
week in sales. The owners esti- 
mate that this is 40 per cent higher 
than a year around monthly aver- 
age because of the seasonal ad- 
vantage. However, it has been 
found that having the large open 


window displays which can be 
seen from cars on the highway is 
a big boost to leader items fea- 
tured in the windows. 


How They Did It 


“T had $2,500 saved from over- 
seas pay, said Eddie Walker. 
“My partner had $4,000. I sold 
the equity in my home for $1,500. 
This gave us $8,000 which com- 
pleted the building, and furnished 
money for fixtures and equip- 
ment. We built all of the fixtures 
ourselves. When the building was 
completed and equipped ready 
to start, we borrowed under the 
G. I. program and bought our 
merchandise.” 

Here’s an example that proves 
it can be done! 























RADIO y F Let Us Take 
REPAIR Care of Your 
SERVICE FURNACE 
our aiae INSTALLATION 
and are ready for all 
radio re; irin: Phone 
ae 3980 


Saturday, August 31 
D & W HARDWARE-ELECTRIC CO. 


1800 West 12th Street—Take the West 10th Street Bus 

































































HARD TO GET This New Enterprise Will Be Opened MR. DAIRYMAN 
ITEMS We Are Authorized 
© Tea Ketties Saturday, Aug. 31 ieaie er 
*% Quart ALUMINLM 
and COPPER / By Eddie Walker and Harry Daggett featur- PERFECTION 
@ Electric trons ing hardware and electric appliances of 
e Thormes Bottles we. at ay one. The ype ye MILK-MASTER 
extends a cordial welcome to all to visit this 
° pane se be 4 new store and get acquainted. MILKERS 
@ Gal. Wash Tubs 7m = 
@ Stainless Stee! Houseware Items hn Ly Po acne - 
Table Sets fae bc a High Test 
@ Scissors Aluminum 
@ Curtain Rods Ware Ware ACME 
@ Stove Mats Percolaters . Fine s 
ow ta | Seleation Paints 
opular 
Visit Our ate A —_ end 
Gift Sauce Pan Mixing Varnishes 
Department Sets Bowls 
hee a or > 
well stoc wit 
hundreds of gilt ideas EXTRA SPECIALS FOR OUR OPENING 
a yrs — @ SHOP EARLY FOR THESE BIG VALUES 
a ™ We Will Clothes BROOMS 
= | Soe Pins S-Sewed PHILCO RADIOS 
yp ee hd Monday- 30 { Quality Brooms. 
EASY WASHERS Saturday ™ vate 
And Evenings PHILCO Refrigeration 
IRONERS unsru| Ie | 76c . 











D & W HARDWARE-ELECTRIC CO. 


1800 WEST 12TH STREET—PLENTY OF PARKING SPACE 








3047 Cerroll Ave.—Chicago 12, Illinois 
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Here's the opening day ad. It measured three columns wide, 10 in. high. 


HARDWARE AGE 



















kK 
c 
Alun 
word 

M 
each 
Man 
exclu 
seal 
“wat 
on d 
to 4, 

Ci 
18 g: 
are } 
pict 
and 





CHIC 


JANUAR’ 








‘om over- 
Walker. 
. I sold 
r $1,500. 
ich com- 
urnished 
1 equip- 
. fixtures 
jing was 
1 ready 
ider the 
ght our 


t proves 




















high. 








OR over 50 years good cooks throughout the 
country have been buying and using Buckeye 
Aluminum Ware. Today Buckeye is still the buy- 
word that gets customers into your store. 


Made from pure, virgin rolled sheet aluminum 
each piece has special built-in design features. 
Many are based on Buckeye patents to give you 
exclusive selling points. For example, the bevel 
seal covers with patented vent on the 10 gauge 
“waterless” cookware . . . the patented spreader 
on drip coffee pots which makes them adaptable 
to 4, 6, or 8 cup capacity. 

Complete lines of 10 gauge “waterless” ware and 
18 gauge ware are now in production. Many pieces 
are ready for immediate shipment as are the two 
pictured here—the 10 5¢’’ diameter Chicken Fryer, 
and the 5 qt. Dutch Oven. 









CHICAGO SALES OFFICE: 11-110 MERCHANDISE MART 
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WOOSTER 





Ve Buckryr 
ALUMINUM 2, 


WOOSTER, 






















Catalog No. 1011 
Chicken Fryer 



















Catalog No. 1065 
5 qt. Dutch Oven 
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Profit from 
the Complete 


CLOVER 


ABRASIVES LINE 





Announcing CLOVER Grinding 
Wheels « rounding out CLOVER’S 
well-known line of grinding com- 
pounds and coated abrasives. 


To round out its line, Clover now an- 
nounces the addition of general pur- 
pose and hardware grinding wheels. 
Possessing the quality and accuracy 
usually found only in industrial wheels, 
these new products have a synthetic 
colloid bond of scientifically-controlled 
secret composition that assures remark- 
able mechanical strength and longer 
wheel life. 


When writing, ask about colorful 
counter display now obtainable. 


CLOVER MFG. CO. 


Norwalk, Connecticut 


CLOVER 


Ve liitd- 


COATED ABRASIVES. ..LAPPING 
AND GRINDING COMPOUND 
i 2 





QUALITY ABRASIVES AND PERFORMANCE 


SINCE 1903 


















Bay City’s Sporting Goods Department 
A Year ‘Round Unit 


(Continued from page 77) 








Boats are also sold by the store. There’s many a customer for them. 


good service shop where they can 
obtain repairs and service. The 
repair shop also handles guns and 
other sporting goods equipment. 
During the war some of these re- 
pairs were farmed out, but the 
employees who handled the work 
in prewar days are back and the 
service staff will soon be fully 
manned. 

The firm also sells hunting and 
fishing licenses, which brings 
numerous customers into the store 
from considerable distances. The 
fact that license holders must give 
their names helps the store to be- 
come acquainted with numerous 
sportsmen, many of whom be- 
come regular customers. 


Mountings of moose, deer, elk, 
fish and other denizens of forest 
and stream adorn the walls of this 
sports department and give it a 
definite outdoor atmosphere. 

“We are also going into out- 
door and campers’ supplies quite 
extensively.” says Mr. Hover. “We 
expect an increase in the tourist 
trade next vear as people are 
travelling more than they have 
since the war began. This means 
more stoves, cots, blankets and 
picnic supplies are going to be 
purchased and we want to get our 
share of the business. Such lines 
moved well before the war and 
we are sure that their sales will 
increase in the future.” 





Forecast Improvements i 


ORESEEING the beginning of 

normal competition in 1947, 
manufacturers with “reputation” 
names are bending every effort to 
bring into the market some of the 
new distinctive features billed in the 
war years as the coming “postwar 
wonders,” with the aim of making 
their products the most popular 
buys, it was indicated in a round-up 
of industrial opinion by the Brand 
Names Foundation. 

A cross-section of industrial lead- 
ers attending the recent 51st Con- 
gress of American Industry in New 
York City also expressed the view 
that if and when full production is 
restored by the elimination of ma- 


Branded Lines for 1947 


terial shortages and strike threats, 
and by the ability to expand plant 
facilities where needed, customers 
could expect resumption of the tra- 
ditional march of branded products 
toward greater service and better 
values. 

In the unexpected eventuality of 
a business recession, which has been 
predicted by some economists, it was 
the consensus that regularity of em- 
ployment due to the built-up demand 
of loyal markets could be expected 
of branded and advertised products, 
and that this would contribute to eco- 
nomic stabilization, irrespective of 
what happens in  non-advertised 
lines. 
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47 Yes ... Cres-Lite SYNCHROME Aluminum Paint is 
hreats, truly ‘““The Paint of 1001 Uses’: 

plant It is a quick-drying, synthetic resin, oil paint, guar- 
anes anteed to contain only pure 325 mesh aluminum, and 
th the highest quality grades of OIL, PIGMENT, and 
better SYNTHETIC RESIN. 

One coat of SYNCHROME completely covers most 
ity of surfaces with a chrome-like finish unsurpassed for its 
nm SPRAY OR BRUSH « SELF-LEVELING « resistance to heat, moisture, fumes, weather and cor- 
yf pe INTERIOR + EXTERIOR « magpeytiinpivete rosion. Its high hiding power and durability make it 
mand + UP TO 800 SQ. FT. PER GALLON". the best protective coating for any interior or exterior 
vected 1 COAT COVERS MOST SURFACES J surface. For complete details write for a free copy of 
ducts, RESISTS HEAT UP TO 600° F. "A Guide to Using Aluminum Paint”’. 
sie Manufactured by 
rtised GRESGENT Bronze Powder Company 

116 West Illinois St., Chicago 10, Illinois * 1841 South Flower St., Los Angeles 15, California 
AGE 
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Carborundam Plant Expansion Program 


Planned; H. K. Clark, New V. P., in Charge 


Plans for an. extensive expan- 
sion and modernization program 
involving sizable expenditures 
by the Carborundum Co. on its 
plants, were announced by Arthur 
Batts, president, following a re- 
cent directors meeting. 

Mr. Batts also announced that 
Capt. H. K. Clark, former Chief 
of the Navy Plant 
Division has been elected execu- 
tive vice-president and director 
of the company, to be in charge 


of the program and to direct gen- | 


eral operations. 

The need to enlarge the plants 
is the result of increasing de- 
mands here and abroad, accord- 
ing to Mr. Batts. The work will 
begin early this year. 


Capt. Clark has had 26 years’ | 


experience in all phases of the 
abrasive and refractorics indus- 
try and considerable experience 
in straightening out production 
problems in plants during the 
war for the government. 

Henry P. Kirchner will con- 
tinue as vice-president and di- 
rector. 

The Carborundum Co. is one 
of the oldest and largest in its 
field. It was founded more than 
50 years ago and employs ap- 
proximately 5,000 persons in the 
Niagara Falls plant. It also has 
two plants in Canada, a Re- 
fractory Division at Perth Am- 
boy, N. J., and several foreign 
plants. 

Capt. Clark is 56. He is known 
to friends as “Tony,” a nickname 
given him in his native Gridley, 
Kans. 

The Captain was educated at 
Purdue University and Armour 
Institute of Technology. He spent 
two years on construction jobs 
in South America and three years 
at the Oliver Plow Works, South 
Bend, Ind., before joining the 
Norton Co., Worcester, Mass., 
where he started as a trainee and 


Operations | 





CAPT. H. K. CLARK 


” 


ton for “just 90 days” to assist 
in the huge job of expanding the 
industrial facilities of vital and 
essential plants. He first joined 
the Advisory Committee for De- 
fense and subsequently the Office 
of Production Management. He 
was then commissioned in the 
Navy and assigned to the Army 


of Lever Brothers Co., he has had | 


wide experience in marketing to 
consumers throughout the United 
States. 


Cc. H. NEWMAN SUCCEEDS 
WESLEY R. BECHER 
AS V.P. OF SILEX 

Charles H. Newman has been 
appointed vice-president of the 


| Silex Co., Hartford 2, Conn., to 





and Navy Munitions Board. 
When production problems and 
delays replaced expansion as the | 
main concern for those respon- | 


plies, Capt. Clark was directed 
to establish the Emergency Plant 
Operations Division to “trouble- 
shoot” delays. Capt. Clark had 
charge of 104 plants on V-J day. 

In addition to being a member 
of the American Society of Sales 
Executives, Capt. Clark is a past 
president of the American Sup- 
ply & Machinery Manufacturers’ 
Association. 


SANDERS TO HELP 
SAVOGRAN DISTRIBUTORS 


The Savogran Company, Bos- 
ton, Chicago and San Carlos, 
Calif., announces the appoint- | 
ment of Leslie B. Sanders, Jr., 
as field promotion manager. Mr. | 











worked up to vice-president and 
general manager. 

In September, 1940, close per- | 
sonal friends already loaned to | 
the government in the early de- | 
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Sanders, who will make his head- 
quarters at the Boston office, will | 
concentrate his efforts on helping 


wholesalers and retailers increase | Silex 
their sales of Savogran products. | Years Mr. Becher has held the 
fense program davs, persuaded | Formerly assistant manager of | Office of vice-president and gen- 
Capt. Clark to come to Washing-| the consumer service department | Tal manager. 


sible for Navy material and sup-/| that arose in development of the 


succeed Wesley R. Becher who 
resigned Nov. 23. 

Mr. Newman, previous to his 
new appointment, served as vice- 
president of the Hartford Prod- 
ucts Corp., a Silex subsidiary, 
since last February. 

Prior to entering the Navy in 
1943, Mr. Newman had been as- 
sociated with the Silex Co. for 
six years, first as salesman cover- 
ing successively the St. Louis, 
Detroit and Chicago areas, then 
becoming Western sales manager 
in February, 1941, with a wide 
range of territory extending from 
Pittsburgh to Denver. In 1942 he 
was appointed sales manager of 
the Silex Co. 

Mr. Becher’s association with 
the Silex Co. extended: over 25 
years, dating back to the early 
days of the company when he 
assisted the late Frank E. Wol- 
cott, Sr., with the many problems 





CHARLES H. NEWMAN 








organization. In recent 










JOHNSON HEADS UP 

ALL ADMIRAL SALES 

Ross D. Siragusa, president of 
Admiral Corp., Chicago, has an- 
nounced the appointment of 





WALLACE C. JOHNSON 


Wallace C. Johnson as general 
sales manager. For the past two 
years he has been manager of 
field activities on all Admiral 
products. 

Mr. Johnson will head the 
sales organization for all of the 
United States and all foreign 
countries. The United States 
territory is broken down into 9 
regional sections, each headed by 
a regional sales manager. Dis- 
tributors in all major trading 
areas of the world have been 
franchised to handle Admiral 
products. 


RALPH S. ALLEN NOW 
MANUFACTURERS’ AGENT 


Ralph S. Allen, 48 W. Broad- 
way, New York 7, N. Y., for 
more than 20 years representing 
Diamond Expansion Bolt Co., 
Inc., is now seeking additional 
lines as a manufacturers’ repre- 
sentative. He will continue to 
represent the Diamond Expansion 
Bolt Co., Inc., has stock room 
space and will work on a straight 
commission basis. 

Mr. Allen’s territory includes 
all of New York City, West- 
chester county and all of New 
Jersey and Long Island. 
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ROCKWELL MFG. BUYS 
OHMER CORP. 


Purchase of the Ohmer Corp., 
Dayton, Ohio, manufacturer of 
cash registers, fare registers and | 





COL. 


W. F. ROCKWELL 


taximeters for nearly half a 
century, has been announced by 
the Rockwell Manufacturing Co., 
Pittsburgh, Pa. 

The Ohmer company will con- 
tinue to produce its present line 
of products, according to Col. 
Rockwell, and will seek to ex- 
pand and improve its output 
under the new ownership. The 
Ohmer Corporation now has two 
lines of cash registers, the Class 
300 and 800, in production, as 
well as a new model taximeter. 

The Rockwell company is 
headed by Col. Rockwell, prom- 
inent Pittsburgh industrialist 
who is also chairman of the 
board of Timken-Detroit Axle 
Company and Standard Steel 
Spring Company. The addition 
of the Ohmer Corporation now 
gives Rockwell Manufacturing 
Company twelve wholly owned 
subsidiaries and divisions. 
combined Rockwell facilities give 
this organization unusual capac- 
ities for the manufacture of gas, 
water and oil meters, and cash 
and fare registering equipment. 


Allen Harlan, former president | 
|of Ohmer, becomes vice-pres- 
| ident. W. F. Rockwell, Jr., has | 
also been named vice-president | 
of the new company, with E. W. 
Meyers as_ secretary-treasurer. 
| All of the above are directors of 


Ohmer. 
D. Schnacke and M. J. Carl. 


FOR FLORENCE STOVE 








The | 


HARVEY E. GOLDEN 


try, who is 
years’ association with Florence. 
Florence president, Robert L. 
Fowler, also announced that 
Robert H. Taylor, formerly New 
York division sales manager, 
has been appointed general sales 
manager to succeed Mr. Golden. 
George A. Quinlan, Florence 
representative in the Chicago 
area, becomes Mr. Taylor’s suc- 
cessor as New York division sales 
manager. 
Mr. Golden joined Florence in 
1926. He was Florence manager 
of the midwest sales division 





N. J. Kenny of Pittsburgh has | 
been elected president of the | 
Ohmer Corporation by the newly 
reorganized board of directors. 
Col. Rockwell has been named 
chairman of the board, and J. | 
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with headquarters in Chicago 
before becoming New York di- 
vision sales manager in 1929. 


| 
He has been general sales man- | 


ager at the home office in Gard- 
ner since 1941, 


Other directors are F. 


GOLDEN BECOMES V-PRES. | 


Harvey FE. Golden has been 
elected vice-president of the 
Florence Stove Co., Gardner, 
Mass. Mr. Golden, formerly 


general sales manager, suceeds 
Henry H. Morse, for many years 
a prominent leader in the indus- 
retiring after 22 








ROBERT H. TAYLOR 


sponsibilities as general 
| manager with a successful 14- 
year record in the Florence sales 
organization. After attending the 
Florence training school in 
Gardner, he was sales represen- 
tative in the Iowa, Missouri, and 
Illinois territory. In 1937, he 
became assistant manager of the 
New York sales division and was 
appointed manager of this divi- 
sion in 1941. 


NATIONAL SILVER CO. 
| PROMOTES REYNOLDS 


| The National Silver Co., 295 
Fifth Ave., New York, has ap- 
pointed James Reynolds, former 
chain store representative, its 
assistant sales manager. Before 
joining the firm he had been a 
sales representative for Landers, 
Frary & Clark for 12 years. Mr. 
Reynolds is well known in the 
housewares field and was recently 
elected president of the House- 
wares Club of New York. 





J. D. MacKILLOP RETIRES 
AS PHILCO EXECUTIVE 


D. J. MacKillop, who is retir- 





ing as general Southern sales 
manager for Phileo Corp. after 
33 years of service, was tendered 
a dinner at the Capital City Club, 
Atlanta, Ga., attended by leading 
Philco executives who came from 
the company’s main offices in 
Philadelphia for the occasion. 





Mr. Golden’s successor, Robert | 
H. Taylor, assumes his new re- | 
sales 











| SILEX CO. ADDS CHICAGO 


WHOLESALE CONCERN 


Hibbard, Spencer, Bartlett & 


| Co., 18 S. Michigan Ave., Chi- 

cago, one of the largest and 
| oldest distributing concerns in 
| the country, has been added to 
the list of distributors of the 
Silex Co. 


ASST. SALES MANAGER 
FOR GENERAL MILLS’ 
HOME APPLIANCES 


William A. MacDonough has 
been named assistant sales man- 
ager for General Mills’ Home 
Appliance Department, Minne- 
apolis, Minn. 

In 1940, MacDonough joined 
the merchandise staff of 
the Graybar Electric Company 
of Detroit. Two years later, he 


sales 


| was named an account executive 


for the Jam Handy Organization, 
producers of industrial films. 
During the war, he was loaned 
to the U. S. Navy, operating as 
a visual training specialist as- 
signed to the Navy’s aerial gun- 
nery training program. 

In the summer of °45, Mac- 
Donough appointed sales 
promotion manager for General 


was 


| Mills’ new line of home appli- 


ances. He immediately em- 
barked on an extensive program 
of *acquainting appliance dis- 
tributors and dealers from coast 
to coast with General Mills, its 
new appliances, and _ Betty 
Crocker, company home service 
personality. . 





WM. A. MACDONOUGH 
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W. W. FRENCH, JR. 


W. W. French, Jr., has been 
appointed vice-president and gen- 





W. W. French, Jr., New V.-P. & Gen. Mgr. of 
Moore-Handley Co.; Nesbitt Sales Manager 


eral manager of Moore-Handley 
Hardware Co., Inc., Birmingham, 
Ala., hardware wholesalers, estab- 
lished in 1882. He has been as- 
sociated with the company for 23 
years, having worked his way up 
through various departments. 
During World War II he served 
as a lieutenant-colonel in the 
Quartermaster Corps. 

Rembert Nesbitt, formerly 
manager of the purchasing de- 
partment, is now sales manager. 
He has been with the company 
26 years, in the warehouse, in 
the office and as salesman. 

C. C. Blackwell, associated with 
Moore-Handley for 47 years in 
various positions, for the last 28 
as sales manager and the last 17 
as vice-president and sales man- 
ager, is now senior vice-president 
of the firm. 








EUREKA WILLIAMS 
ELECTS TWO NEW 
VICE-PRESIDENTS 


Gray H. Bernard, works man- 
ager of the Eureka Williams 
Corporation, and Earl Nesmith, 
director of engineering, have 
been elected vice-presidents of 
the company, H. W. Burritt, 
president, has announced. He 
also announced that George T. 
Stevens and William A. Mathe- 
son, vice-presidents, have been 
elected executive vice-presidents. 





LAWSON CO. EXPANDS 
ITS FACILITIES 


In an expansion of plant facili- 
ties, the F. H. Lawson Co. has 
completed a two-story, steel and 
concrete building at Evans and 
Whateley Sts., Cincinnati, to 
house its general offices and a 
cafeteria seating 150 employees. 

Another new unit fast nearing 
completion is a large warehouse 
with 64,000 square feet of storage 
space. These new projects will 
increase the Lawson plant facili- 
ties to more than 8% acres of 
floor space. 

The completion of these build- 
ings occurs on the 130th anni- 
versary of the company’s found- 
ing, in 1816. Today, the F. H. 
Lawson Co. claims the distinction 
of being, west of the Alleghanies, 
the oldest manufacturer of sheet 
metal products in the United 
States and the oldest company 
which has remained in the con- 
trol of the same family over a 
period of five generations. 

The firm makes a number of 
specialized lines of products in- 
cluding medicine cabinets, insti- | 
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tutional and office receptacles, a 
complete line of galvanized ware, 
and a line of metal kitchenware. 

Officials of company are J. 
Arthur Buhr, president; George 
F. Roth, vice-president and gen- 
eral manager; Franklin H. Law- 
son, a fifth-generation descendant 


| of the founder, secretary and 





treasurer, and George Fritz, gen- 
eral sales manager. 





PAUL R. ROFIELD JOINS 
GAROD RADIO CORP. 


Paul B. Rofield has joined the 
sales department of the Garod 
Radio Corp., Brooklyn, N. Y., 
according to an announcement 
from Lou Silver, sales manager. 
In addition to assisting Mr. Sil- 
ver, Mr. Rofield will serve in a 
sales promotional capacity. 

Prior to his war service as a 
navigator in the 15th Air Force, 
Mr. Rofield was associated with 
leading radio manufacturers. He 
recently joined Garod after serv- 
ing as sales promotion manager 
for a well known manufacturer 
of radio receivers and radio- 
phonographs. 


CENTRAL STATES CLUB 
9TH ANNUAL MEETING 
JANUARY 6TH 


Central States Hardware Club 
will hold its 9th annual meeting, 
Monday, January 6, 1947, in the 
Walnut Room of the Bismarck 
Hotel in Chicago. Following the 
business meeting of electing of- 
ficers and directors, there will 
be entertainment. 








NEW FIRM MAKES 
FLUORESCENT LAMPS 
AND FIXTURES 
Mr. Jack Lasser, founder and 
president of Mastercraft Electric 
Co., Newark, N. J., has resigned 





JACK LASSER 


the presidency of, and sold his 
interest in, the company to start 
a new organization, the Lasser 
Mfg. Company. It will enter 
production on. a complete line of 
modern fluorescent lighting fix- 
tures and lamps. General offices 
will be located at 40 N.E. 22nd 
Street, Miami, Florida. 











UNIVERSAL SALES EXECUTIVES DISCUSS DISTRIBUTION OF 1947 LINE: At 











a recent sales executives’ conference B. C. Neece, vice-president and general sales man- 
ager, Landers, Frary & Clark, New Britain, Conn., stated that that company is the first 


major producer of electrical appliances to have its newely designed postwar major 
appliance line ready for delivery to distributors and dealers. The line represents 
a complete change-over from pre-war models, giving a completely new line of ranges, 
laundry equipment, vacuum cleaners, small appliances and housewares. With major 
appliances ready for the market the first of the year, and a score of small appliances and 
housewares now coming off the production lines the company plans to make 1947 one 
of its biggest merchandising years, provided there are no major strikes that cripple pro- 
duction. He stated that full color announcements in consumer publications will be used, 
and that advertising mats, window and store displays, retail sales training material, etc., 
will be tuned to tie in with these campaigns. H. M. Parsons, vice-president in charge of 
major appliance sales, spoke of the 1947 designs, including eight new models of electric 
ranges. Hardy Payor, assistant sales manager of the company, said that in 1938 only about 
80.000 water heaters were sold in this country but that 1946 sales were at the rate of 
280,000 units. The major portion of Universal's hot water heaters, he said, will be of 
square heater design for kitchen installation. E. L. Farquharson, sales manager, home laundry 
division, told of a new and different type wringer washer and Lee Moss, sales manager, 
home cleaning equipment division, told of new vacuum cleaners and floor polishers, in- 
cluding a new type upright floor cleaner and of improved features for tank tvpe cleaners. 
Small appliance and houseware lines were described by E. J. Van Buskirk including a new 
automatic toaster and lightweight iron. Left to right: A. S. Bross: W. J. Cashman. director 
of promotion and publicity; Stanley Fisher; Mr. Farquharson; W. J. Russell; Mr. Neece 
(center); Mr. Van Buskirk; Mr. Payor; Mr. Parsons; Mr. Moss and R. E. Baird. 
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THE 
LARGEST LINE OF FISHING 
TACKLE IN THE WORLD 


MANUFACTURERS OF 


When you standardize on H-I 
fishing tackle you'll be able to 
supply your trade completely 
from one great line. For H-I 
tackle — with a top appeal for 
both fish and fisherman—is built 
for every fisherman and every 
kind of fishing. So, for customer 
acceptance and greater profits, 
plan now to feature H-I fishing 


tackle during 1947. 


HORROCKS-IBBOTSON CO. 
UTICA, N. Y. 


Manufacturers of the Largest Line 
of Fishing Tackle in the World 
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Carborundum Has New Philadelphia Megr.; 
W. J. Griffith, P. E. Raguse Form Company 


The Carborundum Co., Niagara 
Falls, N. Y., has announced the 
appointment of John G. Fritz- 





J. G. FRITZINGER 


inger as district sales manager 
of the company’s Philadelphia 





sales office. Mr. Fritzinger had 
been a sales engineer for the 
Refractories Division of the Car. 
borundum Co. in the Philadel- 
phia area since 1924. 

Mr. Fritzinger succeeds Wil- 
liard J. Griffith, who has resigned 
to form an industrial supply com- 
pany with Paul E. Raguse, who 
has resigned his position as in- 
dustrial salesman in the Phila- 
delphia area. The principal busi- 
ness of the new company will be 
the distribution of Carborundum 
products in the Philadelphia 
metropolitan area. 

Mr. Griffith came with the 
Carborundum Co. as a sales rep- 
resentative in 1912 and was ap- 
pointed district sales manager at 
Philadelphia in 1926. Mr. Raguse 
was appointed sales service en- 
gineer in 1926 and since 1937 
has served as an industrial sales- 
man. Mr. Fritzinger’s appoint- 
ment and the resignations of 
Messrs. Griffith and Raguse are 
effective as of Jan. 1. 








CORNING GLASS 
ADVANCES FOUR 
IN SALES DEPT. 


A series of promotions involv- 
ing four members of the sales 
department of Corning Glass 
Works’ consumer products divi- 
sion, Corning, N. Y., was an- 
nounced by Benjamin S. Peirson, 
division general sales manager. 
The promotions, it was ex- 
plained, are effective January 1, 
1947. 

Filling the new post of as- 
sistant general sales manager is 
Robert T. Beattie, formerly man- 
ager of sales planning. Mr. 
Beattie, who returned to the 
company last winter after several 
years in the Army, will be re- 
sponsible for all division rela- 
tions with major chain, syndicate 
and mail order concerns. 

Thomas H. Truslow has been 
made division merchandising 
manager, in which new position 
he will integrate and be respon- 
sible for all activities of the sales 
planning, home economics, ad- 
vertising and sales promotion 
departments. Mr. Truslow, for- 
merly an AAF officer, was divi- 
sion sales promotion manager 
until his present promotion. 

Dudley Olcott, formerly man- 
ager of sales service, has been 
named manager of sales plan- 
ning. He will be in charge of all 
planning, forecasting and _ re- 
search activities of the sales de- 
partment. 


Succeeding Mr. Olcott to the | 





post of manager of sales service 
is Harry Hormell. During the 
war, Mr. Hormell, an eight year 
CGW employee, spent two and 
one-half years with the Army 
engineers. He returned to the 
company last April. 





AMERICAN MAT STARTS 
PRODUCTION IN NEW 
MASSACHUSETTS PLANT 


The starting of production of 
floor mats in its new Franklin, 
Mass., factory has been an- 
nounced by D. W. Moor, of 
American Mat Corporation, To- 
ledo, Ohio. 

The opening of the Franklin 
plant will be of interest to east- 
ern buyers as it will result in a 
reduction of freight costs and 
consequently lower prices on 
mats. 

Other plants producing Amer- 
ican Mat Corporation products 
are located at Waterville, Fre- 
mont, Whitehouse, and Lima, 
Ohio, and Marysville, Michigan. 
A Canadian factory is located 
at West Lorne, Ontario. 

The American Mat Corpora- 
tion line includes rubber link 
mats, tire fabric matting, counter- 
tred matting, wood link matting, 
roll rubber matting, neo-cord 
counter-tred matting, stair treads, 
rubber runners and door mats, 
for industrial, commercial and 
home use. New literature will be 
sent free upon request directed 
to 1731 Adams Street, Toledo 2, 
Ohio. 
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WILLIAM R. TELLER 


BRYANT HEATER CO. 
PROMOTES TWO TO 
VICE-PRESIDENCIES 


The appointment of James N. 
Crawford and William R. Teller 
as vice-presidents of Bryant 
Heater Co., 17825 St. Clair Ave., 
Cleveland, Ohio, is announced 
by Lyle C. Harvey, president. 
Both Mr. Crawford, formerly 
sales manager, and Mr. Teller, 
heretofore director of engineer- 
ing and development, will con- 
tinue work in their respective 


fields. 


Mr. Crawford is a native of | 


Cleveland and a_ graduate of 


PAUL CRISSEY NAMED 
ADEL SALES MANAGER 


Clinton E. Stryker, president 
of Adel Precision Products Corp., 
Burbank, Cal., and Huntington, 
W. Va., has announced the ap- 
pointment of Paul Crissey as 
sales director of the company’s 
consumer products division. 

Mr. Crissey has been in the 
housewares industry for 30 years 
and has been identified with 








JAMES N. CRAWFORD 


Case School of Applied Science, 
which granted him a Bachelor of 
Science degree in Mechanical 
Engineering. A member of the 
staff of the American Gas Asso- 
ciation’s testing laboratory fol- 
lowing his graduation from Case, 


with the Bryant Heater Com- 
pany in 1933 and is well-known 
in the gas heating sales field. 
Mr. Teller, who has directed 
Bryant’s research and develop- 
ment since 1944, was previously 
associated with the Cleveland 
testing laboratories of the Amer- 
ican Gas Association as assistant 
| director. 





| sales management of outstand- 
|ing manufacturers of kitchen 
tools. 

The facilities of the Adel plant 
in Huntington, W. Va., are being 
augmented for the line produc- 
tion in larger quantities of kitch- 
en tools, and the Adel line will 
be broadened. 

The company will have its 
consumer products sales office 
and display in Room 1172 of the 
Merchandise Mart, in Chicago. 

Adel will ship its products, 
after Jan. 1, from both its West 
Virginia and California plants, 
thus minimizing shipping costs 
and giving more prompt service 
to all parts of the country. 





JOHN T. FOLEY ON ROAD 
FOR CORBIN SCREW 


John T. Foley has been ap- 
pointed sales representative in 
the Western Pennsylvania and 
Eastern Ohio territory for the 
Corbin Screw Div., American 
Hardware Corp., New Britain, 
Conn., effective Jan. 1. 

Mr. Foley is a World War II 
veteran and since joining Corbin 
has been at the home office as a 





PAUL CRISSEY 





Mr. Crawford became associated | 
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sales correspondent. 

































Don’t be surprised, pretty girl, when it cuts 








clean through — a Camillus knife always 







cuts clean and true. Dealers have been 






overwhelming in praise of the fine qual- 







ity they find in the new Camillus line. 


\ 





Every knife, from this Pony 






Jack to a heavy duty 





#9) 





Stock knife, is made of 







the finest materials by 







precision workmanship. 






That's why the sale of Camillus 






knives means mighty happy cus- 







tomers and profitable repeat 







business. In quality, as well as 






in cutting, Camillus has the 







edge! Camillus Cutlery Com- 
pany, New York 17, N. Y. 






oldest and 


largest manufacturers of 


one of the 







pocket knives in Amer- 


ica, founded 


ago by Adolph ———— 


HAS THE ee 


70 years 
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\ ... it’s pronounced 


Ka —MiLL—us 
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PURITAN CORDAGE GETS 
MALLISON BRAIDED CORD 


The Mallison Braided Cord 
Co., Athens, Ga., has been ac- 
quired by the Puritan Cordage 





W. C. BALLARD 


Mills, Louisville, Ky., according 
to W. C. Ballard, sales manager 
of the Puritan company. 

The Mallison Company will 
produce the same items as are 
manufactured by Puritan at its 
mills in Louisville in addition 
to their line of special products. 
Puritan specializes in the man- 
ufacture of braided sash cord, 
mop yarns, various cotton yarns, 
etc. New products that will be 
added to the Puritan line with 
the acquisition of the Mallison 
plant will be cotton webbing, 
welting cord and light weight 
clothes line. 

All distribution of the Malli- 
son mill will be channeled 
through Puritan’s Louisville of- 
fice according to Mr. Ballard. 
The staff at the Athens plant 
will be retained, so that transfer 
of executives from Puritan at 
Louisville to the Athens staff 
will not be necessary. 


WIANT & BARR STOPS 
RETAIL DIVISION 


The Wiant & Barr Hardware 
Co., 413 Market St., Parkersburg, 
W. Va., now a corporation by 
virtue of an amended charter, 
discontinued its retail depart- 
ments and connections, as of 
Jan. 1, and has announced that 
it will now operate strictly a 
wholesale hardware business. 

For the past 32 years the firm 
has operated a wholesale hard- 
ware business, selling retail deal- 
ers, industrial plants and _ insti- 
tutions in Ohio and West Vir- 
ginia, and at the same time main- 
taining a retailing department. 

The firm has announced that 
beginning Jan. 1 it is maintain- 





ing four general hardware sales- 


110 





men on the road, and as soon as | 


there is sufficient electrical and 
household appliance stock avail- 
able another salesman will travel, 
specializing in this merchandise. 

Principals of the firm are: 
Earl Buskirk, president and gen- 
eral manager-buyer; Bruce L. 
Huth, sales manager and buyer, 
and R. C. Bryan, Jr., secretary- 
treasurer. 


TIMES SQUARE STORES 
APPOINTS ROBBINS 
Joseph C. Robbins has been 
appointed divisional merchandise 


manager of the Times Square 
Stores Corp., 314 Scholes St., 





JOSEPH C. ROBBINS 


Brooklyn 6, N. Y. His responsi- 
bilities will include the house- 
ware, radio, record, apparel, ap- 
pliance, toys and sporting goods 
departments. 


Mr. Robbins, who was asso- 
ciated with Abraham & Straus 
prior to war service, lectures on 
“Buying and Marketing for Re- 
tail Stores” at New York Uni- 
versity’s School of Retailing. 


WHITLAM ADDS SALES 
REPRESENTATIVES 


The J. C. Whitlam Mfg. Co., 
Wadsworth, Ohio, has added the 
following sales representatives 
in its current expansion program: 

Derbyshire, Mack and Morgan, 
Inc., Delaware Ave. and South 
St., Philadelphia, covering East- 
ern Pennsylvania, Southern New 
Jersey and Delaware; 

Jack Burns, 25 W. Highland 
Dr., Seattle, Wash., covering the 
state of Washington; and 

Wilson and Co., San Francisco, 
covering Northern California. 

These firms are representing 
Whitlam on the “Tyte-Unyte” 
Pipe-Joint Cement, “Wadco” Su- 
per-Supreme Cutting & Thread- 
ing Oil, and “Vertex” Superior 
Aluminum Coating. 


McLAUGHLIN-MILLARD 
HAS NEW PLANT MGR. 


McLaughlin-Millard, Inc., 
Dolgeville, N. Y., manufacturers 
of Adirondack baseball and soft- 
ball bats, has announced the ap- 
pointment of John A. Goundrey 
as general manager of its plant. 
Mr. Goundrey was formerly as- 
sociated with Diamond Iron 
Works, Minneapolis, Minn., as 





works manager. 


P. H. ECKSTEIN JOINS 
‘PRESTELINE’ FIRM 


| Paul H. Eckstein’s appoint. 
ment as asst. general sales man- 


| ager of Pressed Steel Car Co,’s 








PAUL H. ECKSTEIN 


Division, 
7 


Domestic Appliance 
manufacturer of “Presteline 
major appliances has been an- 
nounced by A. Rayson, general 
sales manager. 

Mr. Eckstein has been iderti- 
fied with major electrical appli- 
ance merchandising in key sales 
and advertising positions over 
the past 20 years. He is best 
known in the trade for his asso- 
ciation with Stewart-Warner 
Corp., with whom he served as 
sales promotion manager prior to 
the war and also as district sales 
manager in the Southeastern 
states, 














A NEW RUBBERSET CO. PAINT BRUSH FACTORY AT SALISBURY, MD., was 
formally opened with a “walk thru” and a luncheon, Nov. 25, attended by 125 Salisbury 
businessmen, members of the trade and local press. 

orge S. McMillan, secretary of the company, is shown as he introduced speakers. 
Left to right are: Elwood M. Jones, vice-president, Rubberset Co.; S. Franklyn Wood- 
cock, Edward White, mayor of Salisbury; Mr. McMillan; Raymond A. Nash, vice-president 
and general factory manager, Rubberset Co.; and Lee H. Bristol, executive vice-president, 


Bristol-Myers Co., parent company of the Rubberset organization. 
The guests were shown how the brushes are made from start to finish. 


In this new 


type plant the bristles themselves are manufactured from a synthetic substance and the 
entire operation is completed over a new modern straight-line production system. 
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EMCO 


TRADE MARK 


STAINLESS 
STEEL 









All the beauty and durability of stainless steel . . . 








mttaer nena eee 


no peeling, no cracking, no chipping . . . plus 


specially finished inner surfaces to save fuel, cut DUTCH OVEN 
P y 


No. 800 


Capacity 5/5, Ots. Total weight 5!/. Ibs. 
Top Dia. of pan 11". Bottom Dia. 9!/2". 
Depth 4". Depth of Lid Crown 3!/e". 
Handle and knob of black plastic. Lid 
interchangeable with Chicken Fryer. 


cooking time, and retain food flavors. That's what 
your customers get when you feature Vemco Cook- 
ing Utensils. Of course that means extra sales .. . 


extra profits for you. 


FRYING PANS 


No. 500... 644" Diam. 
No. 501... 75%" Diam. 
No. 502... 94%4"" Diam. 
No. 503 11g" Diam. 









DOUBLE BOILER 
No. 700 
Capacity 2 Ots. Approx. Net. Wt. 2 Ibs. 


Diameter 634," Depth inset 334" 
Length of Black Plastic handles 6!/2" 


tee 





SEE US AT THE SHOW ... BOOTHS 45 & 47 





BENEARLE SALES COMPANY | 
1186 Broadway - New York 1,N. Y. | 
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DUO-THERM APPOINTS 
FURNACE DISTRIBUTOR 


C. R. Rogers Co., Pittsburgh, 
Pa., has been named a furnace 
distributor for Duo-Therm Div., 
Motor Wheel Corp., Lansing, 
Mich. The territory Rogers will 
cover on furnaces will be the 
same as that already covered by 
the company on Duo-Therm fuel 
oil space heaters and water heat- 
ers. This territory consists of 19 
counties in southwestern Penn- 
sylvania and 21 counties in north- 
western West Virginia. 





BELKNAP PROMOTES 

CHARLES T. CAUBLE 

Charles T. Cauble has been 
announced as sales manager of 
Division 3, of the Belknap Hard- 
ware & Mfg. Co., 111 E. Main 
St., Louisville 2, Ky., succeeding 


Bernard W. Dixon who volun- | 
tarily resigned the position to | 





CHARLES T. CAUBLE 











made an unusual record in the 
plant and office, showing special 
aptitude for the sales depart- 
ment office work, according to 
Luther R. Stein, vice president 
and general sales director. He 
was given a general line terri- 
tory in southern Indiana in 1940, 
and built up a business of con- 
siderable volume. 

Mr. Dixon joined Belknap in 
1935, and after serving a train- 





BERNARD W. DIXON 


| ing period in the plant and of- 
| fice, traveled in his native state 
| of Georgia for seven years. 


CLEVELAND BRASS CO. 
TRIPLES CAPACITY 


Completion of an expansion 


| program which triples the plant 
| capacity of the Cleveland Brass 


Manufacturing Co., Cleveland, 
was announced recently by T. F. 


| Barrett, president. 


The company’s new mechan- 





| jobbers. 


| MALONE POWDER WORKS | 











Barrett, include diversification 
and enlargement of the Barrett 
oil specialties and gas valve 
lines. The company also antici- 
pates development of a complete 
line of valves for the food and 
chemical industries 


pany is located at 
Hamilton Avenue, Cleveland. T. 





the late Michael F. Barrett, com- 
pany founder. Barrett products 
are sold exclusively through 


H. R. SHEAFFER QUITS 


H. R. Sheaffer, 412 New York 
Blvd., Sea Girt, N. J., has an- 
nounced his resignation as vice- 
president in charge of sales of 
the Malone Bronze Powder 
Works, Inc., Malone, N. Y., as 
of Jan. 1, after which time he 
states he will announce future 
plans. 


K. C. HOUSEWARES CLUB 
HAS CHRISTMAS PARTY 


The second annual Christmas 
dinner party of the Kansas City 
Housewares Club, held Dec. 6, 
at the Advertising and Sales 
Executives Club, Kansas City, 
was attended by 200 persons. 

There was music during the 
dinner hour, a floor show, and 
dancing after dinner. 

Wives of club members at- 
tended and each was presented 
with attractive Christmas gifts, 
including pressure cookers, irons, 


| heating pads, waffle irons and 


| ized foundry and enlarged core | 


engage in the retail hardware | 
business in Albany, Ga., begin- 
ning Jan. 1. 

Mr. Cauble started work with | 
the wholesale firm in 1934 and 


section will go into full operation 
about January Ist, Mr. Barrett 
stated. Other projects soon to be 
undertaken as a result of the 
expansion, as listed by Mr. 


} 





many other popular items. 

Guy Jones, of General Electric 
Supply Co., was general chair- 
man, and was aided by a com- 
‘mittee of 12 members. Harold 
O. Posey, Emery, Bird, Thayer 
Co., is president of the club. 








A CONTROLLED SERVICE PLAN, a new 
Therm Division of Motor Wheel Corp., Lansing, Mich., to reduce installation and service 
on its space heaters and water heaters to a simple uniform procedure, is being presented 
to Duo-Therm dealers at meetings like the one above held recently at Raleigh, N. C. The 


plan was presented by 


ranged by the Carolina Sales Corp., distributors. 


fall and will continue until every territory has been covered. 
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“educational package” 


D--o-Therm Service Engineer Ray Christman. The meeting was ar- 
Similar meetings started early in the 


F. Barrett, president, is a son of | 





designed by Duo- 





| Sandusky 
| and that all facilities available 








F. J. LINDAUER 
PROMOTED BY 
FAIRBANKS, MORSE 
Fairbanks, Morse & Co., 600 
S. Michigan Ave., Chicago 5, 
recently announced the appoint- 





Established in 1892, the Cleve- | 
land Brass Manufacturing Com- | 
4606-4700 | 


| 
| 





F. J. LINDAUER 


ment of Frederick J. Lindauer as 
manager of the company’s Wash: 
ington, D. C., office. Mr. Lind- 
auer replaces Robert E. Post, 
recently deceased. 

Mr. Lindauer originally started 
in the Three Rivers, Mich. 
plant in 1923. He was moved to 
Baltimore, Md., in 1925, where 
he worked as sales and applicaé 
tion engineer. From 1926 to 1931 
he carried on as inspection engi- 
neer for the company’s factories 
in Beloit, Three Rivers and In- 
dianapolis. He then spent several 
years in the headquarters’ office 
in Chicago. In the latter part 
of 1933 he became sales engineer 
for the New York branch. He 
joined the Washington organiza- 
tion in 1935 and was Mr. Post’s 
assistant at the time of the lat- 
ter’s death. 


APEX VACUUMS BEING 
MADE IN NEW PLANT 


Formation of a new engineer- 
ing and research department, 
specializing in vacuum cleaner 
design and development, was an- 


| nounced recently by C. G. Frantz, 
| president of Apex Electrical Mfg. 


Co., Cleveland, Ohio. The new 
department is located at the re- 
cently-expanded Holland-Rieger 
div. plant of the company at 
Sandusky, Ohio. 

Mr. Frantz also announced 
that removal of the company’s 
vacuum cleaner production to 
has been completed 


in its Cleveland factory will 
henceforth be devoted to wash- 
ing machine and ironer manu- 
facture. 
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THEODORE MOLCHAN 


STANLEY APPOINTS 
MOLCHAN BROTHERS 


Stanley Tools, New Britain, 
Conn., has appointed two new 
salesmen, Joel Molchan and his 
brother, Theodore Molchan. 
Both men, born and educated in 
New Britain, received their train- 
ing in the Stanley Tools sales de- 


partment at the home plant. 
Joel has been with Stanley since 
1936, and “Ted” since 1940. 


JOEL MOLCHAN 





in September 1945, and has been 
handling special sales work at 
New Britain since that time. 
Joel Molchan will travel Mis- 
souri, Kansas, Nebraska, Colo- 


of the Chicago office sales force. 
Ted Molchan left Stanley to 
enter the Naval Air Corps in 


Pilot with the Pacific Fleet. 
During his four years as a Naval 
Air Force officer, he was awarded 





Both men served in the Armed | 


Forces. 
Joel enlisted for service in 


. 1940 as a member of the Con-| 


necticut National Guard, and 
served overseas in the Pacific 
theatre for two and a half years, 
spending most of the time in| 
New Guinea. He was discharged | 


a Distinguished Flying Cross, 
and a Gold Star. He returned to 
Stanley in January 1946, and 


since then has spent six months | 


in a special factory training 
course. He will travel West | 
Virginia, Virginia, North Caro- 
lina, Eastern Tennessee and 


Eastern Kentucky. 








LAMSON & SESSIONS 
EMPLOYEE RETIRES 
AFTER 54 YEARS 


Frank Plevney, employee of 
Lamson & Sessions Co., 1971 W. 
85th St., Cleveland, Ohio, manu- 
facturers of bolts, screws and 
nuts, retired from work on Nov. 
27, his 72nd birthday, following 
the presentation of a testimonial 
plaque in recognition of his 54 
years with the firm. Mr. Plevney 
has been a friend to three gener- 
ations of Lamson employees. 

The plaque was signed by 
George Case, Sr., chairman of 
the board; R. H. Smith, presi- 
dent, and J. F. Donahue, vice- 
president, and 80 other old and 
new friends and close associates. 

Mr. Plevney started with Lam- 
son & Sessions in 1902 as an 
office man and for the past half 
century had occupied many im- 
portant posts including that of 
manager of the old Lake Erie 
Nut & Bolt office, which was later 
consolidated with Lamson & Ses- | 
sions. In recent years he had | 
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been chief of the order entry sec- 
tion under the department head, 
Charles Spurr. 











PAUL W. POLK, whose re- 
cent appointment as vice- 
president and general man- 
ager of the Threadwell Tap 
& Die Co., Greenfield, Mass., 
was announced in these col- 
umns of the Dec. 5 issue. 








rado and Wyoming as a member | 


1942, and served as a Fighter | 
















































































AUTOMATICS protect your profits, too! 


Automatic Washers have always been easy to sell— 
partly on their good looks— partly because they are 
priced right—but above all, because they offer your 
customers two big extra values: 

Ist—Two-Way Washing with Invertible Duo-Disc Agitator 

2nd—Long trouble-free performance with Stokes 

Ball-Bearing Transmission 

This last feature reduces service calls toa minimum. 
For ‘‘more washer profits you can keep’’—write us 
for name of your nearest Automatic Distributor. 


Made in Newton, lowa Since 1908 by 





AUTOMATIC WASHER COMPANY 








EXPORT DIRECTOR 
NAMED BY COLEMAN 


Walter J. Weldon, formerly 
general manager of the Coleman 
Lamp and Stove Company, Ltd., 
Canada, 


Toronto, has__ been 








WALTER J. WELDON 


named director of export for the 
entire Coleman organization, it 
is announced by Sheldon Cole- 
man, executive vice-president and 
general manager. Charles R. 
Conn, former sales manager of 
the Canadian company, becomes 
general manager succeeding Mr. 
Weldon. Both appointments were 
effective January 1. 





| sales division in Wichita, joined 


As an advocate of international 
trade, Mr. Weldon is well known 
throughout Canada. He helped 





CHARLES R. CONN 


create the Canadian Exporter’s 
Association and was its first 
president. 

In his new position Mr. Wel- 
don plans to devote considerable 
time in world-wide travel, visit- 
ing countries where there are 
potential markets for Coleman 
merchandise. The company is 
already represented in nearly all 
countries of the globe. 

Mr. Conn, until recently man- 
ager of the major appliance 











USHER ELECTED PRESIDENT OF NEW YORK HARD- 
WARE GROUP AT CHRISTMAS PARTY: More than 60 


members and guests attended 


and election of officers of the Hardware Trade Association, 


Dec. 17, at Millers Restaurant, | 


Roy C. Schmitt, Stanley Tools, played the role of Santa 
Claus, distributing a gift to each man present. 
gathering, with plenty of the Yuletide spirit, the room was 


decorated in holiday fashion. A 


ditional fixings was served. H. L. Usher, Oliver Iron & Steel 


Corp., was elected president, 
Thomas W. K 
H. Atkinson, R. J 


tkinson, 


committee. 


John F. Ryan, Jos. C. Ryan & 


H. T. Potter, Ames Baldwin Wyoming Co.; W. W. Edwards, 
Knowles, Eaton Mfg. Co.; Fred 
A. Scholl. Long Island Hardware Co.. L 
Roy C. Schmidt. Stanlev Tools. 
Norvell; te C. Stites, H. L. Usher, E. W. Dugan, Arthur 


Federal Hardware Co.: W. G. 


Yorke and H. T. Potter. 
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iley & Co., Inc. 
Yorke; J. C. Stites, Cleveland Twist Drill Co., and Sydney 
Inc., were named vice presi- 
dents. E. S. Norvell, E. C. Atkins & Co., continues as sec- 
retary-treasurer and Mr. Dugan is chairman of the board. 
C. D. Merritt, Reed Mfg. Co., is chairman of the executive 
New members of the board of directors are: 


the annual Christmas Party 
44 Fulton St., New York City. 
A jovial 
turkey dinner and all the tra- 


succeeding E Dugan, 
; Arthur Yorke, Hansen & 


Sons, Inc., Yonkers, N. Y.; 


ong Island City, and 
Left to right: Edward S. 


| felt such a policy carried through 


the Coleman organization in 1934 
as a salesman. He traveled ter- 


ritories in Texas, Oklahoma and 
Iowa before becoming sales 
supervisor. 


GRINNELL ADDRESSES 
POT & KETTLERS 


Members of the San Francisco 
Pot & Kettle Club turned out a 
better than average attendance at 
their Nov. 29 meeting to hear one 
of their own members, Ed Grin- 
nell, editor and president of 
Hardware World, discuss the 
“Reaction to the Relaxation of 
OPA.” 

Mr. Grinnell observed on his 
recent Eastern trip that whole- 
salers seemed to be apprehensive 
over some of the large price in- 
creases. He warned that such 
inflationary tendencies would give 
the proponents of price control 
the opportunity to go to the pub- 
lic prior to the 1948 elections 
and show definite proof for the 
need of OPA. “If they are suc- 
cessful,” he added, “we will never 
lose the OPA control.” 


Concerning the tendency on 
the part of department steres to 
call in their purchase books, he 
stated that manufacturers were 
not at all alarmed, but that they 


would spell the end of inflation 
and would give them a chance to 
get production caught up with 
orders. He thought that the same 
policy could be carried out bene- 
ficially by other retailers. 

He also commented on regula- 
tion “W,” which he felt was one 
control proposed by the Govern- 
ment during the war that was ex- 
tremely beneficial. He warned 
that this regulation was being at- 
tacked by credit companies who 
are definitely trying to abolish it. 
He pointed out that the results 
would be extremely bad for busi- 
ness in general because it would 
increase the demand for products 
already in short supply and 
would greatly tend to stimulate 
inflation. 


WHITLAM COMPANY TO 
ERECT NEW WAREHOUSE 


The J. C. Whitlam Mfg. Com- 
pany, Wadsworth, Ohio, has re- 
cently awarded a contract for a 
new building to be erected at 
Wadsworth, Ohio, to warehouse 
more than a million cans, ship- 
ping cartons and various raw 
materials. When completed the 
new building will release badly 
needed space in manufacturing 
plants, now being used for 
storage, so that capacity can be 
greatly increased to take care of 
the demand for Whitlam’s 











FRED STAHL PROMOTED 
BY PERFECTION STOVE 
The Perfection Stove Co., 7609 
Platt Ave., Cleveland, Ohio, re- 


cently announced the appoint- 








specialties, 





FRED STAHL 


ment-of Fred Stahl as manager 
of the Chicago district office. Mr. 
Stahl was formerly assistant man- 
ager of the Chicago office and 
assumed his new duties following 
the retirement of J. H. Prindle. 

Mr. Stahl joined the company 
in 1931 as a salesman. 





KEYSTONERS CHRISTMAS 
FROLIC DRAWS 250 


The Keystoners, an organiza- 
tion of factory representatives, 
held its 10th and largest Christ- 
mas party, Saturday, Dec. 14, at 
the Bellevue-Stratford Hotel, 
Philadelphia, with nearly 250 
members and guests in atten- 
dance. 

The party got under way at 
noon with a buffet luncheon and 
continued all afternoon with an 
abundance of liquid refreshment, 
informal and spontaneous enter- 
tainment and _ goodfellowship. 
Jack McCann, of the J. H. Wil- 
liams & Co., kept things lively 
around the piano. The affair was 
arranged by an_ entertainment 
committee headed by Robert 
Trimble of the Simonds Abrasive 
Co. 

The club at present has 75 
members and a closed roster. 
Officers are: F. W. Anderson, 
Precision Grinding Wheel Co., 
president; B. F. Butterfield, 
Greenfield Tap & Die Corp. 
vice presiderit; Robert Casey, 
Lamson & Sessions Co., secre- 
tary, and Harry White, Yale & 
Towne Mfg. Co., treasurer. 

The club’s emblem, a_blue- 
enameled keystone with the 
name superimposed in gold let- 
ters, was worn for the first time 
by the members. 


HARDWARE AGE 

































































JANUAR’ 


is Manager 
office. Mr. 
istant man- 
office and 
s following 
. Prindle, 
€ company 


RISTMAS 
250 
organiza- 
sentatives, 
est Christ- 


in atten- 


er way at 
cheon and 


freshment, 
ous enter- 


ngs lively 
affair was 


utterfield, 
ie Corp. 
t Casey, 
0., secre- 
, Yale & 
rer. 

a blue- 
rith the 
gold let- 
first time 


AGE 


a Galauced 


ROPE 
MUST HAVE 
ALL FIVE 


J) 
APPEARANCE 
STRENGTH 


WATERPROOFING | 


OPE must be flexible! In any use to which you 

may put rope, a primary reason for its use is— 
Flexibility! You want it Strong ... and you want it 
Waterproof .. . you want it Enduring .. . and you 
want it to have the Appearance that reflects quality. 
Yet you choose rope to do the job because you must 
have Flexibility! 


COLUMBIAN Balanced Tape-Marked PURE MANILA ROPE 
gives you all five! Yet no one quality is sacrificed to obtain others. No 
one quality is obtained at the cost of others! To make rope that is Flex- 
ible, we do not sacrifice Appearance, Strength, Waterproofing, or Endur- 
ance. In fact, each of these qualities, in Columbian Rope, contributes to 
Flexibility. Waterproofing, for example, insures that this, the finest rope 
we can make, will be Flexible—even when wet! 


COLUMBIAN ROPE COMPANY 


400-70 Genesee St., Auburn, “The Cordage City,” N. Y. 


TAPE-MARK{ 


W774 PURE MA 
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CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 
CHAIN FITTINGS 
CLAW EMERGENCY TIRE CHAINS 
CLAW TIRE CHAINS 
CM LIBERTY COIL CHAINS 
CM LIBERTY MACHINE CHAIN 
CONVEYOR CHAIN 
DREADNAUGHT TIRE CHAINS 
DIXIE TRACE CHAINS 
HARNESS CHAIN 
HERC-ALLOY HEAT TREATED CHAIN 
HERC-ALLOY SLING CHAIN 
HERCULES STEEL LOADING CHAIN 
HOISTING CHAIN 
INSWELL BBB COIL CHAIN 
INSWELL PROOF COIL CHAIN 
INSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR CHAIN 
TIRE CHAIN ACCESSORIES 
TOW CHAINS 


AUTOMOTIVE... AGRICULTURAL ... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 
It could be possible that by the time this advertisement appears we may 
again be in position to start filling dealers’ orders completely and promptly 
as we did prior to December 1941. In any event, we here are very much 
aware of the peacetime job that lies ahead and how important it will be 
to all our dealer friends to have a dependable source of supply for quality 
chain. You can count on CM...as always. 


COLUMBUS -McKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
General Offices and Factories: 


126 FREMONT AVENUE, TONAWANDA, NEW YORK 


Sales Offices: New York, Chicago, Cleveland, San Francisco 
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J. R. CHESMAN JOINS 
HUFFMAN MFG. CO. 


Joe R. Chesman has been 
added to the sales staff of the 
Huffman Mfg. Co., 1900 Linden 
Ave., Dayton, Ohio, bicycle man- 
ufacturer. 

He will be headquartered at 
the Huffman plant, where he 
will assist D. S. Mitchell, vice 
president and sales manager, 
Stan Lamb, bicycle sales man- 
ager, and Len Wilson, sales 
promotion manager. 





JOE R. CHESMAN 


440 ATTEND BOOSTERS’ 
33RD ANNIVERSARY 
CHRISTMAS PARTY 


The 33rd Anniversary Christ- 
mas Party of the Hardware 
Boosters, New York organization 
for “the promotion of friendly 
cooperation among hardware 





salesmen and between salesmm 
and the hardware trade of th 
New York Metropolitan District’ 
was attended by 440 members an 
guests, Wednesday evening, De, 
18, in the Grand Ballroom of th 
Hotel Roosevelt, New York City, 
It was the best attended Christ. 
mas party ever held. 
Friendships were renewed over 
cocktails, prior to the dinner, 
The entertainment which fol- 
lowed was generally acclaimed 
as the finest seen at a New York 
trade affair in a number of years, 
This part of the program had 
been arranged by the committee 
composed of Booster Vice-presi- 
dent, Ernest W. Law, Abrasives 
Products, Inc., chairman, Robert 
J. Ducanson, Richards- Wilcox 
Mfg. Co., vice-chairman, Arthur 
M. Pope, Sargent & Co.; William 
Wolfe, Carborundum Co.; Morti- 
mer Maas, manufacturers agent, 
and Kenneth M. Lanyon, Yale & 
Towne Mfg. Co. A number of 





valuable gifts were distributed 


| by Saint Nick, impersonated by 


Mortimer Maas, manufacturers’ 


| representative. 


PHILADELPHIA FIRM 
IN NEW QUARTERS 


The Philadelphia Notion & 
Novelty Co. planned to open its 
new building and show room at 
62-66 N. Second St., Philadel- 
phia, Jan. 2. The new structure 
replaces one destroyed by fife. 
The new one, of fireproof con- 
struction, contains 25,000 sq. ft. 
of floor space. 

The firm was established in 
1914 and now travels 10 men. 








“MECHANIX ILLUSTRATED'S” RECENT NATIONAL 





4 





CRAFTS & SCIENCE EXHIBITION at Madison Square 
Garden, New York, was opened by Charley McCarthy (and 
Edgar Bergen) who were greeted by the Jersey Ramblers, a 
quartet affiliated with the Newark Chapter No. 2, of the 
Society for the Preservation and Encouragement of Barber 
Shop Quartet Singing in America, Inc. From left to right 
are: Edward Marsh, Federal Telephone & Radio Corp.; Ray 





Sandiford, manager of the quartet and Eastern manager ° 
HARDWARE AGE; George Sheridan E. I. DuPont & ©o.; 


and Harry Demarest, Celanese Co. of America. 
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MORE THAN A FULL CARLOAD OF RULES ordered 
recently by the Schoellkopf Co., Ltd., 806 Jackson St., Dallas, 
Texas, wholesale hardware firm, from the Master Rule Mfg. 
Co., Inc., 201 Main St., White Plains, N. Y., is believed to be 
the largest single peacetime rule order ever written. 

Responsible for the big transaction were, standing, left to 
right, Jack Taylor, and Glenn Durland, co-managers of the 
Hardware Division of the Schoellkopf firm, and seated, 
Charles R. Haggard, factory representative of the Master 
Rule Co., and Fred Schoellkopf, Jr., general manager 
of the wholesale firm. Also instrumental in the transaction 
_ aged C. Nicholson, president of the Master Rule Mfg. 

o., Inc. 

The Schoellkopf Co. covers Texas, Oklahoma, Southwest- 
ern* Arkansas, Southeastern New Mexico and Louisiana and 
’ travels 33 men. Its business until recently hz--] been in manu- 
facturing and specialized distributing, but the firm has an- 
nounced its intention to greatly expand its sales volume in 
shelf hardware. 
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MOHR NAMED MANAGER 
FOR FREEDOM- 
VALVOLINE 


Freedom-Valvoline Oil Co., 
Freedom, Pa., has announced its 
appointment of C. M. Mohr as 
the new manager of the com- 
pany’s Freedom Division, serving 
those sections of Pennsylvania, 
Ohio, and West Virginia known 


” ° 
as the Tri-State area. 


As head of the Freedom Divi- 
sion, Mr. Mohr will have at his 
disposal resources that were 
greatly expanded as the result of 
a recent company merger. This 
merger made available the facili- 
ties of two modern refineries, 
additional scientific research 
laboratories, and a highly prized 
privately-owned pipe line ex- 
tending over the Pennsylvania 
field. 

For the past three years he has 
devoted his time exclusively to 
sales-service work among dealers 
throughout the Freedom Divi- 
sion, and in his new capacity he 
will continue as much of that 
work as possible. Mr. Mot will 
also be responsible, in part, for 

’ 
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|the promotion of the Freedom- 
| Valvoline line of rust removers 
| and rust preventives that were 
used so successfully by 
Armed Forces during the war 
and since have been adopted by 
manufacturers and shippers in 
various industries. 





F. R. LACK, PRESIDENT, 
AMERICAN STANDARDS 
ASSOCIATION 


ident of Western Electric Com- 
pany, has been elected president 
of the American Standards As- 
sociation, 70 E. 49 St., New York 
City, for the ensuing year. Mr. 
Lack succeeds Henry B. Bryans, 
executive vice-president of the 


Mr. 
president of the ASA. 

George H. Taber, Jr., is new 
vice-president of the Association 
for the coming year. He is ex- 
ecutive vice-president of the 
Sinclair Refining Company and 
| already was a member of the 
| Board of Directors of the ASA. 





the | 








Frederick R. Lack, vice-pres- | 


Philadelphia Electric Company. | 
Lack formerly was vice- | 








IMMEDIATE DELIVERY 


“NO INCREASE 
IN PRICES” 
Mail Us Your Order Today 


@ CALKINS BREAKFASTER 
Oven style toasting Underwriters’ Approved 
For toasting bread, muffins, rolls,* toasted cheese 
sandwiches, etc. 
Top plate is ideal for frying meats, eggs, bacon, 
heating foods, etc. 
O.P.A. Retail price $12.95 List, 5% more zone 2 

Dealers Cost: 

In lots of 6, ea. $8.95 In lots of 12, ea. $8.50 


@ TWO-BURNER ELECTRIC STOVE 
O.P.A. Approved. Retail $15.40. 








High, Medium and low on both Burners. White 
Enamel. Standard packages of 8 stoves 
Oa ee aoe 

@ ELECTRIC ROOM HEATER 
O.P.A. Approved. Retail $9.95. 
A beautiful standard size cabinet model. 1320 


Watts. Standard packages of 10. Underwriters’ 
Approved. — Each ...... ; .50 


@ ELECTRIC TOASTER 
O.P.A. Approved. Retail $5.88. 
All Aluminum Two-Slice Flip Toaster 
packages of 10. — Each 





Standard 





HAINES 
ELECTRIC IRON 


(MODEL 300) 


Retail Price List $5.40 
(List 5% more In Zone 2) 


Beautifully streamlined non 
automatic all chrome finish, 
weight 4//, pounds, 550 watt. 
Standard packages of [2 
Each Net 


IMMEDIATE DELIVERY on each of the above listed items 


Terms: Check with order or C. O. D. Net 
Railway Express F.0.B. Chicago 


HAINES MANUFACTURING CORP. 


4754-56 N. CLARK ST. CHICAGO 40, ILL. 
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Hairline Accuracy in 


IZGPARTIS ... 


% There are about 125 high pre- 
cision parts in an ordinary Gil- 
These 


parts must be made carefully, 


bert alarm clock. * * 


assembled carefully, tested and 
inspected carefully, to meet Gil- 


bert quality standards. 


% This takes time and limits the 
rate of production but results 


in a product worth waiting for 


*% If your wholesaler has been un- 
able to supply you, ask him 
He will be glad to do 


so as soon as he has a stock of 


again. 


Gilberts to share with you. 


THE Won. L. GILBERT CLOC 


clock makers to the nation since 1807 
WINSTED, CONN. 
Laconia, N. H. 


S51 Fitth Avenue 141 W. Jackson Blvd. 
New York 17, N. Y. Chicago 4, Ill, 


K* Corp. 




















OBITUARIES 








JOHN P. MURTA 


| John P. Murta, 81, a partner 
and one of the founders of Murta, 
| Appleton & Co., Sansom & 12th 


mill supply distributors, died at 
his home, Dec. 17. He was active 
in business until just a week be- 
fore his death. He had repre- 
sented Russell & Erwin, New 
Britain, Conn., before organizing 
his own firm with John Appleton 
in 1889. 








JOHN P. MURTA 


sociation, the American Society 
of Architectural Hardware Con- 
sultants. He was made a mem- 





PETER O. KNIGHT 


Peter O. Knight, 80, for many 
years president of the Tampa 
Tampa, 


Co., Fla, 


Hardware 


|Sts., Philadelphia, hardware. and | 





PETER 0. KNIGHT 


which was liquidated in 1928, and 
at one time attorney for the 
Southern Hardware Jobbers’ As- 
sociation, died recently, after a 
long illness. The Tampa Morn- 
ing Tribune, in an _ editorial, 
called Mr. Knight “Florida’s fore- 
most citizen, for many years its 
most active, useful, influential 
and widely-quoted citizen.” He 
made many business and civic 
interests. 











ber of the Harpware AcE Fifty- 
Year Club in 1939. | 


, | FREDERICK W. JOHNSON | 


Frederick W. Johnson, vice- | 
president and director of the Boss | 
Mfg. Co., Kewanee, IIl., work | 
gloves, died on Nov. 28, at his | 
home in Brooklyn, N. Y. Mr. 
Johnson was transferred from the 
home to the New York office in 
1912, to manage the metropolitan 
office and factory. He ‘had joined 
the company nearly 40 years ago. 
He was in charge of the sales 
jactivities of the New England 
|and Atlantic coast states for over 
|30 years. He served as head of 
the Work Glove Unit of the War 
Production Board. 





WALTER J. DIXON 


Walter J. Dixon, 83, who for 
many years was engaged in the 
|hardware business at Kokomo, 
|Ind., died at his home in that 
\city, Dec. 10. 








JOHN A. HILLERICH, 80, 
foremost developer of the 
baseball bat, president of 
Hillerich & Bradsby, Louis- 
ville, Ky., whose death on 
Nov. 28, was previously re- 
ported in these columns. Mr. 
Hillerich died while enroute 
to the national convention 0 
organized baseball in Los An- 
geles. 
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FRANK M. HOBBS 


FRANK M. HOBBS 
Frank M. Hobbs, 76, president 
of the Charles Leonard Hardware 
Co., century-old wholesale firm of 
Petersburg, Va., died Dec. 1], in 


a Richmond hospital. . | 


Mr. Hobbs had been associated 
with the firm since he was 17. 
He was elected to the presidency 
when the company was reorgan- 
ized in 1921. His widow survives 
him. 


A. E. DYKES 


A. E. Dykes, 76, vice-president 

| of J. H. Ashdown Hardware Co., 

Ltd., Winnipeg, Can., died Nov. 

| 28. He was associated with the 
company for 60 years. 





FERDINAND 
HOEMMELMEYER 


Ferdinand Hoemmelmeyer, 73, 
who for more than 50 years oper- 
ated the F. & H. Hoemmelmeyer 
Hardware, Cincinnati, Ohio, with 
his brother, died Nov. 20. He was 
active for more than 40 years in 
the Cincinnati Hardware Club 
and was a member of the Key- | 
stone Hardware Stores. 











STORE MODERNIZATION 
SHOW NEXT JULY 


The First Annual Store 
Modernization Show, which will 
present the first preview of the 
Retail Store of the Future, will 
be held the week of July 7, 1947, 
in Grand Central Palace, New 
York City. Plans for the show 
were drawn up by an advisory 
committee of Retail Store Trade 
Associations executives and out- 
standing store design architects, 
at a luncheon, held Nov. 29. 

At this show store owners will 
see the most advanced store 
fronts, flooring, lighting fixtures, 
show cases, display equipment, 
heating equipment, paints, air- 
conditioning equipment, mer- 
chandise-handling equipment, es- 
calators, departmental signs, 
fountains, fans, refrigeration, and 
fire and burglar alarms. 





POP-UP TOASTMASTER 
UNDER FAIR TRADE 


Fair Trade contracts have been 
executed in all states having 
Fair Trade Laws, establishing 
both minimum wholesale prices 
and the minimum retail price on 


of one conforming to customary 
practice, was also made. The 
benefit of the increase will be 
passed along to both distributors 
and retailers in slightly increased 
profit margins. 

Missouri, Texas, Vermont and 
the District of Columbia are the 
only states in which there are no 
Fair Trade Laws. 





RETAIL FEDERATION 
GETS CONSULTANT ON 
SOCIAL SECURITY 


The American Retail Federa- 
tion has announced the appoint- 
ment of James C. Lucas, Port- 
land, Me., to its Washington staff, 
as consultant and adviser on all 
matters pertaining to Social Se- 
curity. 

Mr. Lucas has been serving as 
executive secretary of the Maine 
Merchants Association since De- 
cember 1945. Under his general 
direction the association has 
taken an active part in numerous 
state tax research projects. More 
recently, Mr. Lucas directed the 
Maine Association’s state-wide 
campaign for the reduction of 
payroll tax rates under the 





the Toastmaster Automatic Pop- 
up Toaster, Model 1B12, accord- 
ing to Toastmaster Products Di- 
vision, McGraw Electric Co., 
Elgin, Mil. | 

W. E. O’Brien, general sales 
manager, pointed out that the 
contracts were as binding upon 
those who do not sign contracts 
as upon those who do. A slight 
increase in the Toastmaster 
toaster list price from $18.55 to 
$18.75 designed to eliminate the 
awkward O.P.A. price in favor 
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Maine Unemployment Compen- 
sation Law. 


A CORRECTION 


In an announcement, on page 
134 of the Dec. 19, 1946, issue of 
HarpwareE Ace, of the appoint- 
ment of William J. Hoehlein as 
a representative of Worth Hard- 
ware Co., Inc., wholesalers, the 
former address of the company 
was given. Worth Hardware Co., 
Inc., is located at 84-86 White 
St., New York City. 
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HEAT-BOOSTER consists of 2 sturdily constructed steel heating units 
They stand alongside the andirons, one against each wall, absorbing 
the heat from the fireplace, and then radiating it throughout the entire 
room. 3 standard sizes cover all fireplace needs. 

i, 
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FOR WOOD OR COAL-BURNING FIREPLACES 


SUGGESTED RETAIL PRICE $ ? ke 


e NOTHING TO INSTALL 
e NOTHING TO SERVICE 
e WORKS LIKE A CHARM 





For the first time, here is a radiant 
fireplace heater that is packaged, 
ready ‘to install, fool-proof and a 
big profit item. HEAT-BOOSTER 
works like a charm in wood or 





INSIDE VIEW 


This cut-out side view shows the 
baffling system for heating the 
air, and giving the air enough 
pressure to circulate throughout 
the room. 


coal-burning fireplaces. It uses 
less fuel to give more heat! Be 
the first in your community to 
feature it. 


IMMEDIATE DELIVERY 


FRONT VIEW 
Cold air is drawn in 
through grille at bot- 
tom, and warmed air 
returned through grille 
on top. Grilles are ad- 
justable for size of 
fireplace, and angle 
of heating desired 


Ask Your Distributor — 
Write, Wire or Phone 
Eastern Connecticut Welding Corp. 


NEW LONDON CONNECTICUT 
Manufacturers of the Famous THERMAFLO Scientific Fireplace 


Patents Pending 
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16 REASONS WHY 


NATIONAL LOCK .CABINET HARDWARE 
is easy and profitable to sell 


Choice of four distinctively designed sets — each 
set is perfectly matched. Catches, Pulls, Knobs and 
Hinges are all styled in harmonious patterns. 


Finished in lustrous, gleaming, easy-to-clean chro- 
mium. Here is beauty smoothly combined with 
rugged utility. 


Packed in attractive envelopes — clearly printed for 
quick identification. Envelopes are packed in space- 


saving cartons. 

Envelope packing eliminates loss of screws and 
small parts. Instructions for installing are packed 
with all Catches. 


Counter display boards showing application 
of flush and offset type Hinges, push-button 
and friction type Catches make your selling 
job easier. Display boards are available in 
| four different sizes. 





NATIONAL LOCK COMPANY 


Cabinet Hardware Division 


ROCKFORD ILLINOIS 

















FEDERAL SIMPLIFICATION NEWS 











PAPER SHOT SHELLS, 
METAL CARTRIDGES 


The Standing Committee in 
charge of reviewing Simplified 
Practice Recommendations R3l, 
Loaded Paper Shot Shells, and 
R62, Metallic Cartridges, has ap- 
proved a revision of these rec- 
ommendations and copies have 
been mailed to all at interest for 
consideration and acceptance. 

The proposed revision of R31- 
45 effects a net reduction of four 
loads or approximately 3 per 
cent of the number of loads 
previously recommended for 
stock purposes. Before the estab- 
lishment of this recommendation 
in 1925, the variety of shot shells 
was 4,067. The number of loads 
retained in the original issue of 
R3l was about 1,750, and the 
number now suggested for re- 
tention in the 9th revision is 
137, an overall reduction of 96.6 
per cent. 

The proposed revision of 
R62-45 will reduce the number 
of rim-fire cartridges from an 
average of 24 items to 19 for 
each company, a reduction of 
approximately 21 per cent. The 
number of center-fire cartridges 
will be reduced from an average 
of 125 items to 111 for each 
company, or approximately 11 
per cent. 

If found generally acceptable, 
both revisions will be effective 
from Jan. 2, 1947. 


Mimeographed copies of the 
proposed revisions may be ob- 
tained from the Division of 
Simplified Practice, National 
Bureau of Standards, Washing- 
ton 25, D. C. 





FLUID MILK CANS 


Printed copies of Simplified 
Practice Recommendation R208- 
46, Fluid Milk Cans, are now 
available, according to an an- 
nouncement of the Division of 
Simplified Practice of the Na- 
tional Bureau of Standards. 

This recommendation applies 
to roll-bottom, hoop-bottom, and 
solderless types of milk shipping 
cans of 5-, 8-, and 10-gallons ca- 
pacity, and to small milk delivery 
cans of 4-, 8-, and 12-quart capac- 
ity. For each size of these two 
types of cans, the recommenda- 
tion includes essential dimen- 
sions, gage of steel used for vari- 
ous parts, types of covers and 
closures, and other detail. 

Copies of Simplified Practice 


from the Superintendent of Docu- 
ments, Government Printing 
Office, Washington 25, D. C., for 
five cents each. 





MILLED FILES 


The National Bureau of Stand- 
ards has announced that the 
Standing Committee in charge of 
Simplified Practice Recommenda- 
tion R6-45, American Pattern, and 
Curved-Tooth Milled Files, has ap- 
proved a proposed revision of the 
recommendation for distribution 
to all interests for comment, ap- 
proval or both. 

The proposed revision would 
add 18 items to the list as con- 
tained in R6-45. The kinds of 
files and rasps affected are Mill 
Files—l Round Edge, Square 
Blunt Files, Three-Square Files, 
Double Ender Files, Taper Files 
and Horse Rasps. If approved 
by the industry this will be the 
third revision of R6-45 since war- 
time restrictions on the manufac- 
ture of files has been removed. 
Like the two earlier ones, it rep- 
resents a further effort to adjust 
the recommendations for peace- 
time practice. 





INSECT WIRE SCREENING 


Copies of the new commercial 

standard for insect wire screen- 
ing (CS138-47) are being made 
available to retailers, according 
to Ralph W. Bacon, secretary of 
the Insect Wire Screening Bu- 
reau, an association of producers 
which initiated the preliminary 
action leading to promulgation 
of CS138-47 by the National 
Bureau of Standards. The stand- 
ard is effective Jan. 2, 1947. 
Member companies of the In- 
sect Wire Screening Bureau will 
distribute thousands of copies to 
their jobbers, who will then sup- 
ply them to individual retailers, 
Mr. Bacon said. 
Any retailer who does not re- 
ceive a copy through his jobber 
may obtain one by writing the 
National Bureau of Standards, 
Washington 25, D. C. 








NEW HARDWARE STORE 
IN BAKERSFIELD, CAL. 


The Ford Hardware Co. is a 
new concern .which opened for 
business at 1408 18th St., Bakers- 
field, Cal., Nov. 28. Associated 
in the business are R. M. Ford, 
C. L. Fraysher, C. N. Beard, 


Roland Greene and Lee JV. 
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EMPY SAYS: 
Try these for a 

good clean sweep 
in brush sales 


Remember those China bristle brushes you’d have 
given your good right arm for a few months ago? 
We have them now .. . the STEVENS and other 
models of hand-set, resilient, pure black China bris- 
tle. Ideal for smooth-surface sweeping in schools, 
banks, hospitals, offices, hotels, and institutions. 


Top quality, pure grey horse hair brushes are also 
available for prompt delivery ... the LEXINGTON 
and FRONTENAC. Both are staple set, machine 
made floor sweeps. 


We have a wide range—in style and 
quality—of floor brushes. Send for catalog. 


Empire Crushed hamous for 


style, economy and durability 








Manufacturers ot Maintenance, Householti and Personal Brushes Since 1909 
JANUARY 2, 1947 











| 








| Aire so customers know you have it. . 


| *Reg. U. 8. Pat. 
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THE ORIGINAL AIR DEODORANT 


NOW 


NATIONALLY ADVERTISED 


in these 


M-Yolollale ME iuteleieb 4ial-t: 





62,182,373 readers of these 
magazines will learn about this 
quicker way to clear away 
unpleasant odors . . and make 
the air fragrant . . fresh! 


Cash in on This | 


National Advertising! 


You can get good, steady profits 
this national campaign. Display Sweet- 

























from Sweet-Aire if you tie in with 


. keep a demonstrator 
bottle out so they can actually spray Sweet-Aire. It’s a powerful 
self-seller when customers can “see it work.” 

Sweet-Aire is the fast-acting air deodorant. No wicks .. . no 
waiting! Instantly makes air fragrant . . . fresh. Sweet-Aire 
checks odor conditions and freshens air in kitchen, nursery, bath, 
basement, closets, offices, reception rooms, etc. You can get 
volume sale by suggesting that customers buy several bottles to 
keep in different rooms. ’ 

Instant Sweet-Aire is the original air deodorant . . . tested and 
proved by years of home use. Ask your Hardware Jobber’s Sales- 
man about Sweet-Aire . . . and get full information about our 


Co-operative Advertising Plan. 
MILLER PROTECTO PRODUCTS COMPANY, Kelamazoo 41, Mich. 


f-——— 







Cash in 
." On Sweet_a; 
National Advertising - 


Demon 
lar —— Bottles 


Supplied 
Display Kj 
actory 
Your 
Salesman 


t sent 
after first 
Hardware 
for details. 





a 





RETAIL PRICES 
4-o0z. bottle 
8-oz. bottle 
16-0z. bottle .. 
Atomizer 85¢ 
Atomizer carton-packed and 
sold separately. Fits both §- 
bottles 


$1.00 
.. $1.75 


Two Fragrances: 
Cedar Pine or 
Oriental 





and 8-oz 
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Suppliers Inventory 
Exemptions Doubled Many 


Items Decontrolled 


Relaxation of supplier’s in- 
ventory controls by raising the 
dollar value of the inventory ex- 
emption from $35,000 to $70,000 
was announced by the Civilian 
Production Administration. 

The action was accomplished 
by amending Suppliers Inventory 


Limitation Order L-63, and was | 


taken in order that suppliers, not 


| 


formerly subject to the order, | 
would not be brought under its | 


provisions by price increases 
which would increase the value 


of their inventories without ma- | 


terially increasing their physical 
holdings. 

The amendment also sets up 
a special list of products which 


a supplier may, if he wishes, ex- | 


clude in computing his maximum 
allowable inventory. 


so, however, he must also ex- 


If he does | 


clude these items in computing | 


his sales. Since his permissible 


inventory is based on his sales | 


in a previous period—three 
months in the East and four 
months in the West—he may not 
count these items in his sales if 
he does not compute them in 
estimating his allowable inven- 
tory. CPA officials made it clear 
that this matter was optional 
with each supplier, who may 
continue to include the listed 
items in his calculation if he 
feels it to his advantage to do so. 
The following is the list of 
products now released from sup- 
pliers inventory controls because 
they are either no longer con- 
sidered to be in short supply or 
they are not considered essential 
to the national economy: 
All 76 items listed on Table 3 
of Priorities Regulation 32 in- 
cluding, some building materials, 
dry cell batteries, baled raw cot- 
ton, raw wool and a large num- 
ber of metals and _ minerals: 
Antiques, Christmas ornaments 
and supplies, clocks and watches, 
flowers and plants, garden sup- 
plies and seeds for garden use. 
giftwares (including jewelry ac- 
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| residential construction, probably 





cessories), jewelry and_ silver- 
ware, luggage and other leather 
goods, musical instruments (in- 


radio receiving sets, radio and 
phonograph combinations, school 
supplies, smoking equipment, 
sporting goods and _ cameras, 
stationery and books, toilet ar- 
ticles and toiletries (cosmetics 
and shaving equipment), toys 
and games, wheeled goods. 


The order also contains a list 
of products which may be sim- 
ilarly treated by suppliers, ex- 
cept that they remain subject to 





cluding pianos and _ organs), 


the practicable minimum work- 


addition of furniture, 
china and glassware. 


pottery, 





WAA TO HOLD 
PRICE LINE 


Administrator Robert M. Little- 
john has announced that the War 
Assets Administration will ad- 
here to the price schedules in 
effect before the President di- 
rected the decontrolling of 
prices. The War Assets Admin- 
istration will help hold the line 











Oriental rugs, phonograph rec-| ing inventory restrictions of | by continuing its policy of fair 
ords and supplies, phonographs, | Priorities Regulation 32. This prices for government surplus 
picture frames and _ mirrors,| list has been amended by the | property. 

trols on building materials. 


New Building Program to Spur 


Non - Housing 


(Washington Bureau 
of HARDWARE AGE) 


An increase in permitted non- 


as much as 40 per cent, is fore- 
cast as a result of President 
Truman’s curtailment of the 
rigid housing program which has 
been in effect most of this year. 

In his announcement of Dec. 
14, the President stated that the 
emphasis during 1947 will be on 
rental housing and at the same 
time wiped out priorities for 
builders and individuals. How- 
ever, the allocation of certain 
scarce materials, such as mer- 
chant pig iron and steel, to 
manufacturers of building mate- 
rials will be continued through 
the first quarter of 1947. 

Briefly, the housing program 
for 1947 encompasses the follow- 
ing major steps: 

1—Increased 
construction. 

2—A simple permit system, 
which will allow any person to 
build a home. 

3—Ending of priority ratings 
for builders and _ individuals. 
Outstanding priorities will be 
honored, but the issuance of ad- 
ditional priorities will be dis- 
continued as soon as the permit 
system gets into operation. 

4—Elimination of the $10,000 
ceiling on new homes and re- 
laxation of the $80 rental ceiling. 

5—Immediate review of pre- 
mium payment plans, with pos- 
sible elimination of some. 
6—Continuation of guaranteed 


non-residential 








Construction 40 P. C. 


market plans for industrial or 

prefabricated housing and for | 

new types of materials. 
7-—Continuation of export con- | 


Apprentice training and tech- 
nical research will also be carried 
forward, according to the Pres- 
idential announcement. 

NHA expects soon to begin 
issuance of the orders necessary 
to effectuate this program. 








WAA Offers Million Lbs. of Bristles 


One million pounds of war 
surplus China and India bristles, 
used in the manufacture of paint 
brushes, hair brushes, tooth 
brushes, and many other indus- 
trial and household brushes, are 
being offered for sale at fixed 
prices, War Assets Administra- 
tion has announced. 

The bristles, which cost the 
government nearly $6,000,000, 
are offered in minimum 3,000-lb 
assortments. Each assortment in- 
cludes both China and India 
bristles and prices vary slightly 


depending on the assortment 
make-up. 

The China bristles are packed 
in cases containing approximate- 
ly 133-1/3 lbs net per case. The 
India bristles are packed in 
cases which do not contain more 
than 100 Ibs net per case. 

Offers to purchase will be re- 
ceived for consideration until 
noon, January 6, 1947 and should 
be addressed to War Assets Ad- 
ministration, c/o Frederick H. 
Cone & Company, Inc., Agent, 
181 Front Street, New York 7, 
New York. 








10,000 SURPLUS CLOCKS 
OFFERED BY WAA 


More than 10,000 unused 
clocks declared surplus by the 
Army and Navy are being offered 
to competitive bidders in a cur- 
rent sale by the War Assets Ad- 
ministration in the New York 
region. They may be purchased 
in minimum lots of 200. 

Sealed-bid forms and descrip- 
tions of the clocks may be ob- 
tained from the WAA or from its 
agent conducting the sale, the 
Walsh Construction Co., Building 
77, New York Naval Shipyard, 
Brooklyn. N. Y. Bids will be 











publicly opened at 11 a.m., Jan- 
uary 6. 

The offerings include 4,896 
clocks with 6-in. dials, 12-hour 
markings and 8-day movements; 
2,667 with 314-in. dials, 12-hour 
markings and 8-day works; 503 
with 8%4-in. dials, 12-hour mark- 
ings and 8-day movements; 959 
of the electric drum type, and 
1,741 with 24-hour markings, 6-in. 
dials and 8-day movements. 

The clocks are stored at the 
Voorheesville, N. Y., Army Sub- 
Depot, and the Scotia, N. Y., 
U. S. Naval Supply Depot where 
they may he inspected. 
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GRIFTIN 
HINGES 


* 


( SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 








AGENTS 
NEW YORK: 45 Warren St. BOSTON: 115 Broad Street 
SAN FRANCISCO: 703 Market St. 
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rbll- Purpose WINDOW MATERIAL 
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pre-sold 
by CONTINUOUS 
coger. conch NATIONAL MAGAZINE 

ST TO COP" 2 RADIO ADVERTISING 


Advertised Regularly 
in 
FARM JOURNAL 
COUNTRY GENTLEMAN 
SUCCESSFUL FARMING 
POULTRY TRIBUNE 


AMERICAN POULTRY 
JOURNAL 


MIDWEST FARM GROUP 




















Powerful national advertising 
continuously emphasizes the 
multi-use, low-cost features of 
R-V-LITE, Magazine and radio 
constantly hammer home its 60% 
“Vitamin D” sun ray transmis- 
sion, transparency, protection 
and long life. In homes and on 
farms the country over, R-V-LITE 


and other national 


consumer magazines sales are easy! 
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POINT-OF-SALE HELP, FREE 


Free Dispensing Display Rack and 
other material remind folks to buy. 
USE IT! 
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50 FT. AND 150 FT. 
ROLLS, 36 INCHES WIDE 






Stock up now! 
ORDER FROM 











Monutoactured Exclusively by 


CORPORATION 


CHICAGO 18, ILLINOIS 


ARVEY 


3470 N. KIMBALL AVE. 














January 2, 1947 








ADVANCES 
Pig iron. Extras on some grades of sheets. Cut spikes. Tin plate. 
Black plate. Roofing ternes. Lead. Antimony. Some makes door closers. 


DECLINES 


DDT 








Higher steel prices—A price 
advance of $2.00 a ton in early Decem- 
ber, by “practically all producers of pig 
iron,” Iron Age said, “brings the jour- 
nal’s composite price of pig iron to 
$30.14 per gross ton, compared to a 
composite price of $23.61 per ton in 
1941, when controls were instituted.” It 
added that late adjustments on base 
prices for some flat-rolled items by many 
companies, along with substantial in- 
creases in the “extras,” resulted in net 
increases to steel consumers of from 
$2.00 to $5.00 per ton on some products. 
Sheet and strip prices have been ad- 
vanced by Inland Steel Co., Sharon 
Steel Corp. and Republic Steel Corp. 
Carnegie-Illinois Steel Corp. announced 
its domestic price of coke tin plate was 
increased Jan. 1. Two companies an- 
nounced prices on hot and cold rolled 
sheets and strip, bringing the new list- 
ings to $2.50 per cwt. for hot rolled car- 
bon strip and cold rolled carbon sheets, 
and $3.20 for cold rolled carbon strip. 
Carnegie-Illinois said the 1947 increase 
in its domestic tin plate price would be 
50 cents per base box of 100 lbs. Used 
in tin cans, coke tin plate will be 
priced at $5.75 per cwt. at Pittsburgh 
and Gary, compared with the present 
level of $5.25. 


Armco’s new schedule—Effective 
December 2, the American Rolling Mill 
Co. announced new schedules of extras, 
to be used in conjunction with new base 
prices on certain grades of sheets. The 
new base prices, per 100 lbs., include: 
hot rolled sheets, $2.50; hot rolled in- 
got iron sheets, $2.75; cold rolled steel 
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sheets, $3.20, and cold rolled ingot iron 
sheets, $3.70. New base prices, per cwt., 
No. 10 gage, are also announced on: 
galvanized sheets, $3.55 (superseding 
the old base of No. 24 gage at $4.05) ; 
ingot iron galvanized sheets, $4.10; 
steel long ternes, $3.55, and ingot iron 
long ternes, $3.95. The company’s 
paint-grip and zinc-grip specialties were 
also raised. The new prices are f.o.b. 
Pittsburgh and Middletown, Ohio, and 
in some instances the ruling basing 
point price at other points will apply. 
Primes and seconds and cold finished 
mill-run sheet grades have been dis- 
continued, with cold rolled commercial 
quality sheets set up as a new grade. In 
its new list, Armco has set up the fol- 
lowing gage extras for zinc coated 
sheets: 


Sheet Ga. 

No. 10 Base 
itnacainededane tein $0.05 extra 
| Ee ge eee eee -10 extra 
Dh eewtedcccnceeteewen 15 extra 
RE Ne ne ere .20 extra 
_ ae isctentasekee .25 extra 
Mader daneetbwanevas .25 extra 
Divas v vegies penevewes 30 extra 
Re ee ae .35 extra 
i cicakchatnsadveses 40 extra 
De kianedescasevekwe 45 extra 
ORE ae ee 50 extra 
EN eee eer .55 extra 
Daaday sb oeesbaceeur .60 extra 
- ES ee eee ees .65 extra 
SESE eRe 75 extra 
Mii cdiewsenesaeualny 85 extra 
Ee eee .95 extra 
Mi eaRivikee tens Craeees 1.00 extra 
DLS GUN ee Es sedan sews 1.25 extra 
a Sree 1.50 extra 
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Cut spikes raised—From Pitts- 
burgh jobbing sources, it was learned 
that two companies have increased the 
price of cut spikes from $3.65 per cwt. 
base, to $4.50. Some jobbers advanced 
their warehouse prices on cut spikes, in 
proportion to this mill advance. 

” a * 

Door closers — As of Dec. 5, 
prices of door closers and parts were 
advanced 10 per cent by some leading 
makers. 

oa 7 + 

Steel rails — An increase of 
$6.60 per ton in the price of standard 
steel rails was announced Dec. 17 by 
Carnegie-Illinois Steel Corp. The new 
price is $50 per ton, against the former 
$43.40. Other price increases put into 
effect by the company were $2 per ton 
on hot rolled carbon steel bars (used 
for farm implements, machine tools, 
screws, bolts, and nuts among other 
items); also $2 per ton for steel rein- 
forcing bars (used to reinforce concrete 
and for other purposes) ; $5 per ton for 
tie-plates, and $3 per ton for splice bars 
—the latter both used by the railroads. 

+. . * 


Tin plate—A 10 per cent rise 
in the price of electrolytic tin plate, 
effective January first, has been an- 
nounced in Pittsburgh. Carnegie-Illi- 
nois Steel Corp. announced, also in New 
York that it would make similar in- 
creases ranging from 50 to 90 cents per 
base box effective the first of the year. 
Notices already have gone out to the 
trade that the price will be raised on 75- 
Ib. electrolytic tin plate from $4.56 to 
$5.25, on 50-lb. plate from $4.50 to $5.05 
and on 25-lb. plate from $3.95 to $4.85 
per base box, the Pittsburgh announce- 
ment said. Black plate, from which tin 
is rolled, has been priced at 3.60 per 
100 Ibs., f.0.b. mill—a 30-cent advance. 
Roofing ternes of 8-lb. coating are up $1 
to $13.50 per package of 112 sheets. 
Eight-pound coating “manufacturing 
ternes” have been raised 80 cents, to 
$6.15 per base box and 15-lb. coating 
ternes have been increased $1 to $7.15 
per base box. 
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WHETHER it carries the patina of age 
or the brilliance of over-the-counter 
newness the finish of Barrows BuILp- 
ERS HARDWARE is its final touch of fine- 
ness. The test of good hardware comes 
first at its purchase, and finally, as it 
is lived with. And in both tests, as 
in its easy application, strength, and 
smooth operation, you can always... 


BANK ON 


Te 


NORTH CHICAGO, ILLINOIS 
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STREAMLINE 
SPRINKLER 
pE TO LAST 
yon-Rustable Metals 


‘ 


Here is a lawn sprinkler that is bound to move 
quickly when your prospects see it on display. 


This sprinkler saturates in SQUARES instead of 
circles. It has a range of from 3 to 24 ft. on 
the side, and operates from 4 Ibs. of water 
pressure up. It sprinkles right up to its own base, 
and the square sprinkled is parallel to its base. 


No substitute, cheap materials are used in the 
manufacture of this product. It is constructed 
entirely of durable, non-rusting metal, and 
made to last without attention, for years. Its 
base is so constructed that it can be readily 
moved without turning off the water: 


It eliminates ¢he annoyance of wet sidewalks, 
or sprinkling cars in the driveway, etc. It is 
the ideal sprinkler, particularly for narrow lots. 


It saturates the lawn in SQUARES instead of 
circles. It keeps lawns uniformly green. 


STREAMLINE lawn sprinklers are sold through 
your jobber. 


Mueller Brass Co. Products are S T a E A ma L I N E 


recognized throughout the PIPE AND FITTINGS DIVISION 


nation as quality products.e MUELLER BRASS CO. 


PORT HURON MICHIGAN 








New Labels... 
New Carton!! 


poncess 
BATTERIES 
SUA 


AN, 


+ 


peel 


t yeanins Ate 
on VOUA 


A NEW, COMPACT INTRODUCTORY 
ASSORTMENT OF POPULAR BURGESS 
“A” & “B” HEARING AID BATTERIES 
that fit most instruments in use 
today! This handy counter mer- 
chandiser makes it possible for al/ 
dealers to put an initial, low-cost 
stock of these popular batteries in 
their store’s best traffic-spot. Only 
5” x 8” in size. 


Contains these batteries: 


2 No. XX30E 1 No. XX22E 
6 No. 1ES 4 No. 2ES 
8 No. TE 


It’s a sure-fire 
profit-maker! 
Bright new 
labels instantly 
say ‘‘genuine 
Burgess Bat- 
teries” to hearing aid users. Only 
4 customers give you 30-day turn- 
over—you get constant, repeat busi- 
ness from this small assortment. 





Remember ... this new assortment 
means new profits and steady store 
traffic... Stock these batteries with 
confidence ... thousands of hearing 
aid users rely on them. 


ASK YOUR BURGESS DISTRIBUTOR FOR 
No. HA-21 ASSORTMENT. ORDER IT TODAY 


BURGESS 
BATTERIES 


RECOGNIZED BY THEIR STRIPES 
REMEMBERED BY THEIR SERVICE 
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Lead price raised—The Ameri- 
can Smelting & Refining Co., leading 
producer, as of Dec. 16, raised its price 
on common lead for New York delivery 
to 12.55 cents per lb., from the previous 
level of 11.80. This latest advance in 
the price of domestic lead was necessi- 
tated by the recent rise in the world 
market price, the company said. For- 
eign lead, it added, has recently been 
selling at the equivalent of 11 cents per 
lb. at Gulf of Mexico ports, and con- 
sumers are reported to have made pur- 
chases from foreign suppliers at that 
price. 

* = * 

Antimony goes up—The price 
of antimony at New York in cases was 
advanced 4% cents per pound, on Dec. 
18, to 295% cents per pound. The prin- 
cipal use of this metal is in antimonial 
lead, for the grid plates in storage bat- 
teries. Other important uses are in the 
making of type metal, and to alloy lead 
used for cable sheathing. 

o * e 

“DDT” price again lowered 
—On Dec. 15, E I. du Pont de Nemours 
& Co. announced its sixth price reduc- 
tion since 1944 on DDT, the insecticide 
ingredient—this to become effective Jan. 
l. Technical grade DDT in carload lots 
will be cut 2% cents to 45 cents per lb. 
Less-than-carload lots will be reduced 
from 48 to 45 cents, and lese-than-ton 
lots from 50 to 48 cents per lb. 

* = * 

The return toward normal— 
Promptly upon the Lewis surrender, ter- 
minating the 17 day coal strike, U. S. 
business began shaking off the throttling 
effects of the shutdown. This strike had 
made idle 300,000 in coal-department in- 
dustries, and threatened to put a total 
of several million out of work in a few 
more weeks. The end of the walkout 
terminated the government regulations, 
imposed to conserve fuel for essential 
purposes as long as possible. The ban 
on passenger travel was revoked, the 21- 
state dimout cancelled and freight and 
express embargoes were lifted. The 
railroads promptly summoned back 
thousands of workers laid off because of 
reductions in freight and passenger ser- 
vice. The large steel companies started 
restoring open hearths and blast fur- 
naces, and the motor industry called 
back its many thousands of furloughed 
workers. The American Iron & Steel 
Institute estimated steel mills would 
operate, in the week ending Dec. 14, at 
69.8 per cent of capacity, compared 
with 60.2 in the preceding week. It 
would take another two weeks to get 
steel production back to pre-strike 
levels, the Institute said. The sudden 
ending of the strike brought a feeling of 
relief to dealers in many mining towns, 
which were experiencing a pre-Christ- 








mas lull, but feelings of individual 
miners were mingled. Some miners 
said they were glad it was “all over,” 
but others expressed resentment. 
+ + ca 
Temporary coal priorities — 
As supplies of coal again began to flow 
toward the country’s furnaces, Interior 
Secretary Krug established a priority 
system to insure coal deliveries to es- 
sential users, until production returns 
to normal. He issued an order relaxing 
the emergency controls which were in 
effect during the United Mine Worker's 
strike, and requiring mine operators to 
give preference to these consumers: 
Public utilities, railroads, ships and tug- 
boats, laundries, hospitals, food process- 
ing and refrigeration plants, hotels, and 
retailers supplying householders or other 
essential consumers. Utilities were au- 
thorized to build their stockpiles to a 
20-day supply if they receive coal by 
rail, or to a 30-day supply if shipments 
come by water. Other consumers will be 
limited, temporarily, to a 15-day supply 
if their coal is delivered by rail, or 25 
days if by water. Retail dealers, or 
commercial dock operators, may receive 
sufficient coal to deliver to all preferred 
consumers having less than 15 days’ 
supply. 
* * * 
Irreparable steel loss—The 
Iron Age, estimated on Dec. 11 that 
“irreparable loss in steel production be- 
cause of the coal strike will ultimately 
amount to more than 1,700,000 tons” 
despite the industry’s quick comeback. 
It agreed in the probability that the pre- 
strike ingot rate of 91.5 per cent may 
be attained in three weeks after the 
end of the coal stoppage. Anticipated 
steel wage negotiations now take the 
spotlight, said The Iron Age, with pros- 
pects of substantial steelworkers’ de- 
mands. In addition, the union “is ex- 
pected to extend every effort towards ob- 
taining some type of a health and wel- 
fare fund, and also to make a move to 
obtain some form of a guaranteed an- 
nual wage.” An optimistic factor in 
such pending negotiations, The Iron 
Age reported, “is the freedom of steel 
companies to adjust their steel prices 
to any point necessary to absorb higher 
labor costs.” 
** 6 
Vacuum cleaner record—All 
records of the household vacuum cleaner 
industry were broken again in Novem- 
ber, also making six months in succes 
sion in which sales have surpassed pre- 
war mark, according to figures an- 
nounced recently by C. G. Frantz, sec- 
retary-treasurer, Vaccum Cleaner Man- 
ufacturers’ Association. November fac- 
tory sales of standard-size domestic 
cleaners totalled 260,572, topping all 
post-war months and beating the indus- 
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try’s. greatest pre-war month, 175,869 in 


Sept., 1941, by 48 per cent, and the com- 


parison month of Nov., 1941, final full | 


year of pre-war production, by 144 per 
cent. November sales compared to 259,- 
153 in the preceding month and were 
15.2 per cent greater than 226,060 in 
August, third highest month of 1946. 

o a . 

Oil burners—Factory shipments 
totaled 72,661 during October, according 
to a report released by the Bureau of 
the Census. Shipments of oil burners 
during the first 10 months of the year 


| 
| 


continued to run far ahead of the corre- | 
sponding periods of 1945 and 1944. The 


number of oil burners shipped during 


the first 10 months of 1946 was 415,664 
as compared with 134,043 and 61,705, 
respectively, for the same periods in 
1945 and 1944. In October, residential 
type oil burners accounted for 95 per 
cent of the total while the remaining 5 
per cent were commercial and indus- 
trial oil burners. These statistics were 
compiled from reports submitted by 
139 oil burner manufacturers. The in- 
formation on furnace burner units, 
boiler burner units, and water heating 
units includes only units produced by 
manufacturers of oil burners. Informa- 
tion is not included for those produced 
by manufacturers who purchase the oil 
burners for installation in furnaces, 
boilers, and water heaters of their own 
manufacture, nor on range type burn- 
ers. 
* x * 

Lumber—Gross lumber stocks 
at mill and concentration yards in the 
United States totaled 4,002,339,000 
board feet on Sept. 30, 1946, an in- 
crease of 7.2 per cent from the end of 
Aug., 1946. This was 22.0 per cent 
over the stocks for Sept. 30, 1945. From 
the end of the previous month, eastern 





stocks increased 9.4 per cent and west- | 
ern stocks increased 4.0 per cent. 
” * * 


Noma sales—Sales of Noma 





Electric Corp., New York City, and its 
subsidiaries for November totaled $5,- 
010,500, making total sales for the first 
11 months of 1946, $28.314,500, Henri 
Sadacca, president, has announced. No- 
vember sales compared with $4,531,000 


in October. 
* * * 


Casco sales — Casco Products 
Corp., Bridgeport, Conn., reports that 
its volume sales for the first nine months 
of the fiscal year commencing March 1, 
1946, totaled $6,047,101 as compared to 
$2,865,000 in sales for a similar period 
during the company’s best pre-war year 
of 1941. 

- * +. 

Lionel sales — Lionel Corp., 
New York City, miniature electrical 
train manufacturers should double its 





Ge ee ee % 
oe re 3 rae sgh ts: 4 
OMS se ee 


Cs es 
edi SLi oot alte ella stat 






cis 





be te ite cation bdoete art + wine # 








Doa==aAy 


ELECTRIC LANTERNS 


For 25 Years ... The Quality 
Standard at Popular Prices 






























Bring OUTDOORSMEN Into Your Store 






The EMPIRE FOCAL-RAY is "tops" on the 
take-along list of sportsmen — for fishing, 
hunting, boating, or motoring. It's a farm- 
chore favorite, too, and a handy emergency 
light for every home use. 


The FOCAL-RAY is two lights in one... 
Throws a powerful spot hundreds of feet, 
and with a quick turn of the lens head, 
changes to a wide-spreading floodlight to 
light up a large area. Pivots a beam in any 
direction, any angle. Precision built, sturdy, 
it is light in weight, easy to use. 






















Here's a popular sales leader that will 
show fast turnover and ready profits. Write 
now for details and prices on the EMPIRE 
FOCAL-RAY ELECTRIC LANTERNS. 
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S IMPLY brush or spray liquid Dri- 
Seal on wood, masonry or leather 
and they shed water like a seal’s skin. 
Dri-Seal quickly penetrates pores and 
seals out water. Treated surfaces are 
impregnated — no peeling off. Any- 
one capable of painting can apply — 


no experts required. 


Dri-Seal prevents mildew, fungus 
growth, dry rot. Stops termites. Meets 
a of semi-tropical 


the rigorous deman 
and tropical climates. 4 


Uses for Dri-Seal products seem 
endless, Just a few of the many are: 
basements . . . concrete water tanks 
... Silos... boats . . . leather sport- 
ing goods ... shoes . . . luggage ... 
buildings... window sashes and sills 
... harness. Farm, home and factory 
offer a tremendous 3-way market. 


The first sale means repeat sales. 


Dri-Seal Products Inc. has an 
attractive proposition for whole- 
salers and dealers. Write today. 


DRI-SEAL 


PRODUCTS INC. 


2326 N. 3rd Street 
MILWAUKEE 12, WISCONSIN 











ri Seal | ivrrrvond 





dollar volume of business over last year 
with anticipated sales of $10,000,000 as 
compared with $5,000,000 in 1945, Law- 
rence Cowen, president, has announced. 
The pre-war fiscal year ending Feb., 
1941, totaled $3,600,000. This year’s 
business, according to Mr. Cowen, “even 
exceeds our war-time contract business 
for any one year.” Should business 
conditions continue the company ex- 
pects a successful year in 1947 and 
plans to expand its train line to include 
more functional accessories. The com- 
pany will also enter the construction 
toy field with a complete line of sets to 
be made of dural and steel. 
. 2 . 

Paint varnish, etc.—Sales of 
680 establishments manufacturing paint, 
varnish, lacquer and filler in this coun- 
try totalled $70,127,048, in Oct., 1946, 
according to the Department of Com- 
merce, Bureau of the Census, as com- 
pared with sales of $57,540,413 for the 
same month in 1945 and $63,053,906 in 
Sept., 1946. 

x * = 

Gas appliances — Despite con- 
tinuing work stoppages and material 
shortages, manufacturers of gas appli- 
ances and equipment made substantial 
progress during 1946 towards filling 
distribution pipe lines and in supplying 
the unprecedented demand for gas ap- 
pliances and equipment, which is ex- 
pected to result in sales of upwards of 
five billion dollars in the next 10-year 
period, according to D. P. O'Keefe, 
president, Gas Appliance Manufacturers 
Association. What the production pic- 
ture will be in 1947 is impossible to 
estimate in the face of present con- 
ditions. Gas range production during 
1946 reached 1,600,000 units. A sub- 
stantial portion of range production 
was devoted to Veterans’ Housing Pro- 
grams, and the number of “apartment” 
and “cooker” models produced was con- 
siderably greater than in the record 
production year of 1941. Gas range 
manufacturers’ production facilities 
have been increased more than 100 
per cent over pre-war capacity. De- 
spite this increased capacity, it will 
be some time before the industry 
can meet consumer demands. The in- 
dications are that 1947 range produc- 
tion may not exceed 1941 figures due to 
the fact that manufacturers, in general, 
cannot expect to obtain more steel in 
1947 than they received in 194]. Of 
the 20,950,000 homes in the United 
States and Canada which use gas for 
cooking, nearly 12,500,000 have obsolete 
gas ranges which are more than 10 years 
old. The expanding L-P gas market, 
one of America’s fastest growing indus- 
tries, already supplying gas for cooking 
to one-seventh of the homes off gas com- 
pany lines, expects to add new custom- 


ers at the rate of 500,000 per year in 
the immediate future. The gas refrige- 
ration industry’s production in 1946 was 
slightly in excess of their best previous 
year. Their expanded production facili- 
ties will permit increased production in 
1947, depending upon the availability 
of sheet steel and other materials. Sales 
of automatic gas water heaters during 
1946 reached 1,250,000 units. Expanded 
production facilities, when unhampered 
by labor and supply curtailments, will 
enable the industry to more than double 
its 1941 peak production figures. Un- 
settled conditions and shortages of the 
supply of solid and liquid fuel during 
and since the war, combined with more 
efficient gas equipment, has produced 
unprecedented demands for gas space 
heating. During the year the number 
of homes heated by gas increased better 
than 15 per cent. 
ose 

The individual tax load—The 
Institute of Life Insurance says that the 
American people as a whole, directly 
and indirectly, are footing a tax bill for 
the support of government—Federal, 
state and local—which, in 1944 and 
1945 was the equivalent of nearly $1.00 
out of every $3.00 of total national in- 
come to individuals in each year, or 
more than $1,300 per family. The In- 
stitute traced the growth of the people’s 
tax bill in a study of the long-term rela- 
tionship between government taxes and 
income payments to individuals, based 
on figures compiled by the Department 
of Commerce and the National Indus- 
trial Conference Board. Its study re- 
vealed that the total tax bill of govern- 
ment in both 1944 and 1945 was almost 
$50,000,000,000. Only a few years be- 
fore, in 1940, this overall government 
tax bill was just under $13,000,000,000. 
That was equivalent to about $1.00 out 
of every $6.00 of total income payments 
to individuals, or well under $400 per 
family. 

* *¢ * 

Store sales heavy — Sales of 
the nation’s department stores increased 
19 and 20 per cent, respectively, in the 
week and four weeks ended Dec. 7, com- 
pared with year-ago periods, according 
to the Federal Reserve System. The 
“dimout” resulting from the soft coal 
strike, thus apparently did not retard 
public buying to any great extent. 

* * @ 

Leather items higher—Articles 
made of leather, including shoes, must 
sell at substantially higher prices if 
present markets on hides and leather 
are maintained, Harold N. Goodspeed, 
president of A. C. Lawrence Leather 
Co., said recently, in his annual report 
to shareholders. He explained that 
prices of raw hides and skins have in- 
creased almost 100 per cent since the 
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removal of price controls on _ hides, 
leather, skins, and shoes. 
eo ¢ 

Post-war employment re- 
covers—The National Industrial Con- 
ference Board says that all post-war 
losses in employment and payrolls have 
now been recovered, in the 25 manufac- 
turing industries surveyed by it 
monthly. September was the eleventh 
month in which hourly earnings of pro- 
duction workers topped the preceding 
month’s average, and the eighth in 
which a new all-time peak was reached. 
September hourly earnings of $1.231 
were 14.1 per cent above the level of 
Oct., 1945—the low point of the decline 
caused by the end of the war. The sur- 
vey disclosed an employment increase of 
18.4 per cent over the year. 

- - s 

Some materials “adequate” 
—The U. S. Commerce Department’s 
construction division reports that pro- 
duction of brick, structural tile and as- 
phalt reofing has become “virtually 
adequate to fulfill demand.” Produc- 
tion of all construction materials has in- 
creased markedly this year, the division 
added, but severe shortages still exist in 
some materials. Notable among these 
are cement, with stocks likely to be 
“dangerously low” in early 1947, clay 
sewer pipe, and gypsum board. Lumher 
production was reported likely to ex- 
ceed the goals set earlier this year, but 
shortages in certain grades remain 
acute, and “there is little likelihood 
that supply will equal total demand for 


another year.” 
* * «* 


Record U. S. income seen — 
Some government economists now esti- 
mate that U. S. national income this 
year will reach an all-time high of 
$165,000,000,000—nearly 1% times the 
prewar peak of $96,900,000,000 in 194]. 
The estimates for industrial production 
and “gross national product” likewise 
forecast the banner peacetime year in 
the nation’s history. “Gross national 
product” is the total market value of 
all goods produced and services ren- 
dered. They expect industrial produc- 
tion to exceed any other peacetime year, 
despite the crippling strikes suffered in 
some major industries. These experts 
estimate the Federal Reserve Board’s 
1946 industrial production index to 
reach nearly 170 per cent of the 1926 
“par,” compared to 162 in 1941, and 
110 in 1929. The “gross national prod- 
uct” total, 190 billions, has just about 
returned to its pre-war ratio—two-thirds, 
consumer expenditures; one-sixth, capi- 
tal expenditures; and one-sixth, govern- 
ment expenditures. 

* o s 

Tin output short-—World tin 

production this year will fall around 
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31,000 tons short of meeting demand, 
says a November bulletin of the Inter- 
national Tin Research and Development 
Council. With an estimated production 
of 64,300 tons in the first nine months, 
it placed probable production for the 
full year at 94,000 tons. Consumption 
for the first nine months was estimated 
at 85,000 tons and 125,000 tons for the 
year. Shortages will be somewhat offset 
by tin mined or smeltered prior to 1946, 
and recovered in Japan, Siam, Malaya 
and the Netherlands East Indies. The 
three major producing countries (Bel- 
gian Congo, Nigeria and Bolivia), which 
had not been overrun by the enemy in 
the war, all failed by wide margins to 
meet the quotas set by the international 
tin committee. 
. . + 

Huge tourist spendings — 
Travel agencies, and resort areas, report 
a record-breaking patronage of the win- 
ter play-grounds, following a whole year 
of heavy travel, both for business and 
for, pleasure. The U. S. Department of 
Commerce presents some startling fig- 
ures, as a result. It says that Americans 
touring by automobile are buying souve- 
nirs, gifts, camping supplies and mis- 
cellaneous items at the rate of $1,500,- 
000,000 a year. This is a $250,000,000 
a year increase over the best pre-war 
buying records. More and more are the 
hardware stores, in all heavily traveled 
areas, enlarging and “over-timing” their 
gift sections—relying now quite strongly 
upon this business to substantially swell 
their annual volume. 

* * ” 


Nearing a danger level — A 


‘ warning that industry is getting dan- 


gerously close to the point where fur- 
ther price increases will result in lost 
customers, has been issued by J. L. 
McCaffrey, president, International Har- 
vester Co., who asserted that the most 
important question confronting business 
today is the future level of prices. A 
real price resistance is being built up, 
he said, and both his own company and 
other industries have felt the effects. 
Another round of wage increases, ac- 
companied by further price advances, 
would force customers out of the mar- 
ket, and might result in a recession in 
which people have (but would keep) 
money in their pockets, he warned. Mr. 
McCaffrey said later that he did not 
anticipate a depression, but a recession 
of less severity. He declared that Har- 
vester is experiencing price resistance 
on certain specialized equipment. He 
also said the company has been unable 
to get into production on a small trac- 
tor, designed for use on small farms 
without mechanical power, because of 
material shortages. The Harvester 
president stressed the effects of ma- 
terial shortages which, he said, are 





1750 R.P.M. 
Ne Packing Used 


Make room on your shelves for the Simer 
Paddle Pump—the power unit that takes 
the place of the old pitcher spout pump. 
Although not recommended as a water 
system, the Simer will do almost any 
other job around the farm—draining 
basements, um ping from cistern or into 
stock tank, fighting fires, em aj lubri- 
cating oil. Pump has a lift of 20 ft., is 
self-priming and resists wear in sandy 
water. 34" and 1” sizes, 1750 R. P. M. Re- 
tails as low as $20.00 including base and 
coupling, but without, motor or engine. 
(Pump heed only $16.35.) See your job- 
ber, or write for literature. 


JEROME SIMER COMPANY 


422 Stinson Boulevard « Minneapolis 13, Minn. 


“Double Sque- 
gee" rotary seals 
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worse than at any time during the war. 
Among materials in short supply, he 
said, are sheet steel, gray iron castings, 
lead, and copper. 
* * ~ 

Record crops—tThe U. S. Agri- 
culture Department has summarized this 
year’s rich harvest from the nation’s 
farms and orchards, with results indi- 
cating that Americans will eat better 
this winter than ever before. Not only 
was the 1946 harvest generally the 
largest on record, but the quality of the 
yield also was the best in our history. 
Wheat and corn crops were outstanding 
both in quantity and quality, while the 
aggregate volume of crops was placed 
at 7 points above 1945 and 2 points 
above the preceding record of 1942. 
Record crops also were reported for 
rice, potatoes, tobacco, soybeans, cher- 
ries, peaches, pears, plums and truck 
crops. Crops of near record size in- 
cluded oats, peanuts and grapes. Better 
than average crops of apples, popcorn, 
prunes, sweet potatoes, apricots, sugar 
cane, sugar beets, hops, dry peas, hay 
and sorghum grain were harvested. The 
only crops falling below average pro- 
duction were cotton, barley, flaxseed, 
buckwheat, rye, broom corn, dry beans, 
pecans and maple products. This is the 
nation’s third consecutive 1,000,000,000- 
bushel wheat crop, and its third con- 


secutive record-breaking year. But not 
all the farmers’ attention was directed 
to producing crops this year, the depart- 
ment said, and it expects meat supplies 
this winter to continue at near record 
levels. Milk, too, is being produced in 
record quantities, and while consump- 
tion of fluid milk and cream declined 
because of high prices, production of 
butter and the other manufactured dairy 
products has increased considerably. 


Non-farm workers increase 
—The number of civilians engaged in 
non-agricultural work in early Novem- 
ber, before the coal strike began, 
reached a record high of 49,000,000, up 
700,000 over a month earlier, the U. S. 
Census Bureau reported recently. This 
gain. was offset by continuance of a 
seasonal decline in farm work,. the 
Bureau said, so that total employment, 
outside of the armed forces, remained 
at about 57,000,000 for the third con- 
secutive month. Unemployment was 
estimated at about 2,000,000, a level 
near which it has hovered since August, 
but the Bureau emphasized that this 
figure did not reflect effects of the coal 
strike that was “on” at the end of No- 
vember. Neither did it count 1,500,000 
persons kept temporarily from jobs by 
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Direct Purchase 
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$25.00 PER WEEK 
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$10.00 PER WEEK 
FOR NON-CONFINING 
SICKNESS 





Estimated Annual Cost $24 





TODAY 





MORE THAN 50 YEARS OF UNFAILING SERVICE 
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“bad weather, temporary layoffs, strikes 


or vacations.” 
* * a 


Inventory limits—As of De- 
cember 9, CPA placed a 120-day supply 
limit on the permissible inventories of 
spinable Manila fiber or yarn which 
may be held by processors. CPA also 
announced that importers and dealers 
may not accept deliveries of this ma- 
terial in excess of normal requirements. 
These actions were taken as a result of 
suspension of the government purchas- 
ing program. In another move, CPA re- 
laxed “suppliers’ inventory” controls, by 
raising the dollar value of the inventory 
exemption from $35,000 to $70,000. This 
change was contained in amended Sup- 
pliers Inventory Limitation Order No. 
L-63, 

- * * 

Construction awards drop — 
Civil engineering construction awards 
for the pre-Christmas week dropped 32 
per cent from the previous week, but 
ran 35 per cent ahead of the correspond- 
ing 1945 period, Engineering News- 
Record reports. Private contracts to- 
taled $46,197,000 and public lettings 
were $39,995,000 against $51,568,000 
and $12,000,000, respectively, a year 
earlier. Awards for the year to date to- 
taled $5,165,954,000, a rise of 128 per 
cent over the year-ago period. Private 
building at $3,132,411,000 was up 178 
per cent, and public projects at $2,033,- 
543,000, were up 79 per cent. 


Steel Wage Negotiations 
Cause Industry Concern 


TAGING a quick comeback in 

the first week following the end 
of the coal strike, the steel industry 
raised its operating rate 914 points 
to 70.5 per cent of rated capacity, 
according to The Iron Age, national 
metalworking paper, affiliated with 
HarpwakeE Ace. There is every indi- 
cation that activity will continue to 
rebound with the probability that 
three weeks after the end of the coal 
strike, the industry will be almost 
back to the pre-strike ingot rate of 
91.5 per cent. 

With every steel plant straining 
its equipment this week to regain 
lost ground as rapidly as possible, 
steel customers were faced with the 
sad news that irreparable loss in 
steel production because of the coal 
strike will ultimately amount to 
more than 1,700,000 tons. Equally 
serious to steel users will be the 
time-consuming process of re-alining 
delivery schedules in an attempt to 
reach the normal shipping level. 

With the threat of a coal shutdown 
definitely postponed until April 1, 
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Latest News on 
RECONVERSION 
on page 122 








1947, the probable outcome of steel 
wage negotiations again takes the 
spotlight. While the steel union is 
expected to shape its militant ac- 
tivity on a basis which is expected to 
be made clear when the Supreme 
Court rules on the government- 
UMW contract, there are many in 
the steel trade who continue to be 
apprehensive over the possibility of 
an interruption in operations if the 
union and major steel producers 
reach a stalemate in wage nego- 
tiations. 

The steel workers’ union, unlike 
the UMW, is in a position to call a 
strike providing a vote is taken and 
the proper notification to the steel 
companies is made. Demands by the 
USWA are expected to be substan- 
tial, and the wage increase may start 
at 25 cents an hour as a bargaining 
factor. In addition to the demand 
for wage increases the steel union is 
expected to extend every effort to- 
wards obtaining some type of a 
health and welfare fund and also 
make a move to obtain some form of 
a guaranteed annual wage. Union 
security will also be a part of the 
negotiations. 

Failure to obtain health and wel- 
fare and guaranteed annual wage 
provisions would hardly be a suffi- 
cient reason for a national steel 
strike. On the other hand, despite 
the experience of the coal miners 
and their union recently, the failure 
of the USWA to negotiate quickly a 
substantial wage increase before 
present contracts expire on Feb. 15 
could conceivably bring about a na- 
tional tieup in steel production. 


One optimistic factor now present 
in the impending steel wage negotia- 
tions which was absent last January 
is the freedom of steel companies to 
adjust their steel prices to any point 
necessary to absorb higher labor 
costs. For this reason the meeting 
between Philip Murray of the 
USWA and the U. S. Steel Corp. 
will represent for the first time in 
recent years an attempt at free col- 
lective bargaining without the inter- 
ference of the government. Whether 
or not steel companies would be 
willing to boost steel prices the 
amount necessary to absorb a sub- 
stantial wage increase is question- 
able in view of the inflationary after- 
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math which would follow such a 
steel price increase into other indus- 
trial price structures. 





Bendix Distributing 
13 Movie Trailers 


Thousands of movie-goers soon_ will 
see and hear Hollywood presentations of 
the Bendix “workless washdays” story 
under the auspices of neighborhood 
dealers. 

Each of the 13 playlets—also known 
as spot movies or trailers—relates a 
brief incident intended to impress audi- 
ences with the ease and effectiveness of 
automatic home laundering. They were 
produced in Hollywood by United Film 





Service, Inc., which also handles all de- 
tails of distribution. 


Nearly one-third of the footage is de- 
voted to the_neighborhood dealer’s sig- 
nature and address. The cost is ap- 
proximately $2.75 a week per 1,000 at- 
tendance. Dealers, under the manufac- 
turers’ co-operative advertising plan, 
pay half, with the balance shared 
equally by the distributor and Bendix 
Home Appliances, Inc., 2300 W. Sample 
St., South Bend 24, Ind. 


Walter J. Daily, the manufacturer’s 
director of advertising and sales pro- 
motion, has recommended that dealers 
have' the films exhibited alternate weeks. 
This schedule will give sustained movie 
advertising in neighborhood theaters 
over a six months’ period. 








The Customer Learns All the Facts 
From New Sherwin-Williams Displays 


GELF -SELLING display units, one for 

each line of house paint, enamel, 
semi-gloss paint, flat paint, varnish, 
Lin-X waxes and polishes, Kem-Tone 
and porch and floor enamel are now 
being widely distributed to retail paint 
outlets by the Sherwin-Williams Co. 

The units are identical in appearance, 
except for the fact that each has all 
the accessories, brushes, the proper 
grade of sandpaper, thinners, etc., nec- 
essary to do a professional job with 
the particular kind of paint, varnish, 
enamel or other product. 

These units are designed, first, to at- 
tract more customers to the paint de- 
partment, and secondly, to educate both 
customer and clerks in a few minutes 
in all essentials of the product dis- 
played. 

In the Kem-Tone display, which is 
shown here, there is a large panel on 
which is pictured a room that has been 
finished in Kem-Tone. In the same 


panel is detailed information about the 
product. Below are the prices. In 
front of the prices are the accessories 
needed to do the job properly. The 
panels on the right and left show the 
various colors sold. Below the table top 
level are the quart and gallon cans. 

With this arrangement, most of the 
customer’s questions are answered with- 
out the assistance of a clerk. Practically 
all the salesman has to do is reach for 
the product desired and close the sale. 

Each unit is 30 in. high, 5 ft. 
long, and 30 in. wide, and has a natural 
grain finish. Each display is double- 
faced. These are being made available 
at cost to dealers by the Sherwin- 
Williams Co., 101 Prospect Ave., Cleve- 
land, Ohio. 

The customer is invited to pick up 
any of the panels on the display and 
see how a color will look and feel when 
it is dry. A customer service sheet is 
also included. 





How it looks, what it costs and what tools to use to apply it, are all 
explained by this typical self-selling display of Sherwin-Williams Co. 
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..-There’s an Amberyl 
handle, shock-proof, break- 
proof VACO screw driver 











There are 173 Vaco types, all 
with gleaming Amberyl plastic handles, 
shock-proof and break-proof. Why not get ALL the 
business by having ALL the types on hand 

that your customers can possibly want. 

Vaco screw drivers come on 

attractive display 
cards or packed in 
boxes...as you prefer. 


Write for catalog. 
0 317 E.ONTario ns 
5X0) UGE CHICAGO 11.110. 


AN WAREHOUSE 
560 mime STREET WEST: TORONTO 2. ONT 
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Although the demana for Shears and Scissors 
is far greater than our production capacity, we 
are participating in National Sew and Save Week. 

This is because today confidence is vital. 
Women are getting to know good shears and 
scissors again. Acme Shears 
are built to provide the finest 
cutting instruments it is pos- 
sible to produce. It is only 
natural that demand is so 
great that some delay in de- 
livery is inevitable. 

Just as you want women 
to keep on asking for Acme 
quality, so we suggest that 
you keep on asking your 
wholesaler for Acme goods. 
There is no substitute for 
Acme Shears ard Scissors! 





FREE—a newspaper mat (6 in. x 2 columns) suitable for 
use in connection with Sew & Save Week. Write us today. 


ACME suear co. 


BRIDGEPORT 1, CONNECTICUT 


Makers of 
ACME EVERSHARP PURITAN 
WINDSOR «+ KLEENCUT + AMERICUT 


Keep Your Eye o7 ACMES/ 
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Introduce Trade Program 





To Stimulate Heating Pad Sales 


UNIQUE program to promote 

sales of electric heating pads 
for hardware dealers has been de- 
veloped by Casco Products Corp., 
Bridgeport, Conn. Based upon a 
recent survey which revealed that 
eight out of 10 persons do not own 
an electrical heating pad, the selling 
plan for hardware dealers consists 
of a set of helpful manuals spot- 
lighting tested promotional ideas 
and aids. To every dealer partici- 
pating in the campaign, a plans 
book, and a catalog describing the 
six new Casco electric heating pads 
as well as a selling instruction 
pamphlet for sales people are pro- 
vided. 

Dramatic displays suitable for 
adaptation by both large and small 
hardware stores are clearly illustrat- 
ed. Clearcut photographs show the 
dealer the manner in which the new, 
colorful and individual packages 
serve as attractive space saving dis- 
play units either for counter or floor. 
To supplement these basic displays 
the plans book includes “still ac- 
tion” displays to inspire customer 
curiosity. 


Following the year ’round theme 
of the promotion, the plans book 
also features eye-catching window 
displays to sell electric heating pads 
during all seasons of the year as 
gifts, to relieve vacation aches and 
pains, relief of insomnia, colds and 
so forth. Also included are graphic 
designs which dealers can adopt for 
local newspaper advertising, and 
circulars in addition to the mats and 


glossy prints of heating pads and — 


their uses which are supplied gratis. 
In line with this program, an adver- 
tising advisory service providing 
custom-built promotions according 





to the hardware dealers’ individual 
needs is also offered gratis. 

The attractive catalog included in 
the “Wrap Up” selling plan for 
hardware dealers is devoted to a pic- 
turization and clear description of 
each of the six pads. 

In conjunction with the catalog a 
concise selling manual providing the 
facts and figures of the uses for the 
pads, their construction along with 
definitions of the night light, wet- 
proof and other qualities which dif- 
ferentiate this novel line is included 
to aid the sales clerk. Rounding out 
the program are tested “suggestion 
selling” ideas which can be applied 
for increasing sales along with other 
products sold in the hardware store. 





Registration to Become Essential 
For Trade-Mark Owners 


RADE-MARK registration will 
become a “practical necessity” 
when the Lanham Act becomes law 
next July, according to the Research 
Institute of America which recently 
issued a 56-page analysis, “Prepar- 
ing for the New Trade-Mark Law.” 
“While the Lanham Act will offer 








qa sy PREVENTS RUST, 

DETERIORATION 
OF METALS 

BERKSHIRE ALUMINUM PAINT 


will prevent rust and deterioration 
of metals. 
gated roofs, smoke stacks, etc. 
However, its use is NOT restricted 
to metal surfaces, for it can be ap- 
plied to all surfaces. 


——SEEEEE= 


BERKSHIRE 
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ALUMINUM PAINT 


FOR USE ON 
INTERIOR axe EXTERIOR 
SURFACES 
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Is excellent for corru- 


PRESERVES — — PROTECTS 


BERKSHIRE ALUMINUM PAINT may be applied to all surfaces — wood, 
metal, concrete, canvas, cement, etc. 


BERKSHIRE will never harden or discolor in the container. . 

BERKSHIRE may be painted directly over damp surfaces and will seal 
the surface painted. 

BERKSHIRE is for use on interior or exterior surfaces and may be applied 
with brush or spray gun. 

BERKSHIRE is all in one can, a sure fire sales opportunity. It is no longer 
necessary to stock several different types of ALUMINUM PAINT . . STOCK 
JUST ONE . . BERKSHIRE. 


Ask Your Distributor For Berkshire 
BERKSHIRE PAINT COMPANY 


MAKERS OF FAMOUS DARI-GLO 
Box 251, Highland Station 















Springfield, Mass. 
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trade-mark owners unprecedented 
protection against encroachment,” 
the Institute points out, “trade- 
marks registered under earlier laws 
will not automatically receive all the 
benefits of the act. For example, 
trade-mark owners whose marks are 
registered under the Acts of 1905 
or 1881 must have their marks re- 
published on the Principal Register 
if they want the benefit of the in- 
contestability provisions of the new 
law.” 

Since a mark will not become in- 
contestable until five years after it is 
published, trade-mark owners are 
urged to republish immediately after 
the Lanham Act goes into effect on 
July 1, 1947, even though previous 
registration may not expire for a 
number of years. 

The Institute also recommends 
that marks denied registration un- 
der the present law be re-examined 
to determine whether they will 
qualify under the new law. 

Other recommendations in the In- 
stitute’s report, “Preparing for the 
New Trade-Mark Law,” cover own- 
ership and use of _ trade-marks; 
qualifying a trade-mark for registra- 
tion; trade-marks in foreign trade, 
and steps to be taken before the law 
goes into effect in July, 1947. 

The report was drawn up for In- 
stitute members by Walter J. Deren- 
berg, attorney and authority on 
trade-mark law, in collaboration 
with the Institute’s editors. 

The Research Institute is a pri- 
vate organization specializing in 
business and economic controls with 
headquarters in New York and 
Washington. 
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Elevators Dangerous to Young— 


New Order Covers Hoisting Apparatus 


NOTHER link in the chain of 
safeguards for young workers 
was welded when Hazardous Occu- 
pations Order No. 7, covering the 
operation of hoisting apparatus, 
went into effect on Sept. 1, 1946. 
This order was issued July 11 by the 
Chief of the Children’s Bureau un- 
der powers later transferred by the 
President’s Reorganization Plan No. 
2. From now on, hazardous-occupa- 
tions orders under the Fair Labor 
Standards Act of 1938 will be issued 
by the Secretary of Labor. 

The new order, like the previous 
six, is to be administered in the Di- 
vision of Labor Standards by the 
Child Labor and Youth Employ- 
ment Branch. The order’s effect is 
to apply the minimum age of 18, set 
by the act for occupations deter- 
mined hazardous, to employment on 
power-driven hoisting apparatus in 
establishments producing goods for 
shipment in interstate or foreign 
commerce. 

Types of hoising apparatus cov- 
ered by the order are elevators— 
both freight and passenger—cranes, 


derricks, hoists and high-lift trucks. 
An exception is made for small elec- 
tric or air-operated hoists not ex- 
ceeding one ton in capacity. 

Before the order was issued an in- 
vestigation was made of the hazards 
to young workers in operating hoist- 
ing apparatus and a public hearing 
was held. A report of the investiga- 
tion is available from the Child La- 
bor and Youth Employment Branch. 
Hazardous Occupations Order No. 7 
makes it illegal for an establishment 
subject to the child-labor provisions 
of the Fair Labor Standards Act to 
employ a person under 18 as the 
operator of any elevator; in any job 
that involves riding a freight eleva- 
tor; to operate or assist in operating 
a power-driven crane, derrick, or 
hoist; or to operate a high-lift truck. 

Major Injuries Frequent 

Some States already prohibit the 
operation of elevators by minors un- 
der 18, either through their child- 
labor laws or through State elevator 


codes. Nevertheless, the investiga- 
tion leading to this order disclosed 


that not only are many industrial 
injuries caused by elevators, but that 
quite a few of the workers. injured 
are minors under 18. In Illinois, for 
example, during the three-year pe- 
riod 1941-43, accident reports show 
that of 1113 compensable injuries 
caused by elevators, 112 (10 per 
cent) were sustained by youngsters 
under 18. And in Wisconsin where 
it is illegal for minors under 18 to 
operate elevators, 14 young workers 
were awarded extra compensation 
in 1944 because of injuries. 

Injuries caused by hoisting appa- 
ratus are relatively severe. Reports 
from some States indicate the pro- 
portion of fatalities and permanent 
disabilities among compensable in- 
juries due to various types of hoist- 
ing apparatus runs two or three 
times higher than among compen- 
sable injuries due to other causes. 

Full information on the coverage 
of previous orders is given in a leaf- 
let, “Hazardous Occupations Sub- 
ject to a Minimum Age of 18 Years 
Under the Fair Labor Standards 
Act,” which can be obtained on re- 
quest from the Child Labor and 
Youth Employment Branch, Division 
of Labor Standards, Washington 25, 
ne. 





Toothbrush and Tumbler Holder 




















Lustro-Ware will not stain, chip, or check and 
is practically non-breakable. Of course, they 
are easy to keep sparkling clean, doubly so 
since each fixture may be easily removed. 
They are installed with tight fitting, concealed 
attachment plates. Home owners and build- 
ers alike need only to see Lustro-Ware bath- 
room fixtures to be convinced they are the 
units for adding permanent beauty and utility 
to bathrooms. Send for complete information 
and prices without delay. 















Paper Holder 









Robe Hook 









Towel Bars 18-24-30-36” 
2S Oe a pe canbe . 


ba Aly 


A complete line of Standard Lustro-Ware ond Deluxe 
byilt-in fixtures also available, 


PLASTIC PRODUCTS, INC. 
COLUMBUS, OHIO, U.S.A. 
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Knite Sharpeners 


“Holco” Knife Sharpeners have 


guides to hold a knife blade at the 
right angle to get uniform edges in a 
few seconds. No pressure is required, 





no oil, no water, no cranking, accord- 
ing to manufacturer. The “Standard” 
model for heavy duty use in hotels, in- 
dustry, etc., has two abrasive wheels, 
one for grinding, the other for honing. 
It is to retail for $7.00. “Household” 
model, shown here, has one all-purpose 
abrasive wheel. It is to retail for $3.00 
Both models can be adjusted for wear. 
Gordon W. Clark & Co., 154 Nassau St., 
New York 7, N. Y. 


New Air Rifle Has 
Interchangeable Barrels 


The California M-312 Air Rifle is 
made of an aluminum alloy and tem- 
pered steel. Comes with two inter- 
changeable gun barrels. One shoots 
.0312 (5/16 in.) steel balls, and the 
other shoots .0175 (BB) shot, and a 
new recoverable target ammunition to 


r ee — 











be announced soon. Bolt action single 
shot. National Cart Corp., 234 E. 
Colorado St., Pasadena 1, Cal. 





Stewart-Warner Midget 
Gas Burning Furnace 


A new midget gas-burning furnace, 
about the size of a suitcase, which can 
be installed in three hours or less by 
one person, in any part of a home, and 
is claimed to give automatic heating 
without a chimney and network of 
ducts, pipes and radiators, has been 
announced by the Heater Division of 
Stewart-Warner Corp., Indianapolis, 
Ind. The key feature of the “South 
Wind” midget furnace is the sealed 
flame system which makes it possible 
to burn the fuel in a confined, sealed 
space, and permits use of small, sealed 
metal tubes for venting the unit, in- 
stead of a chimney. City gas, manufac- 





tured gas, natural gas or bottled gas 
can be used as fuel. Units are intended 
to be placed so as to heat the house by 
zones, each unit intended to heat two 
or three rooms. Claimed to be so quiet 
that they may be used in any room. 
They can be recessed in a wall between 
two rooms and distribute heat to both, 
or they may be placed beneath the 
floor, in the floor, in the ceiling, or in 
the attic. Built of stainless steel. 
Measures 14 in. wide, 30 in. long and 
914 in. thick. Weight with the cabinet, 
70 lbs. 








Cory Automatic Brewer 


The Cory Model DEA Domestic 
Automatic Coffee Brewer is claimed to 
be completely automatic. In using, the 
housewife places coffee grounds in the 





conventional Cory Model DRU glass 
upper bowl, fills the serving decanter 
with water, plugs the unit inte the 
electrical outlet and forgets it. The 
water is brought to the correct brewing 
temperature automatically, is forced 
into the upper bowl, and is automatic- 
ally agitated in the upper bowl for 
over a minute. Then high-heat turns 
off and a low-heat turns on, and the 
brew is drawn back into the serving 
decanter. The heating elements are 
built into the serving decanter. For 
use with A.C. current only. Has 68 
cup capacity. Cory Corp., 221 N. La- 
Salle St., Chicago 1. 





Plastic Flashlight 


The “Ideal” Flashlight, made by the 
Ideal Commutator Dresser Co., Syca- 
more, Ill., has a plastic case and an 
unbreakable lens, and is claimed to be 
able to withstand rough treatment. 
Lists for $1.75, less batteries. 
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AMERICA’S GREAT 
OUTBOARD MOTOR 


This ultra-streamlined 
beauty with its modern en- 
gineering principles has 
set the pace for the industry. 
Sportsmen everywhere de- 
mand it. Sell the new 1947 
Champion... it’s America’s 
Great Outboard Motor. 
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— and you Dealers are waiting for 


UNION’S New Leaders 


to bring in the overdue Sales 


Just as fast as we can beat the shortages, you'll 
come in on a perfected line of UN1on fast-sellers, 


replete with new features to win customers. 


They’re coming to repay your waiting,—Values 
we've been working on and you’ve been count- 
ing on through the last four years. You'll make 
up time in profit-making with the perfected line 


of UNION 


Roller and Ice Skates, 
Fishing Tackle, Chisels and 
Screwdrivers, Hack Saw 
Frames, Gun Implements 


HARDWARE COMPANY 


(ase 


mol -0-11 ich ae) <p CONN. 


NEW YORM OFFICE IST CHAMBERS ST 





MORTON 


WASHBOARD 





Aluminum Washboard 


The “Speediwash” is an all-alumi- 
num, bathroom size washboard, 914 by 
15 in. Can be packed in suitcase or 
overnight bag. Rubber strips on back 
and little rubber legs prevent marring 
of porcelain. To retail for 98 cents. 
Display offered free with every gross of 
washboards. Morton Industries, Amer- 
ican Furniture Mart, 666 Lake Shore 
Drive, Chicago. 
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Combination Locks 
Gougler “Red Dot” Keyless Locks 


have touch click combinations, starting 
from a positive stop which allows easy 
operation in darkness. Fully automatic 
locking. Model RD200 DeLuxe, shown, 
has case 2 3/16 in. in diameter, with 
a shackle of 9/32 in. hardened steel. 
Knobs have polished chrome finish. 
Double steel case has zinc plating. 
Double-locking toe and heel security. 
Model RD201 DeLuxe identical except 
for long shackle with 5% in. vertical 
clearance. C. L. Gougler Keyless Lock 
Co., Gougler Ave., Kent, Ohio. 






































Breaking through sales resistance JOHNSON XLO 
MUSIC WIRE comes to you attractively packaged for 
convenient display and handling in units of % Ib., 
Full range of sizes—.003” to 
JOHNSON XLO MUSIC WIRE answers the 
call of the trade for high carbon, smooth, round, 
spring steel wire. Ask us to recommend sizes. 


% |b., and 1 Ib. 
-200". 


YHNSON STEEL & WIRE CO.INC 


WORCESTER * MASSACHUSETTS 


CHICAGO 


N DETROIT 


EW YORK AKRON 


LOS ANGELES TORONTO 





Universal Drive Pump 


A new Universal Drive Automatic 
Centrifugal Pump is now in production 
at the Barnes Mfg. Co., Mansfield, 





Ohio, and the company is making im- 
mediate delivery. This new unit with 
14%” suction discharge, has a capacity 
up to 5700 gals. per hour and pressure 
up to 35 lbs. per sq. in. This 3MU 
model incorporates al] standard Barnes 
features including automatic prime. It 
can be driven from any available power 
sources, either electric motor or gas- 
oline engine. Equipped with a heavy- 
duty coupling head, incorporating 
double ball bearings. The shaft of 
case hardened steel, is mounted on ball 
bearings to carry the radial load. 
Available as an accessory is a type A, 
2-groove % in. bore pulley for belt 
driven applications. Direct drive can 
be accomplished with either gasoline 
engine or electric motor power source 
by means of a shaft coupling. 


‘Quaker’ Space Heater 


The new “Quaker” Model 3210 has a 
cabinet designed for beauty and style 
to make it acceptable for use in the 
living room of a modern home. This 
new oil, space heater is equipped with 
the “Quakertrol” unit which is claimed 
to overcome chimney deficiencies and 
save on fuel costs by synchronizing the 
flow of air with the flow of oil at every 
flame setting. Quaker Mfg. Co., 223 W. 


Erie St., Chicago 10. 
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Fire or Frost Alarm 


Besides its fire-warning feature, the 
“Detecto-Master” is also claimed to be 
effective in giving warnings of cold 
damage. It is an automatic, electric- 





ally-operated temperature watchman 
which embodies a system of thermo- 
stats, spotted in 15 strategic locations 
about the farm property, and a central 
control unit. When there is a critical 
temperature rise at any one of the 
“hot” thermostats, the message is trans- 
mitted to the control unit which rings 
a bell; switches on a red light; and 
designates on a meter dial the location 
of the trouble. Extra auxiliary thermo- 
stats can be obtained. Lord-Tabor Co., 
Inc., Canandaigua, N. Y. 





Automatic Iron 


The “Century Glide-O-Matic,” Elec- 
tric Iron operates on AC, 1000 watts, 
110/120 volts, has the approval of 
Underwriters’ Laboratories, Inc., and is 
guaranteed by the manufacturer for one 
year. It weighs 3% lbs. and is fully 
automatic with a temperature control 
selecter, which indicates the correct 
range for each fabric. The thermostat, 
of the automatic conduction type, op- 
erates close to the ironing surface. The 
sole plate is made of a hard aluminum 
alloy. Sealed-in nickel chrome heating 
element. Has a plastic handle; large 
beveled edge for gliding under buttons, 
pleats and tucks; side ventilating 
grooves to keep shell and handle air- 
cooled; and a tilt-up heel plate. Cord 
is side-mounted for free motion. To 
sell for about $10.00. Century Preci- 
sion Works, Inc., 503-7 W. 56 St., 
New York. 
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The Best Masonry Drill on the 


Market Belongs in your Line! 
ILLS 


WAYS! 


New Improved 










ASTEST- 






WORLD’ 








15 POPULAR SIZES 


ASK ABOUT 
SPECIAL 
6-DRILL 
SET 





Amazing how 
this drill zips 
through ma- 
sonry—makes 















FREE easy work of 
CANVAS KIT @ tough job! 
BE STOCKED UP WHEN J 


THEY START ASKING. 


CARBOLOY COMPANY = 


11197 E, 8 MILE ROAD e DETROIT 32, MICHIGAN 





CARBOLON MA: 





1. Drills 4 times faster!—All 
masonry, brick, concrete, etc. 


2. Stays sharp up to 50 times 
longer! Tipped with Carboloy 
Cemented Carbide—harder 
than the hardest steel! 


3. Drills clean, sharp, true- 


4. Drills closely-spaced holes 
without break-through! 


5. Drills far quieter! 


6. Drills every type of ma- 


7. For use in any rotary drill, 
drill press or hand brace. 
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HERE ARE 4 SMART STYLES IN 


th 


PLASTIC HARDWARE 
a Carvanite Product 


Brilliantly colored, with 
a full line of sales proven 
designs, these Modern 
Plastic pulls will sell 
themselves if properly 
displayed. We can fur- 
nish display boards in 
various sizes. Send for 
color illustrations of the 
complete line. 


Obtainable through leading Hard- 
ware Jobbers from coast to coast. 


th 


PLASTIC CO. 


4641 Pacific Boulevard 
Les Angeles 11, California 
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Portable Electric Washer 


The new “Handyhot” Portable Elec- 
tric Washer has a tub of stainless steel, 
with a satin finish. Cover is of white 
baked enamel. Cast aluminum handles 
finished in contrasting black enamel. 





The three-blade aluminum agitator, 
located close to the bottom of the tub, 
oscillates 84 times a minute. Tub has 
an overflow capacity of seven gallons. 
Washes up to 3 lbs. of dry clothes and 
the average wash is completed in from 
10 to 15 minutes. Equipped with air- 
cooled motor which operates on ordi- 
nary house current without radio in- 
terference. “Little Magic Wringer” 
attaches easily to washer tub. Frame 
is bonderized steel in white baked 
enamel. Full 7% inch wringer spread 
with adjustable thumb-screw at top to 
control pressure of soft rubber rolls. 
Washer suggested to sell for about 
$35.00 and wringer for about $7.00. 
Chicago Electric Mfg. Co., 6333 W. 
65th St., Chicago 38, TH. 





Self-Propelled Mower 


An electric power lawn mower being 
made by Lejay Motors Corp., 2912 S. 
Emerson Ave., Minneapolis 8, Minn., 
has battery, charger and motor all 
housed in a streamlined case. It is 
claimed to operate from two to three 
hours on a single battery charge and 
after use is plugged into any 110-volt 
outlet and readied for its next use. 










Claimed to be quiet in operation. One 
control on handle starts and stops the 
mower, while another disengages the 
wheels to make it free-running for 
guiding at turns or around obstructions. 
Both cutting reel and wheels are power- 
driven. Height of cut is adjustable. 
Cushion-type rubber tires. Oil-less type 
bearings. 


Small-tip Soldering Iron 


The Hexagon Electric Co., 170 W. 
Clay Ave., Roselle Park, N. J., has 
added to its line a soldering iron that is 
wound for 300 watts but has a % in. 
instead of the conventional % in. 
diameter tip. Claimed to provide high 
heat for a small-tip cross-section to per- 
mit faster soldering on heavy work. 
Recommended for fast production line 





work. Heating element housed in hex- 
agon-shaped barrel. Metal stand fur- 
nished with each iron. Tips are re- 
placeable; made of hard drawn pure 
copper. Operate on A.C. or D.C., any 
cycle. Lists for $12.50. 





‘Gripper’ Fasteners 


“Gripper” Fasteners will soon be 
placed on retailers’ shelves by the Oak- 
ville Co. Div., Scoville Mfg. Co., Water- 





bury, Conn. These are non-rusting, and 
easily attached with the use of only a 
spool, a pencil and an ordinary hammer, 
according to the manufacturer. Pack- 
aged 12 to a card, to retail for 25 cents. 
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Shotgun Plug 


The Vernon Mfg. Co., Los Angeles, 
Cal., announces the “Vernco” Gun 
Plug for Model 12 Winchester shotguns 
in 12, 16 or 20 gage, is now ready for 
immediate delivery. Designed to meet 
migratory game laws, the gun plug is 
tooled to blend perfectly with the gun. 
No mechanical skill is required and no 
alteration of the gun is necessary for 
installation. Once installed, the plug 
can be removed or replaced in tour 
seconds—an advantage when the hunter 
wishes to switch from migratory to 





ASSEMBLY 


SAS SEMELEE l ; 
: they 


other types of game. The retail price 
is $3.00. Distribution is being handled 
by the Kloosterman Co., Inc., Interna- 
tional Distributors, 1717 No. Vine St., 
Hollywood 28, Cal. 








‘Las-Stik’ Line 
In New Dress 


The Las-Stik Mfg. Co., Hamilton, 
Ohio, is now making its complete “Las- 
Stik” line of polishing cloths, tube 


CLEANING AND 
POLISHING 


CLOTH 
WAN THEATE 





repair kits and top and windshield 
sealer, in new packages of uniform de- 
sign and color scheme. 





Low-voltage Welder 


The “Ergolyte Junior” standard in- 
sulated transformer type welding ma- 
chine has a capacity of 80 amps. and 
is claimed to be capable of a great 
many light welding, soldering and braz- 
ing jobs. Built to operate on any 110 
volt AC circuit properly wired with 14 
BX or larger, and fused to 30 amps. 
It covers the 30-80 amp. range in four 
heat stops. A dual purpose holder 
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doubles as an electrode holder and 
ground cable for metallic arc welding 
or as an electric torch for brazing, 
soldering or welding of non-ferrous 
metals. Not designed as a heavy pro- 
duction welder, but as a repair and 
maintenance unit. In 15 by 8 by 12% 
in. carrying case. Weighs 38 lbs. Sug- 
gested to retail for $44.85. Ergolyte 
Mfg. Co., 3700 N. Lawrence St., Phila- 
delphia 10. 





Demonstration Panel 


The Crise Mfg. Co., Columbus 16, 
Ohio, offers a demonstration panel, 
which shows how the Crise Heat Con- 
trol works when connected with a fur- 
nace. The dealer pays only for the 
Control itself (based on his quantity 
list price), and the panel is furnished 
free. Display is recommended for use 
on a counter, in a window or in a 
truck. By plugging in the demonstrator 
panel, and moving a thermostat lever, 
a motor starts to open and close draft 
and check doors as it would operate on 
a furnace. 


Frozen Food Containers 


Sealright Co., Inc., Fulton, N. Y., 
manufacturer of packages for the food 
and dairy industry, has announced the 
development of the “Thermorex” Froz- 
en Food Container for home freezer 
and locker plant use. A laminated in- 
ner surface is designed to check 
moisture-proof loss, keep out odors and 
lock flavor in. 














YOU can stock and sell any Pecora 
product with the full assurance of cus- 
tomer satisfaction. For every product 
bearing the Pecora name is designed 
to do a certain job better than it has 
ever been done before. There are many 
reasons for this superior performance. 
Long years of experience, careful lab- 
oratory research, quality ingredients and 
excellent manufacturing facilities all 
combine to make Pecora first choice 
with cautious buyers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 


CALKING COMPOUND 
A leader since 1908. Will not dry 
out, crack or chip when properly 
applied. Gun and knife grades. 
ROOF COATINGS 
Plastic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint. Costs less. 


WATERPROOFINGS 


“Klere-Seal” and “Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. _ 


ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 
every furnace repair man. 


METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 


WRITE FOR BOOKLETS 


Paint Company Inc. 
Established 1862 by Smith Bowen 
Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
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fine craftsmer 


Today ... recognized A 
among the basic tools of 
try. WAUGHAN tools” 
electrically-hardened steel” 
that hold their temper and 
longer life. Handles provide 
proper balance to reduce fati 
It always pays to buy a good to 
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Trailer-sized Stove 


The “Steadi-Glo” Pulmanette Elec- 
tric Stove is designed to meet the cook- 
ing requirements of a small house- 





keeping room, trailer or modern hotel 
room. Has range of six cooking heats. 
Constructed of 18-19 gage steel, finished 
in black and white baked enamel, and 
black Bakelite handles. Nichrome wire 
heating units. Storage space for 
utensils. Watts 33-1600. Volts 110-120. 
AC-DC current. Measures 9 by 18 by 
36 in. Individually cartoned. Appli- 
ance Industries of America, 1830 N. 
Winchester Ave., Chicago 22. 





Floor Waxer 


The No. 12 “Handy Hannah” Auto- 
matic Wax Dispenser, for polishing 
floors, being placed on the market by 
the Everett E. Young Co., Inc., West 
Bridgewater, Mass., has a_ hollow 
aluminum handle to be filled with 
liquid wax. By pressing on the button 


sr ae 
a a 
, Ml, 


Miah 


ie! aS 2 





WHATS NEW 





on the top of the handle the desired 
amount of wax is released to the 
sheep’s wool applicator which measures 
9 by 3 inches. Packed 6 to a carton. 





Model Plane Power Unit 
The “Arden” Free Flight Power Unit 


is available as a complete unit for 
model planes. It includes an “Arden” 





engine, chassis, ignition system and 
flight timer. The one-piece chassis is 
of plastic, and accommodates built-in 
coil, flight timer, condenser and bat- 
teries. Micro-Bilt Inc., 370 Lexington 
Ave., New York 17, N. Y. 


Tankless Water Pump 


A new tankless pumping unit, named 
the “Balanced-Flow Jet,” is announced 
by Gould Pumps, Inc., Seneca Falls, 
N. Y. The maker claims it is a low- 
cost, fully automatic, self-contained 
water system that gives the equivalent 
of steady city water pressure. It de- 
livers direct from the source with no 
intervening tank. Can, however, be 
used with tank. Unit is self-priming. 
















Has a maximum capacity of 540 gal. 
per hour at five-foot suction lift. 
Measures only 1714 by 20 by 10% in. 
and weighs only 100 lbs. with motor. 
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* 
PROTECTING 
AMERICA'S 
HAND POWER 





THE BOSS MFG. CO., KEWANEE, ILL., U. S. A. 


| 


















beca USE the complete line is so 
diversified that practically every hard- 
ware requirement for modern building is 


included. , 


In this line you will find also a wide assort- 
ment of sizes in hinges, door hangers, etc., 
to take care of either light or heavy jobs 
withcustom-built precision. 


| 





National Hardware has 
been a favorite with the 
trade for years. Its inher- 
ent quality is an accepted 
fact, proved by years of 


NAT 
Mg NAL 


- CO, 


dependable service. 


' 


NATIONAL MANUFA 


. e: DM PAT 


STERLING 
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The logical 
answer to every need 
for Builders’ Hardware 









Self-service Displays 


Self-service in flashlight selling is 
being promoted by Bright Star Battery 
Co., Clifton, N. J., in its new display 





and dispenser. Pictured here is “The 
Chief,” which displays six “Bright 
Star” flashlights and 48 batteries. “The 
Scout” shows four flashlights and 24 
batteries. Both are of Lucite. 





Photoflash Batteries 

An improved battery for photoflash 
guns, called the “Ray-O-Vac” Leak- 
proof Photoflash Battery, has just been 
announced by the Ray-O-Vac Co., 
Madison, Wis. The newly perfected 
battery delivers higher amperage to in- 
sure dependable “flashing.” The bat- 
teries will retail at two for 25 cents. 





Shopping Cart 

The front and sides of the basket of 
the “Market Master” are a single piece 
of 16-gage 114-in. diamond expanded 
steel. The back and bottom are of 22- 
gage sheet steel. Electrically welded 
throughout. The receptacle, 21 by 19 
by 12 in., holds more than a bushel. 
Has 6% in. 20-gage steel disc wheels. 
Overall height is 36 in. Axle is % in. 





hot rolled steel. Finished in green 
lacquer with red wheels. Advanced 
Welding & Fabricating Co., 1259 E. 75th 
St., Chicago, II. 


Quick-Return Spiral 


The spring in the handle 
gives a quick return after 
each push... keeps the bit 
firmly in the screw slot. 
One-hand driving for fast- 
er assemblies and for use 
in narrow or out-of-the- 
way places. It’s the same 
willing tool as the Ratchet 
Spiral No. 30A except for 
the “quick-return” spring 
in the handle. 


Accessories available: 
Extra Bits, Drills, 


A lively tool — 


for lively sales 


YANKEE 


130A 





Screw 
Driver 





Sockets, Countersinks. 


YANKEE TOOLS NOW A PART OF 


THE TOOL BOX OF THE WORLD 





NORTH BROS. MFG. CO. 
Division of The Stanley Works 











Philadelphia 33, Pa. 
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Sharon 


SOCKET SET SCREW 
and WRENCH ASSORTMENT 











330 PIECES 
ALLOY 
STEEL 

\ HEAT- 

\ TREATED 





3/18 % Yo 
to%x % 


@ This popular, fast-selling assortment 
contains a wide selection of 330 heat 
treated alloy steel pieces in attractive 
counter dispensing packages. Com- 
pact stock has high profit margin, re- 
quires only small investment. Order 
direct or from your jobber. Quick re- 
fills available. 


Sizes 3/16 x 1/4 to 3/8 x 1/2 
With wrenches fo fit. 


Shavore alt and Seba Co 


BOSTON 10, MASS. 















































A pliable, plastic 
a sed nodk 
and quic 
oo # to windows, 
doors, baseboards. 
Stops expensive heat 
leaks. 
Just press into 
place. Mortite does 
not shrink or crack. 
Keeps out dust and 
dirt. 


o- covers about 
4 




















American Home Saturday Evening Post 
Better Homes & Gardens Time 

House & Garden Parents’ Magazine 
House Beautiful Popular Mechanics 





and other national magazines and newspapers. 


Sales are growing for Mortite, in its 4th suc- 

cessful year . . . an improved product now 

in new, transparent moisture-proof package. 
ORDER THROUGH YOUR JOBBER 


4. W. MORTELL CO., 508 Burch St, Kankakes, ll. 
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WHATS NEW 


Rotary Files, 
Ground Burs 


Nicholson File Co., Providence, R. I., 
is now making a line of rotary files and 
ground burs with % in. shanks. Used 








ad 


for relatively delicate operations, these 
supplement the line of files and burs 
with % in. shanks which were intro- 
duced two years ago. Nine standard 
styles or shapes are offered in either 
hand cut (rotary files) or ground from 
solid (burs). Stock diameters of heads 
range in sizes from % in. to % in. 
Shanks are code stamped for easy 
identification. Assortment of 18 Hand 
Cut Rotary Files or 18 Ground Burs 
are packaged in a cellophane-covered 
box which acts as a bench stand and 
protects the files when not in use. Can 
be used with portable hand tools (air 
or electric), drill press or flexible 
shaft. 











Heavy Plastic Cups 


Heavier plastic tumblers are now 
being made by the Modglin Co., 3235 
San Fernando Road, Los Angeles 41, 
in many harmonizing colors and clear 
plastic. Have 5/64 in. walls. Packed 
six to a display box. Suggested to sell 
individually at 18 cents, or 2 for 35 
cents. 





Machined from special alloy tool steel, 
oil tempered and hardened, ARMSTRONG 
Bros. Knife Blade Cutter Wheels, pen- 
etrate pipe easily, cut smoothly and 
rapidly, and hold their keen edge. 
They come in sizes and types for all 
makes of pipe cutters, and are stocked 
by leading tool departments every- 


where. Write for Catalog 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago 12, U.S.A. 
Eastern Whse. and Sales: 199 Lafayette St., 
N. Y. 12, N. Y. Pacifie Whse. and 
Sales Office: 1275 Mission St., 
San Francisco 3, California 
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OIL BURNER AND 
SPACE HEATERS 


We specialize in a complete line of 
Oil Burners, Cook Stoves, Oil Space 
Heaters, and all parts — Fitting, 
Wicks and Safety Valves. 


For complete information write to 


ARTHUR HAHN 
7 Jewell Ct. Hartford, Conn. 














SPAR-TER 


.ANOTHER NAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AVE., NEW YORK 57, N.¥. 











ichning Clips 


Registered U 





Small and large 
sizes for holding 
tools, 


plements, 
kitchen utensils, 


Units (2 doz. 
large and 1 doz. 
small). Retails 

















@ GIBSON epee ) TOOLS, INC. e 
Box 268 Orange, Mass., U.S. 
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BOWL COVERS 


EXTRA LARGE SIZES 
GIT.. MATCH YOUR NEW 











Made in 
if your California 
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5% Reginiered trade mark of Corning Glass Works | 
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HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 






For use in factories, cot- 
ton fields, farms, ware- 
houses or wherever a 
rugged, heavy duty bal- 
ance of reliable accuracy 
is required. Dial is re- 
cessed for protection, 
graduations deep etched 
for durability and read- 
ability. Adjustment 
allows indicator to be 


BSSSISEERRSOC;? 


BSBRE 


® 


set at zero to balance 
scoop or pan attached 
to hook. 


CAPACITIES 
100 Ib. by 1 Ib. 
160 Ib. by 1 Ib. 
200 Ib. by 2 Ibs. 





SEE YOUR JOBBER 
_ HANSON SCALE CO. 


525 N. Ada Street, 
Chicago 22, Ili. 








Electric Heating Pad 


The “Electra-Serve” electric heating 
pad has its heating element packed in 
asbestos. Pad has three speeds of heat. 





A raised indicator makes it possible to 
select the heat desired in a darkened 
room. Cover is easily removed for 
cleaning. Priced to retail at about $5.50 
federal tax included. Electrical Indus- 
tries, Inc., 42 Summer Ave., Newark 4, 
N. J. 


Rubber Door Mats 


A new molded rubber door mat, in 
brown, is announced by the B. F. Good- 
rich Co., Akron, Ohio. The mat is 15 
in. wide and 25 in. long. A similar 
mat, in black, has been manufactured 
in the recent past. 





“Blinking Eye” 
Sells Vacuums 


Health-Mor, Inc., 203 N. Wabash 
Ave., Chicago, manufacturers of “Filter 
Queen,” is making available to its 
dealers the demonstrating unit pictured 
here. The “department” is designed to 
do a real selling job and make demon- 
strating easy, fast and convincing. 
Attracted by the “Blinking Eye,” the 
prospective customer sees clearly and 
at a single glance the cleaner itself 
and its selling features. Attachments 


are displayed in individual racks where 


they are readily available for a demon- 
stration. Wired for light and outlets, 
the complete department takes up only 
9 sq. ft. of floor space. 

















Here it is! 


MIDGI- MOWER 


the New Lawn Trimmer 











that gets the 
aN ragged edges 
=) | left by the 


lawn mower! 


JOBBERS 
DEALERS 


Areal sales 
and profit Order yours 
opportunity NOW! 
for progressive 
jobbers and A real 
dealers. Midgi- seller 


Mower has a def- 


inite place in the ot 
lawn equipment $14.95 
field. It’s sturdy and retell 


efficient. Easy to use 
and built to last. Write 
us — we are exclusive 
sales agents. 


LEHR 


EQUIPMENT SALES, INC. 
100 South 6th St. 
RICHMOND, INDIANA 


Os 














NOW AVAILABLE! 


- NAILS 


STAPLES 
WIRE CLOTH 
POULTRY 
NETTING 
FARM FENCE 
WINDOW 
SCREEN 


WRITE TODAY FOR PRICES OR 
PHONE STATE 1275 








VALENTINE EQUIPMENT Co. 


561 WASHINGTON BLVD, CHICAGO, ILL. 












ELECTRIC 
SOLDERING 
TOOLS 


LOW COST REPLACEMENT 


DELICATE WORK 


Mereury 


HOUSEHOLD AND ~ OCCASIONAL USE 


(uleny 
VULCAN 


ELECTRIC COMPANY 
DANVERS 3, MASS. 


Metal Trim Display 


The “Chromtrim” “Trim-it-Yourself” 
floor display unit features 8 easy-to-cut, 
simple-to-install metal molding shapes. 








Consumer instruction folder makes it 
simple for any housewife or handyman 
to do his own installation and repairs. 
The display stand is all aluminum and 
contains 8 tubes of metal trim cut to 
6 feet lengths, ready wrapped. R. D. 
Werner Co., 295 Fifth Ave., New 
York 16. 


Home Incinerator 


The No. 30 “Majestic” Incinerator 
consumes wet or dry garbage and burn- 
able rubbish. A slotted cast-iron lining 
in the fire chamber allows heat and 
flames to circulate, drying moist gar- 
bage. A draw grate beneath the fire 
chamber can be pulled out to allow 
ashes and unburnable material to drop 
into ash pit. Entire unit rests flat on 


















WHATS NEW 





floor. Connects to any furnace flue and 
does not interfere with oil or gas-burn- 
ing equipment. Has a capacity of three 
bushels. Is 23 in. in diameter and less 
than 3 ft. in height. Shell is of steel, 
finished in aluminum. Shipping weight 
255 Ibs. Majestic Co., Huntington, Ind. 





White Mason Bag 


A new White Mason Bag, extensively 
used by bricklayers, masons, plumbers 
and other tradesmen for carrying tools 
and equipment has just been added to 
the line of the Industrial Products 
Sales division of the B. F. Goodrich 
Co., Akron, Ohio. The bag is made 
from No. 8, 18-0z. white duck, double- 
sewed throughout. All points of stress 
are reinforced with rivets. A _ rein- 
forced bottom board secured by six- 
bell type rivets carries the load and 
supports bag at base. It has an inside 
pocket for rule, plumb-bob, line and 
other light equipment. The bag is 24 
in. long by 15 in. high; the base, 20 by 
six in. The frame is made of % in. 
round iron rod, reinforced at the hinge 
points. 


Aluminum Food Grater 


Bognar & Co., Inc., 81-20 Baxter 
Ave., Elmhurst, L. I., N. Y., is making 


an aluminum food grater, claimed to 





have a lifetime cutting edge, and to be 
stainproof. It measures 12 by 4 by 2 
inches. It is to sell for about 69 cents. 





New Cleveland Models 


The Cleveland Model « Supply Co., 
4505 Lorain Ave., Cleveland 2, Ohio, 
has announced seven new model air- 
planes. Among these are two designs 
added to the “Master Flying” line, one 
a big model of the Douglas DC-3, 
known as the C-47 of the Air Transport 
Command, a 77% in. model kit retail- 
ing at $14.50, and the other is a large 
model of the P-61 Northrup “Black 
Widow” night fighter with a 49% in. 
wingspan, also retailing at $14.50. Other 
new models in the $1.00 line are the 
Curtiss Warhawk IT-77, Taylorcraft 
Deluxe IT-102, Ercoupe IT-103, Culver 
V IT-104 and the DC-3 transport IT-165. 
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Fluorescent Fixtures 
“Smithcraft” Fluorescent Lighting 
Fixtures are made in two types: K2 
for permanent installation, which has a 
ities canopy, fixture strap and wire leads to 
and 
yurn- 
three 
less 
teel, 
ight 
Ind. 
sally fasten directly to outlet box, and the 
‘wend Kl which may be plugged into any 
‘ail light socket. The Kl has an adapter 
. t top which is fastened with set screws 
nae to the 4-in. holder in the same way as 
rich the bowl of the incandescent unit it 
ne replaces. Finished in white baked 
ble. enamel with polished trim and end 
il caps. Uses two 20-watt lamps. A. L. 
. Smith Iron Co., 217 Everett Ave., Chel- 
ie, sea, Mass. 
and agers: 


ide E-Z Lift Cap Litter 


























24 A squeeze of a new kitchen gadget, 
by the “E-Z Lift” Cap-lifter, opens vacu- 
i. um jars instantly. This newest item 
ee of Stewart Products, Inc., 200 Varick 
St., New York City, will open food and 
candy tins, paint cans, ketchup bottles, 
and any other jar or container that 
bears the legend, “Open with back of 
ter knife.” Also useful as an ice-tray re- 
ng mover. Bottle opener in the handle.. 
to 
e 
2 
B . « 
New Shipping Pack 
Lynn Products, Inc., Plainfield, N. J., 
which specializes in inexpensive bath- 
c room fixtures, particularly towel racks, 
“4 is using a new kind of packing, called 
- 
e€ 


S Te 





“Nom-R-Pac,” for shipping its “Lyco” 
towel bars. Each towel bar is protected 
on all sides, cannot touch the other 
bars, the contents cannot rattle, and 
the bars are packed in the smallest 
possible space. 





Meat Joint Fork 


The Gerity-Michigan Die Casting Co., 
Adrian, Mich., is making a carving aid 
which is an authentic replica of an old 





English joint fork. Has two 6-in. tines, 
surmounted by a guard and loop type 
handle. Silver-plated. 


Tool and Wheel Dresser 


“Gem-Flex,” a versatile new tool and 
wheel dressing fixture has been put in 
production by Allied Machinists, 6 








Water St., Waltham, Mass. For use in 
shaping, drilling, grinding, milling or 
gaging operations. Among its many 
uses are in forming tool bits, thread 
chasers and small dies; as an indicator 
stand; as a surface gage and in back- 
ing-off operations. An indicator on the 
base indicates the vertical axis when 
adjusting diamond clearance. 


Toilet Tissue Holder 


The “Tissulator” sanitary toilet tis- 
sue holder is made of washable and 
practically unbreakable ivory plastic. 
Knob turns the paper out smoothly. 
Comes with specially designed wall 
bracket, packed as a complete unit in 
individual cartons. Suggested retail 
price is $2.50. Charles Himmel Co., 
404 N. Wells St., Chicago 10, is the 


sole sales agency. 
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Choice Razor Strops 
for the MILLIONS of MEN WHO 
PREFER STRAIGHT RAZORS 





HIGH FLYER No. SP-3500 


A super de-luxe full length barber's strop. 

Selected imported shell, broke-in strop with 

velvet finish. Pigskin back strop. 2!/2" x 26". 
LIST PRICE: $51.00 per doz. 


MOOSE HEAD No. SL-3350 


The Professional Barber's strop-choice. Im- 
ported shell broke-in strop with treated linen 
hose back, 2!/2" x 26!/2". 

LIST PRICE: $45.00 per doz. 


No, H-2750 
A rugged double imported Horse Hide strop 
with diced back strop. Stitched handle. 
2'/7." x 25". 
LIST PRICE: $36.00 per doz. 


No. H-2400 


A serviceable imported horse hide strop with 
imitation linen back strop. For those who 
prefer squared end. 2!/2" x 26!/2". 

LIST PRICE: $33.00 per doz. 
Prices Subject to Change due to Market Condition 


WHOLESALE DISCOUNT 


Less than 2 dozen, Discount 40%. Two dozen 
and over—40% and 5%. 

In these razor strops—only the choicest selec- 
tion < Genuine Shell Horse Hide or Pigskin 
is used. 








Professional Barber Shears Forged 
Steel, 7/2" length. Less than 6 doz. 
Net $24.00 dozen. 6 doz. or more Net 
$21.00 dozen. 














The Black Corp. 


1776 Broadway @® New York 19, N. Y. 
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WHATS NEW 





$s ol a oO u t Refrigerator Deodorizer 






“Charo” is back on the market in a 
new package. It is claimed to absorb 
unwanted, unappetizing odors in re- 


HAPPENS wit frigerators. Said to operate efficiently 





from four to six months, and keeps in- 
definitely when not in use. Also claimed 
to «bsorb odors in musty closets, bread- 
boxes, fresh paint, dogs. Lists at $2.00 
per doz. Suggested to retail for 25 
cents each. Requa Mfg. Co., Inc., 1193 
Atlantic Ave., Brooklyn 16, N. Y. 








New Table Tennis Ball 


The L. A. Goodman Mfg. Co., 131- 
145 W. 63rd St., Chicago 21, announces 
the addition of the “Lagco” “Official” 








to its line of table tennis balls. It 
bears the stamp of approval of the U. 
S. Table Tennis Association. 


The est ate Lock Washer Booklet 


The George K. Garrett Co., Inc., 
BETTER BRAND 1421 Chestnut St., Philadelphia 2, has 
issued a 20-page technical booklet on 


lock washers, “How, Why and Where 
mouse and rat of Lock Washers.” It contains specifica- 


TRAPS tions on all sizes. Available free. 


Craftsman’s Tool 


X-acto Crescent Products Co., Inc., 
440 Fourth Ave., New York 16, an- 
nounces a new tool for the model 
builder and craftsman. The “X-acto” 
Protracto and Rule is based on a device 
long used by the machine tool and die 
making trade. Among its many uses 
are: Measuring angles, transferring 
angles from plans to work, scaling 
plans, setting bevels, squaring up work, 
drafting, etc. Made of stainless steel. 
Will sell packaged at 75¢ list. 











@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OlL TEMPERED SPRINGS 





MeGILL METAL Propucts Co. 
Marengo, Illinois 














SPAR-TEX 


MAKERS OF BETTER 


PAINTS & ENAMELS 


THE SPARTEX CO., MEW YORK 57; 1. ¥. 


















FOLDING 


CHAIRS 


Upholstered and 
Piola. Many styles 

Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 











ame, TROY 
PATENTED ai) BEST 






FILE HANDLE. Assures better workmanship end 
safety to user. K can't split. 


FILE CARD—cleans files, taps and dies quickly and 
thoroughly. 
HOG SCRAPERS—{ ingle or double end. 


TROY FILE WORKS 
Troy, Est. 1831 N. Y. 











cards | \ \ 


OD JOINER 


THEY PULL—-CLINCH—HOLD 


The outstanding fastener for making, repairing 
erreens, garden furniture. frames, etc. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORA 


2949 Eiston Ave. Chicago (18), Mi. 

















Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 
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ASK YOUR secerr 
FOR OUR DOUBLE DUTY 
DOUBLE VALUE TO THE CONSUMER 

HOYT & WORTHENM TANNING CORP 

MAVERHILL MASS 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN 
























THE Yewdl Line / 


‘The New Improved E-ZE Latch 


Finished in two-gone baked enamel or dull brass 
For Screen or Storm Doors 





























=y ot This latest development in the 
Tables NEWELL Line has all the out- 
standing features of the Newell 
HH IPMENT original E-ZE Latch, with the 
DACK addition of two new features: 
1. Beautifully designed knob 
MPANY for outside, instead of handle. 
2. New designed strike plate, 
ADWAY requires no mortising. 
1, N.Y. Get Literature and Prices From Your Jobber. 
TROY 











BEST 


ong way On * HANDLE-TIGHT CLAMP 


AVAILABLE NOW TO 


i. : fed MINUTE MOP USERS! 





us iT] HUNTING & FISHING These are 5” Biades 
AIDACO® seano— sicaTH KNIVES sneer et 


Drep Knob, Pelish- 

Caso—H 
Steel. Each Kaife 
Leather 














$15.08 Per Dez. 
RQnKS $16.80 Per Dee. 
N.Y. a Simple, 1ngee Ingonions Device! | Quichiy A Attached by Dez. 
No, 4C — Saw Blade Cuts Metal & Wood. 
4%” slade, Has Safety Catch—Knife Closed 
—_ 6" pen 15%”. All Black to prevent rust. 
$27.0" Per Doz. We also carry a complete 
M4 line ( Pocket Knives, Hunting Knives and 
101 tes? of moe ter thio lmprovement. Surf Fishing Equipment. Write Dept. HA 
ane 43 HT CLAMPS teday frem your for Catalog. 
25 >a * MEDIATE Pee OLAS 
’ 
50 tae toed BERNARD GOLDWEBER 


1133 BROADWAY, NEW YORK 10, N. Y. 
Mfr. & Mfrs. Represestative + Phene WAtkine 89-0008 
3% eash discount. Check with order. Net 10 days te 

rated firma tmquiries solicited 


SAM MINUTE MOP (0. 3.6:220%;5° 
HOLD 
a MAYDOLE BALL PEIN HAMMERS : —MILL -ROSE— 


FINE TOOLS GUN BRUSHES and RODS 
Since 1831 


MAYDOLE Machinists’ Ball Pein Hammers as well 
as MAYDOLE Claw Hammers have been recognized for 
more than 100 years as a standard by which Hammers are 
judged. With MAYHEW Chisels, Punches, Screw Drivers, 
Bit Extensions, etc., they carry complete satisfaction to the 
user and full profit satisfaction to the Dealer. 

“cc ” 
Ask your Jobber Salesman Combination Gua Catan Sate Bede Oe Rifies. Al-Callbre Revelver Reds 


Shot Gen Reds Swivel @we Cheania: 
SA, a ey yr FF SE 


MAYHEW STEEL PRODUCTS, Inc. Bristie or Noten. 
Shelburne Falls, Mass. The MILL-ROSE Companys 1987 East 59th Street © Cleveland 3 
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RENEWS FAUCETS 
WHA) JA Ae EASILY & QUICKLY 


REPLACES THE OLD STEM AND 
WASHER WITH A SMOOTH TURNING 
PRECISION MACHINED VALVE 
ELIMINATES WASHER SCORING 

AND CHATTER 


Write 
CLEVELAND 
VALVE CO. 


12000 LORAIN AVE 
CLEVELAND 11, OHIO 


for 
DISPLAY \ ~ eo CIRCULAR 
CARTON OF : > AND 


ONE DOZEN DISCOUNTS 


SUCCESSFULLY FOR 8 YEARS 



















Whether it’s an ordinary 
stamped drawer pull or a pre- {] 
cision checking floor hinge, 
modern tools and modern ma- ¢ 
chines produce Shelby Build- 4 
ers’ Hardware. It’s well made { 

. thus easy to sell. You J 
can depend on Shelby hard- ¢ 
ware for fast turnover... f 
your customers can depend f 
on it giving full value in daily 
service. 


SHELBY is an old name in J 





hardware! 





Insist on Shelby Builders’ 
Hardware from your Jobber. 


THE A v5 SPRING HINGE CO 
AY é SHELBY. OHIO 
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Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Ace Hardware Corp. convention 
and exhibit, Jan. 27-29, 1947, at the 
Hotel Sherman, Chicago. E. C. Lind- 
quist, 1319 S. Michigan Ave., Chicago 
5, Ill., secretary. 

Alabama Retail Hardware Associa- 
tion annual convention and exhibit, May 
21-23, 1947, at the Municipal Audi- 
torium, Birmingham, Ala. Mrs. J. H. 
Crowe, 509 No. 19th St., Birmingham 3, 
Ala., is secretary-treasurer. 

American Hardware Manufac- 
turers Association, 92nd semi-annual 
convention meeting jointly with the 
56th annual convention of the Southern 
Wholesale Hardware Association, April 
14-17, 1947, at the Palm Beach Bilt- 
more Hotel, Palm Beach, Fla. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ association and T. W. 
McAllister, Orlando, Fla., is secretary 
of the wholesalers’ association. 

American Hardware Supply Co. 
convention and exhibit, Jan. 27-28, 
1947, at company headquarters, 41-43 
Terminal Way, South Side, Pittsburgh, 
Pa. William M. Stout, executive vice- 
president and general manager. 

American Toy Fair, March 10-22, 
1947, in New York City with permanent 
exhibits at 200 Fifth Ave., 1107 Broad- 
way and other year-round display rooms. 
Temporary exhibits at the Hotel Mc- 
Alpin. Horatio D. Clark is secretary of 
the sponsor association, the Toy Manu- 
facturers of the U.S.A., Inc., 200 Fifth 
Ave., New York. 

Arkansas Retail Hardware and Im- 
plement Association annual convention 
and exhibit, Feb. 16-18 at the Lafayette 
Hotel, Little Rock. A. W,. Porter, Lafay- 
ette Hotel, secretary. 

Bicycle Institute of America, Inc., 
winter meeting, Jan. 28-30, 1947, at the 
Hotel Commodore, New York City, 
John Auerbach, 122 E. 42nd St., New 
York City, secretary. 

California Retail Hardware Associa- 
tion convention, Feb. 11-13, 1947, at 
Hotel Whitcomb, San Francisco. LeRoy 
Smith, 417 Market St., Rm. 237, San 
Francisco 5, Cal., secretary. 

Coast-to-Coast Stores annual meet- 
ing Feb. 10-12, 1947, at the Nicollet 
Hotel, Minneapolis, Minn. 

Connecticut Hardware Association 
convention, Feb. 11-12, 1947, at the 
Hotel Bond, Hartford. Ned Russell, 
Harris Hardware, Southport, Conn., sec- 
retary. 

Florida Retail Hardware Assn. con- 
vention in May, 1947, at Orlando, Fla. 
William W. Howell, Waycross, Ga., sec- 
retary. 





Franklin Hardware & Supply 
Co. annual dealers’ meeting, Feb. 4, 
1947, probably at the company’s gen- 
eral offices and warehouses, 918-928 N. 
Delaware Ave., Philadelphia, Pa. 

Georgia Retail Hardware Assn. con- 
vention in May, 1947, at Atlanta, Ga. 
William W. Howell, Waycross, Ga., sec- 
retary. 

Gift Show and China, Glassware 
and Pottery Market, Feb. 3-15, 1947, 
at the Merchandise Mart, Chicago, III. 

Housewares and Appliance Show, 
Feb. 9-12, 1947, at San Antonio, Tex. 
San Antonio Housewares and Appliance 
Show Committee maintains offices at 
2200 Alamo National Building, San 
Antonio 5, Tex. 

Housewares, Show, The, sponsored 
by Mrs. Flo English. Hotel Pennsyl- 
vania, New York, Jan. 5-10, 1947, at 
the Atlantic City Auditorium, Atlantic 
City, N. J. 

Illinois Retail Hardware Association 
convention and exhibit, Feb. 24-26, 
1947, at Hotel Sherman, Chicago. Wil- 
liam F. Ewert, 1321 Merchandise Mart, 
Chicago 5, IIl., managing director. 

Indiana Retail Hardware Associa- 
tion convention and exhibit, Jan. 27-30, 
1947, at Murat Temple, Indianapolis. 
G. F. Scheely, 333 No. Pennsylvania St., 
Indianapolis 4, Ind., managing director. 

International Housefurnishing 
Market, Jan. 6-18, 1947, at the Mer- 
chandise Mart, Chicago, IIl. 

Iowa Retail Hardware Association 
convention and exhibit, Feb. 11-14, 
1947, at Des Moines, Iowa. Business 
sessions at the Hotel Savery, exhibit at 
Coliseum. Philip R. Jacobson, Mason 
City, Iowa, secretary. 

Kentucky Hardware and Implement 
Association convention and_ exhibit, 
Jan. 20-21, 1947, at the Kentucky Hotel, 
Louisville, Morris Jones, 501 Republic 
Bldg., Louisville 2, Ky., secretary. 

Marshall-Wells Associate Stores 
Congress, March 10-12, 1947, at com- 
pany headquarters, Duluth, Minn. 

Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 11-14, 
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Snack-Set 


A famous make, hollow ground, stainless 
steel PARING KNIFE. . cradled in a hand- 
some walnut-stained HARDWOOD HOLDER. 





Ideal for 
SNACK TRAYS @ HOUSEHOLD BARS 
Dealers cost TEA TABLES @ BRIDGE PRIZES 
$7.20 PICNICS @ GENERAL KITCHEN USE 
per doz. net Knife and holder impervious 
cB —N. Y to fruit juices and acids. 


oa Easily merchandised as utility or gift item. 


Immediate 
. 
Minimum GENERAL PAINTS Inc. 


one dozen 45 Vesey Street © New York 7, N. Y. 





FOR YOUR GARDENING CUSTOMERS— 
+2 _work-saving, high-profit items by 


the makers of Wileze) cer! 


End o Pest... all the protec- 


tion most gardens need from chew- 
ing insects, sucking insects and 
fungus diseases 
















Customers who are confused fruits, vegetables, shrubs, 
by garden pest problems flowers and trees. 
will appreciate your recom- Order End o Pest now and 


: display it. Sell End o Pest 
mending End o Pest. Made with Vigoro and make two 


by the makers of Vigoro, profits. Comes in the handy 
End o Pest helps control dust gun and cartridge re- 
all 3 major types of garden fills, small sifter-top and 
pests. Ideal for edible large economy packages. 

Big parade of cee ss es ss se 
full-celorads 


starts In AND—for weed-free lawns! 


End 0 Weed eee new, im- 


proved weed-killer dooms weeds to certain 
death... roots and all! 


End o Weed destroys over 50 different weeds. 
Applied with any type spraying equipment, 8 
ounces treat 2,000 square feet of lawn area. 

Every Vigoro customer is a potential End o 
Weed buyer. Mention End o Weed. Make another 
sale and profit. Available in all popular sizes. 
Order End o Weed today. 


Swift & Co., Plant Food Div., U.S. Yards, Chicago 9, Ill. 
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GASOLINE AND FUEL 
OIL STORAGE TANKS 


The outstanding feature of 
this new improved type 
faucet is the FULL open 
FLOW action supplied by 
its rounded venturi type in- 
terior passageway provid- 
ing up to 50% more flow ca- 
pacity than average type 
faucets. Supplied in three 
popular sizes—%/,”, 1” and 
144”, these faucets are a 
proven fast moving item. 


JOBBER SALES TERRITORIES AVAILABLE 
WRITE FOR INFORMATIO / 


MADISCO INDUSTRIES 


1720 NEW BRIGHTON BOULEVARD 
MINNEAPOLIS 13, MINNESOTA 




























GREATER 
FLOW 
CAPACITY 



























Equally efficient for light 
or heavy liquids in warm 
or cold weather. 

























Make Patching and 
Repair Work Easy 


with 


TEHR-GREEZE 
FABRIC 
CEMENT |. 


1OW, moness, cence ey 
° = f 


White — Repairs all types of cloth, 
canvas and leather goods. A tough, 
versatile adhesive with thousands 


“os PVAL-A\ ©) of uses in home, repair shop and 
|| farm. 


in soo 


TEHR-G ' 















TR 


| 
| Tehr-Gree 
i 





were 


FABRIC CEMENT 


a 
E 










-" Ali Canvas ond All 
Mat Any Materiol i Will “ 





All-Purpose — Cements wood te 
wood, glass to glass, metal te 
metal, glass to metal and many 






S Gear 7 porent Cement # ' ; . . 
ds of ones eround hana, @ other combinations. A clear trane 


or form. parent cement. 


eee 
VAL-A COMPANT Write for Trade Prices 

















Te. 





Tow me . — cmncave Oe 






VAL-A COMPANY 


700 W. Root St. Chicago 9, Ill. 
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KEY BLANKS 


Made from the 
finest brass stock 
\ obtainable, nickel 


fully selected for 
easy cutting and 
smooth finish. 
Accurate milling 
and correct di- 
mensions provide 
blanks that fit 
perfectly. 





WRITE FOR FREE 
CATALOGUE AND 
ADDRESS OF NEAREST 
JOBBER 


Mfrd. by 


HUGO MANUFACTURING RING CO., INC. INC. 


@ Epworth Blvd., Detroit 


SOLD ONLY THRU YOUR JOBBER 
—————————— 


DURBIN-DURCO 


MANUFACTURERS « CERTIFIED PRODUCTS 


LOAD BINDERS 


Drop Forged « Malleable-lron + Steel 








© Heat Treafed + 2 Sizes 
Durbin-Boomer F-1—2 swivels, %, % or 14” chain 
Duroin-Boomer F-2—2 swivels, %, 44 or 4%" chain 


Malleable Iron ¢ Heat Treated * 5 Sizes 
MIDGET No. 1—1 swivel, 4” chain 
DELTA No, 1—1 swivel, % or %’" chain 
ey No, 1—2 swivels, % or 4%” chain 
E STAR 1—2 swivels, %, % or &% “chain 
ONE STAR 2—2 swivels, %, 4 or %” chain 











WIRE STRETCHERS 
D STEEL CONSTRUCTION 






No. 3—3 Pulleys, plain bearings, 34" rope 
No. 33—3 Pulleys, roller bearings, %%" rope 
No. 4—4 Pulleys, plain bearings, %" rope 
No. 44—4 Pulleys, roller bearings, 44" rope 
No. 88—4 Pulleys, roller bearings, 13” rope 


ALL-STEEL ROLLER BEARING HOISTS 

















z Size | Cap. | Ship. Wt. 
No. | Rope | Lbs. | Ibe. 





Construction 









































12 4" 2000 6 lbs. | Drop Forged Hook 
13 %’ 1000 | 2% Ibs. | Malleable Hook 
Shipped with or without rope. 
Write for Catalog 





6611 Olive Street Road « St. Louis 5, Mo. 
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1947, at Detroit. Sessions at Statler 
Hotel; exhibit at Convention Hall, Har- 
old W. Schumacher, 1112 Olds Tower 
Bldg., Lansing 8, Mich., manager. 

Mid-West Toy and Housewares 
Trade Show, May 18-22, 1947, at Con- 
vention Hall, Detroit, Mich. Sponsored 
by William H. Pfau and his organiza- 
tion. Permanent headquarters of show, 
240-44 Convention Hall, 4484 Cass Ave., 
Detroit 1, Mich. 

Minnesota Retail Hardware Associ- 
ation convention and exhibit, Jan. 21-23, 
1947, at the Minneapolis Auditorium, 
C. J. Christopher, Nicollet at 24th, 
Minneapolis 4, Minn., manager. 

Missouri Retail Hardware Associa- 
tion convention and exhibit, March 
11-13, 1947, at Hotel Jefferson, St. 
Louis. Louis C. Kreh, 323-324 Wain- 
wright Bldg., St. Louis 1, Mo., secre- 
tary. 

Mountain States Hardware and Im- 
plement Association convention, Jan. 9- 
10, 1947, at the Cosmopolitan Hotel, 
Denver. John T. Bartlett, 637 Pine St., 
Boulder, Colo., secretary. 

National Housewares Show, April 
27-May 2, 1947, at Convention Hall, 
Philadelphia, Pa. Exhibit sponsored by 
the National Housewares Manufac- 
turers Association, 1402 Merchandise 
Mart, Chicago. A. W. Buddenberg, ex- 
ecutive secretary. The association is a 
new group formed by the merger of 
The Housewares Manufacturers Asso- 
ciation of Chicago and the New York 
Housewares Manufacturers Association. 

National Retail Hardware Asso- 
ciation, 48th annual Congress, June 
16-19, 1947, at the Hotel Statler, Cleve- 
land, Ohio. Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind., 
managing director. 

Nebraska Retail Hardware Associa- 
tion convention and exhibit, Feb. 25-27, 
1947, at Omaha, Exhibit ,at the City 
Auditorium; convention headquarters 
at Paxton Hotel. C. A. McCoy, 325 In- 
surance Bldg., Lincoln 8, Neb., secre- 
tary. 

New England Hardware Dealers’ 
Association convention and _ exhibit, 
Feb. 20-22, 1947, at Hotel Statler, Bos- 
ton, Mass. Russell R. Mueller, 185 Dart- 
mouth St., Boston 16, Mass., secretary. 

New England Housewares Show, 
Feb. 10-14, 1947, at the Parker House, 
Boston. Sponsored by the Housewares 
Club of New England. 

New York State Retail Hardware 
Association, annual convention and 
trade show. Headquarters at Seneca 
Hotel, exhibit at Convention Hall, 
Rochester, N. Y., Feb. 4-6, 1947, N. H. 
Kiley, 508 Hills Bldg., Syracuse, N. Y., 
secretary. 

North Coast Retail Hardware As- 
sociation convention, Feb. 2-3, 1947, at 
New Washington Hotel, Seattle, Wash., 


D. D. Stewart, 714 American Building, 
Seattle 4, Wash., secretary. 

North Dakota Retail Hardware As- 
sociation convention and exhibit, March 
25-27, 1947, at the Municipal World 
War Memorial Bldg., Bismarck. Miss 
Clarine Sherwood, 21 Clifford Bldg., 
Grand Forks, N. D., secretary. 

Northern Wholesale Hardware 
Co., Inc., convention and exhibit, Feb. 
23-25, 1947, at the company’s office and 
warehouse, 805 N. W. Glison St., Port- 
land, Ore. 

Ohio Hardware Association conven- 
tion and exhibit, Feb. 4-7, 1947, at the 
Cleveland Public ‘Auditorium, Cleve- 
land. Sessions and exhibit at Audi- 
torium; convention headquarters at Ho- 
tel Cleveland. John B. Conklin, 175 So. 
High St., Columbus 15, Ohio, secretary. 

Oklahoma Hardware and Implement 
Association convention and _ exhibit, 
Feb. 4-6, 1947, at the Municipal Audi- 
torium, Oklahoma City. R. K. Thomas, 
711 Wright Bldg., Oklahoma City, Okla., 
secretary. 

Pacific Northwest Gift, Toy and 
Housewares Show, Feb. 23-27, 1947, 
at the Olympic and New Washington 
Hotels and the Terminal Sales Bldg., 
Seattle, Wash. Sponsored by the West- 
ern Merchandise Exhibitors Association, 
323 Geary St., San Francisco 2. 

Panhandle Hardware and Imple- 
ment Association convention, Feb. 10-11, 
1947, at the Herring Hotel, Amarillo, 
Tex. Mrs. C. L. Thompson, Canyon, 
Tex., secretary. 

Pennsylvania and Atlantie Sea- 
board Hardware Association conven- 
tion and exhibit, Feb. 10-13, 1947; at 
the Wm. Penn Hotel, Pittsburgh. W. 
Glenn Pearce, 400 N. Broad St., Phila- 
delphia 30, Pa., secretary. 

South Dakota Retail Hardware As- 
sociation convention and exhibit, March 
18-20, 1947, at the Coliseum, Sioux 
Falls. Earl Erlandson, Cottonwood, 
S. D., secretary. 

Southern California Retail Hard- 
ware Association convention and ex- 
hibit, Feb. 18-20, 1947, at Long Beach, 
Sessions at Hilton Hotel; exhibit at 
Municipal Auditorium. A. C. Kammeier, 
112 W. Ninth St., Los Angeles 15, Cal., 
secretary. 

Southern Wholesale Hardware 
Association, 56th annual convention 
meeting jointly with the 92nd semi- 
annual convention of the American 
Hardware Manufacturers Association, 
April 14-17, 1947, at the Palm Beach 
Biltmore Hotel, Palm Beach, Fla. T. W. 
McAllister, Orlando, Fla., is secretary 
of the wholesalers’ association and 
Charles F. Rockwell, 342 Madison Ave., 
New York City, is secretary-treasurer of 
the Manufacturers’ association. 

Sporting Goods Show, Feb. 1-7, 
1947, at the Hotel New Yorker, New 
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The cutters are made of open hearth steel, properly 
hardened, tempered and ground. The bodies are ruggedly 
constructed of fine grey iron. Perfect balance. Easy 
accurate adjustments. 


SHELTON PLANE & TOOL MFG. CO., SHELTON, CONN. 


QUALITY CONSTRUCTION 
THAT CRAFTSMEN RECOGNIZE 





The Popular Nelson 
‘“\CRESCENT’’ 


Sprays complete half circle over large area. 
Ruggedly built of heavy brass with non- 
tipping wide base. Will not bulge or leak 
even under 100 pounds pressure. Convenient 
—economical to use; steady seller! Order the 
“Crescent” from your jobber. 


“CIRCLE” RING SPRINKLER 
Competive-priced sprinkler offer- 
ing finer construction and per- 
formaace. Brass top, steel plated 
bottom. Order from jobber. 


MFG. CO. 
PEORIA, ILLINOIS 





$0 UTHINGTON 
SCREWS 


For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
eatalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 
PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 
Driver fits se- Supply the in- 
curely into ta- 
pered recess — 
will not slip 
out, or work to 
one side. 


THE SOUTHINGTON 
HDWE. MFG. CO. 
jscr SOUTHINGTON, CONN. i557 


creasing de- 
mand for these 
modern, time- 
saving screws. 
All standard 


sizes. 





THE NAME SILVER LAKE STAMPED ON EVERY FOOT 


@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


SILVER LAKE CO. 


JANUARY 2, 1947 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 
NUCORD 
BENGAL 


j} Mills and Sales Office 
) Chattahoochee, Georgia 








Ohthek for 1947 


Confidence in America 
You, Hardware Merchant, 
can make it another 
profitable year. 


Our endeavor to help the 
Hardware merchant will 
be greater than ever. 


Write for the Lurie Flyer 


She 


. - oF am 
C. . 


552 West Lake Street 
Chicago 6, Illinois 

















DRAKE 


SOLDERING IRONS 
SELL RAPIDLY 


win customer 


good will 
= 


No. 701—100 watt DRAKE Solder- 
ing Iron. Same type iron comes 
in 60 and 150 watt ratings. 


For over a quarter of a century— 
DRAKE Soldering Irons have been a 
quality product of precision manu- 
facture—keeping constant pace with 
progress. Widely advertised—they 
sell quickly and profitably. 











.an tron lo meet every | 


With industry rapidly 
reconverting to peace: 
time production—there 
is a big market for 
Drake Soldering Irons. 
Remember — there is 
a Drake Iron to meet 
every need and pur- 
pose. It will pay you 
to feature them. 








ASK YOUR JOBBER 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE., CHICAGO 193, ILL. 
















York City. Convention and exhibit 
sponsored by the National Sporting 
Goods Association, Box 1504, Shreve- 
port 93, La. 

Store Modernization Show, first 
annual, week of July 7, 1947, at the 
Grand Central Palace, New York City. 
Sponsored by Store Modernization 
Show, Inc., Grand Central Palace, New 
York, with John W. H. Evans, managing 
director. 

Tennessee Retail Hardware Associa- 
tion convention at the Andrew Jackson 
Hotel, Nashville, Feb. 24-25, 1947. Mor- 
ris Jones, 501 Republic Bldg., Louis- 
ville 2, Ky., secretary. 

Texas Hardware and Implement As- 
sociation convention and exhibit, Jan. 
28-30, 1947, at Houston. Sessions at the 
Rice Hotel. Exhibit at the Municipal 
Auditorium. Ray M. Souder, 814-15 
Texas Bank Bldg., Dallas 2, Tex., secre- 
tary. 

Triple Mill Supply convention, May 
11-14, 1947, at the Hotel Traymore, At- 
lantic City, N. J., will be headquarters 
for American Supply & Machinery Man- 
ufacturers’ Association, Inc. The Na- 
tional Supply & Machinery Distributors’ 
Association and the Southern Supply & 
Machinery Distributors’ Association. R. 
Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa., is general manager 
of the American association; Henry R. 
Rinehart, 505 Arch St., Philadelphia 6, 
Pa., is secretary-treasurer of the Na- 
tional association. E. L. Pugh, Volun- 
teer Bldg., Atlanta 3, Ga., is sceretary- 
treasurer of the Southern association. 

Virginia Retail Hardware Associa- 
tion convention Feb. 24-26, 1947, at the 
John Marshall Hotel, Richmond. G. T. 
Omohundro, Jr., Scotsville, Va., secre- 
tary-treasurer. 

Western Gift, Toy and House- 
wares Show, week of Feb. 9-13, 1947, 
at the Civic Auditorium, San Francisco, 
Calif. Sponsored by the Western Mer- 
chandise Exhibitors Association, 323 
Geary St., San Francisco 2. 

Western Retail Implement and 
Hardware Assn. convention and exhibit, 
Jan. 28-31, 1947, Municipal Auditorium, 
Kansas City, Mo. Frank H. Spink, 322 
Scarrit Bldg., Kansas City 6, Mo., sec- 
retary-treasurer. 

West Virginia Retail Hardware As- 
sociation, annual convention, Feb. 17- 
18, 1947, at the Frederick Hotel, Hunt- 
ington, W. Va., Sam H. Diemer, P. O. 
Box 1589, Fairmount, W. Va. secretary. 

Western Winter Mart, Feb. 3-8, 
1947, at the Merchandise Mart, San 
Francisco, Calif. Frank K. Runyan, 
Mart president. 

Wisconsin Retail Hardware Associa- 
tion convention and exhibit, Feb. 4-6, 
1947, at the Auditorium, Milwaukee. 
H. A. Lewis, Stevens Point, Wis., secre- 


tary. 








Builders’ Hardware Quiz 
(Questions on page 98) 
CuaptTer 31—INTERMEDIATE COURSE 
Barn Hardware 

1. Twice the width of the opening. 

2. The size and weight. 

3. Twenty-four inch on centers. 

4. The end bracket has a metal 
piece closing end of bracket while 
center brackets are open both ends. 

5. Always know, figure and fur- 
nish the proper kind of bolts or 
screws for the type of wall to which 
the brackets are to be attached. 

6. Roller bearing and ball bearing. 

7. Hay carriers, cow stalls and 
litter carriers. 

8. Stall guards, hay racks, man- 
gers and harness hooks. 

9. By the use of guides and stops. 
CHAPTER 32—INTERMEDIATE COURSE 

Summary of Intermediate Course 


. Two per cent. 
Four. 
. Eight. 
Round, square and sectional. 
One-quarter inch. 
Two and one-half inches. 
. Four and one-half inches. 
. Nine sq. ft. in a square yard. 
. Eighteen inches 
CHAPTER 33—ApDvANCED CouRSE 
Introductory Chapter 

1. Detail sheets, suggestion charts. 

2. Butts, door closers, floor hinges, 
master keying, fire and exit bolts, 
door holder devices, cupboard hard- 
ware, lavatory hardware. 

3. Office building and apartment 
building, schools, hotels, hospitals, 
churches and factories. 

4. The three chapters on interest- 
ing hardware problems. This was 
done because it gives their personal 
solutions to those problems. 

5. Jen. 

6. .4275. 

7. Freight 

8. Master keying. 


POENANS wey 


Test Your Hardware Sense 


(Questions on page 88) 

1—Answer. Fifteen months is the 
maximum period. 

2—Answer. One third of the purchase 
price must be paid as a down payment 
on most items under the regulation and 
sold in the retail hardware store. 

3—Answer. Refrigerators, stoves and 
ranges, washers, ironers, dishwashers air 
conditioners, radios, phonographs, sew- 
ing machines, suction cleaners. Any of 
the above items selling for less than $50 
are exempt from the regulation. 

4—Answer. (a) $200; (6) $250; (c) 
$175; (d) $150; (e) $225. 

5——Answer. Dollar and cents mar- 
gin is 50. cents or 25 per cent of the 
selling price. 
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For 
BUILDERS HARDWARE 


Ask Your Jobber to See 
Our Complete Line 


YUUEA iit, 


+ ne ee 328 Grand Avenue 
BUILDER SHARD WAREAC Brooklyn 5, N. Y. 
Les eens: 

















GENUINE AJE' PRODUCTS 


Co? 


‘J J ; 9a A 
O4Aan amare “rE tapets Ae 


HARDWARE SPECIALTIES 
Overhead Conveyors, Conveyor Track, Switches, 
Tackle Block Hoists, Wire Stretchers, Weldless ; 
Chain, Chain Goods, Door Hangers, Door Track, 
Holders, Latches, Wrought Goods, etc., etc. 






Established 1879 


atso HAYING TOOLS anp 
BARN EQUIPMENT 


‘Guaranteed to satisfy the user’’ 
THE NEY MFG. CO., CANTON, O. 
BRANCH HOUSE COUNCIL BLUFFS, IA 
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No. There are no substitutes for quality 
024 stock and sell genuine RED DEVIL tools 
Complete Catalog Available 


RED DEVIL TOOLS. Irvington 11,N.J.,U.S.A. 






GLAZIERS 
POINTS 





155 












MATTING 


RADICALLY 
STAIR TREADS 


AMERICA’S LEADING 


now offer 





SPECIALISTS 


7 
NEW IDEAS IN S| 
AND DOOR MATS! j 


Double-Duty 
Stair Treads 


Protect the step against fest 
trafic and the riser against 
kicking and scuffing. 

18” wide tread x %” thick, 
covers 9” x 18” tread, plus 7° 
x 18” riser, all in one plese. 


7” x 24” riser, all in one 





Hi-Quality Rubber 
Stair Treads and Runners 


Lightweight 9” x 18”. Heavyweight 
o” x 18" x %" and 9” x 24” x %”. 





Scraper Rubber 
Door Mats 


The criss-cross ridges serape the 
dirt off the bottom of shees 
while the sheet ef flexible rub- 
ber seross the entire 

traps the dirt and keeps It from 
going through te the fleerr. T 
clean, just turn the mat upside | 
down end shake. i 


Size 15” x 23” be 
Approximate Retail Price $2 gx 













COLORED RUBBER STAIR TREADS 
9° 2 18" Red © Blue © Green © 


GUARANTEED for a lifetime of service... 
four appliances, all’ chrome plated, conven- 
iently combined into one . . . prices include 
an 8-cup coffee maker and all accessories, 


Horeitie/ 4»! LUNCH MAKER 


IMMEDIATE DELIVERY! 


DEALER COST .......-----eees $6.12 each 
SUGGESTED RESALE PRICE: 


$9.98 


ZENITH ELECTRIC 


APPLIANCE CO. 


129 CROSBY STREET » NEW YORK 12, N.Y, 


PHONE: CANAL 6-5164 










Brown 








Black Diamond 

Extra Heavy Duty 

Molded Rubber 
Door Mats 


A fine utility mat for use in 

front of sinks and washirg ma- 

chines. Every house ean use 

oe 2 Easy te clean. Size 
re P 





This popular mat removes the dirt, 


on sides. No exposed metal parts. 


14°° = 22%" 
18" x 281%" 20% 
Approximate Retail Price on the 14°" x 22'%"" $1.84 


Squeegee Rubber Link Door Mats 


it at the door. Non-slip surface supported by long wearing strips of tubing 





FIVE SIZES 


molsture and grime from shoes and traps 


Attractive. Strongly constructed. 


23%"" x 342" 
23%"* x 402"" 


"2 34¥a"" 








36” wide, 4%” thick, In rolls of ap 


“WALRUS HIDE” Roll-Rubber Matting | 


A quality matting for use as runners in hallways and on top of carpets. Hes @ 
beautiful top surface which looks like finest quality black walrus hide leather. 


proximately 50 yards, plus or minus 10%. 





Write Today for Free 


1731 ADAMS ST. 





American Mat Corporation 


Catalog Sheets and Prices 


TOLEDO 2, OHIO CHATTANOOGA 
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IMPLEMENT & MFG. CO. 


CHATTANOOGA 6, TENN. 













AVAILABLE NOW 
in B.A.B. finishes 
ANDIRONS, FIRESETS & SCREENS 


Contact us or your nearest 
ROYAL FIXTURE JOBBER. 
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Bruno in dr 
cut. Note 
No binding 


yee 
a 


’ 


in hand bra 
clean cuts ea 
Notice smoo 


JANUAR) 


d, conven- 
ices include 
accessories, 


$6.12 each 


BRUNO 
BORES AT 
45° ANGLE 


FINGER TIP 
PRESSURE 


CUTS FAST 
AND CLEAN 


Bruno in drill press taking 
%"’ cut. Note chips are clear. 
No binding 


ar. a 
ied 


In hand brace Bruno makes 
clean cuts easily and quickly 
Notice smooth walls 


NEW AUGER BIT SET 
With Quick-Change Boring Heads 


Model 340-B, with 6 heads, only $4.00 
Model 350-B, illustrated, only $6.00 
(Shipping Weight 12 Ox.) 


A MONEY- MAKER FOR YOU— 
AMONEY-SAVERFOR YOURCUSTOMERS 


Bruno’s new Auger Bit Set establishes a new standard 
in wood-boring tools, and actually costs less than half as 
much as old-style auger bits of the same capacity. Bruno 
Quick-Change Boring Heads make it possible to cut many 
different size holes with one tool ... easier and quicker than 


switching bits. 


Bruno requires absolutely no forward pressure . . . after 
specially designed lead screw with diamond point is engaged 
in wood—perfect for cutting dowel and bolt holes. Smooth, 


fluteless shank of heat-treated chrome moly tool steel elimi- 


‘ nates clogging or binding. Patented design of cutting lip 


assures longer life and allows many resharpenings without 
lessening cutting efficiency. Interchangeable boring heads 
made from the finest high carbon tool steel are available in 
sizes %” to 1%” by 1éths. Set comes packed in a compact, 


plastic protective case (only 8” x 3”). 


Boring Cutting Shank 
Heads Diameters Length 


er's 
10, 12, 14, 16, %” to 1%" inc. 
18, 20 by 8ths 
350-B* 10, 11, 12, 13, %” to 1%" inc. | 8-1/16" 6.00 
14, 15, 16, 17, by 16ths 
18, 19, 20 
* Nos. 340-B and 350-B have square shanks for use in hand brace. 
Nos. 340 and 350 have straight shanks for use in bench drill, 
drill press, or portable drill. 


Packed 36 sets to the shipping carton... Weight 27 Ibs. 


RETAILERS: 
Contact your jobber at once and 
order a complete stock. 


We can ship immediately. 
JOBBERS: 
Write or wire at once for full 


porticulars... Full manufacturer’s 
gvarantee. 


“IND THE BIC BUYIN TOOLS 
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BRUNO TOOLS, 9330 Santa Monica Blvd., Beverly Hills, California 





Simplify Your Stock Taking with the 
HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 9¥% by 12 inches over all; os area 
sy, 11/2 inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $! 
for 200 sheets (400 pages) plus 25¢ mailing charge. 



























































You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 


From the many suggestions received this sheet was designed 
te sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of good white bond paper, this means yeu really get 400 pages 
of inventory record sheets. Each side of the sheet has room 
‘for 28 items. Your $1.25 investment provides inventory space 
for 11,200 items. 


During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they found them simple, convenient 
and handy to use. The WHITE INVENTORY SHEETS are 
























































the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou 
sands of dealers who reorder their Inventory Sheets from ue 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 

Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


1-2-47 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
Gentlemen: 


Please send me 


hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 


Binders (50¢ each). Send these to me by return mail. 
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Now You Cau Step Up Your Profcts 


with a... 


ine ne 


lightly Higher 
t of the Rockies 


Made of 
ARMCO 
Aluminized 
Steel 
rolare} 
TESTED BY 
AMERICAN 
ROLLING 
MILL CO. 
AGAINST 
CORROSION 


PRM 


\/ 


DT RAISED OUR PRICES!” 


INCOLN ALUMINIZED STEEL 





MEET US AT. 
BOOTH 146-148 
Atiantic City 
HOUSEWARES 
SHOW 
JAN. 5th thru 10 











\ BeautyCan 


@ OUTSIDE CONTAINER 
ano INSERT CAN mane oF 


25 GAUGE ARMCO ALUMINIZED STEEL 


@ ARMCO SALT SPRAY 


TESTS stow s To 10 TIMEs MORE 
CORROSION RESISTANCE THAN 
GALVANIZED STEEL 


INFRA RED BAKED 
ENAMEL FINISH 


WHITE—RED—BLUE—GREEN—IVORY 


@ POLISHED 
ALUMINUM COVER 


@ 17 QT. CAPACITY 


@ INDIVIDUALLY 
CARTONED 


For the Facts-and Figures 
Call, Write or Wire 


INCOLN METAL PRODUCTS CORPORATION 


136 CLIFTON PLACE, 


BROOKLYN 5, N. Y. 


a Export Division: BLOCK INTERNATIONAL CORP., 101 WEST 3lst STREET, NEW YORK 1, N. Y. 
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: >» MURDOCK BUZZERS and 
Tone-Right 777, PUSH BUTTONS SELL FAST! 


BUZZER! 3 /. A Quality Products Priced Right for Easy Sales! 


Hardware dealers everywhere report fast sales on these special- 
ties. These sure-fire money-makers are made by the Wm. J. Mur- 
dock Co., for 50 years a leader in communications equipment. 
MURDOCK'S Tone-Right Buzzer attracts favorable attention be- ( 
cause of its modern louver-design. Buzzer produces a pleasing, €é 
uniform tone and is guaranteed for years of trouble-free service. 
Choice of colors in attractive moulded cases. Operates on 6 to 
8 volts, A.C. only. 3/2" x 1%" x 1%" deep. This no-contac? 
buzzer is fully insulated. 


These Two Push Buttons 
Ring Your Profit Bell... 


Display Them On Counter for Self-Service Sales! 


MURDOCK Push Buttons are time-tested products. Smart, com- 
pact appecrance ... smooth working, positive contacts ... all 
metal parts rustproof and insulated. Available in attractive 
moulded cases. 

No. 10 — 1%" x 1%" x %e" high. Name plate model No. 11 has 
removable metal escutcheon, 3%" x 1's" x %e™ high. 








List $1.00 each 
No. 46 














Murdock oo pete 
ATLANTA: L. Morris Landers Co. © BOSTON: Electrical Agencies, © CLEVELAND: Conners -Fairfield Co. © CHICAGO: George 
Butier Co. © DALLAS: Geo .¢ —_— Co. © DETROIT: Hemphill & Co. © LOS ANGELES: Keeler, White Co. © NEW 
YORK: Telephone Sales & Serv © PHILADELPHIA: Harry G. Anschuetz © PORTLAND, OREGON: Keeler, White Co. © SAN 
FRANCISCO: Keeler, White Co. on SEATTLE: Keeler, White Co. © ST. LOUIS: W. T. Koch Co. © UTICA: F. Walter Laver. 
EXPORT DIVISION—Rocke International Corporation, 13 East 40th Street, New York 16, New York 











WM. J. MURDOCK CO. 234 Carter St. Chelsea 50, Mass. 
























Ever since the Cherokee Hardware Co., | 
Louisville, Ky., offered them, Duo-Puslin cSheels 


have been outselling competitive 


dusting papers three to one. 


Successful—because they offer the best answer to housekeeping’s messiest job. 
Duo-Dustin Sheets are the soft, disposable, lint-free paper that positively picks up dust, 
polishes furniture and lets hands stay clean. No competitive item gives the housewife all 
that. No competitive item is getting the powerful promotional backing enjoyed by 
Duo-Dustin Sheets. Come to you by the dozen boxes, or by the 4-dozen case. Mass- 
displayed, they’re showing terrific turnover. Give you generous profit . . . and they’re 


fair traded. See your distributor. 


THE MUNISING PAPER COMPANY 
135 SO. LA SALLE ST.—CHICAGO 3, ILL. 
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and SILVER MECHANIC, CHROME FINISH 

4 ST! All-round aluminum paint for industrial use and general 
™ ! purpose. Quick drying—long lasting—durable 

Sales! 


se special- 
im. J. Mur- R 

jm 3. Mar MASTER CHROME No. 66 
ae A ) Extremely durable, slow drying, chrome finish aluminum 
wh gona paint. Developed to resist adverse weather conditions 
es on 6 to 
no-contac? 





MASTER CHROME No. 24 


ons Highest lustre, quick drying, long lasting. Recommended 
for the automotive trade and industry where smooth 
| beautiful chrome like finish is desired 
oe ° e 



















Sales! , Broma chrome finish ready mixed Aluminum paints 
— are made of highest quality raw materials. Due to 
attractive their excellent performance and unlimited number of 
. uses, BROMA PAINTS have proven to be among the 
lo. 117 has i 
leaders in volume sales and profit makers. 

rok Satisfaction—Profits—and Soaring Sales 
rorge are synonymous with BROMA PAINTS. 
NEW 

SAN | eens 
ave MASTER BRONZE POWDER CO 








5009 CALUMET AVE. HAMMOND, INDIANA 


lass. 











TELESCOPING 
ADJUSTABLE 


O°BAR 


PATENT PENDING 
® Chremium or Nickel Plated Bars of 7/8 Diameter 
@ Spongy Rubber Caps that Leave No Marks 


Available in Two Sizes: 
@ 24 inch length that opens to 42 inches 


@ 42 inch length that opens to 72 inches 


It took ROP-LOC to think of and make this wonder clothes closet bar— 
perfectly permanent ... yet easily moved. Easily installed —two steel 
tubes are used, one telescoping into the other. Self locking — easily 
tightened by turning the bar as the threaded end takes up the slack. 





t, 
all 













AUTOMATICALLY LOCKS 
e 


| INSERT BETWEEN 
WALLS WHERE DESIRED 







Also: This same type bar is available as a shower ~urtain bar in 42 inch 
closed length that opens up to 72 inches—and 47 inch closed length 
that opens up to 84 inches. 


Write TODAY for full particulars on this and other ROP-LOC Items to... 


ROP-LOC PRODUCTS CO. 


1401 WEST 9th STREET * CLEVELAND 13, OHIO 












fir PP ae 


TURN ROD TO MAKE 
BAR PERFECTLY RIGID 
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RETAILERS — 


today! 


Fairchild Publications 
8 E. 13th St., N. Y. 3 


NAME 
FIRM .. 


ADDRESS 





ACT NOW TO SAVE 
TAX MONEY THIS YEAR! 





[] Payment enclosed @ $2.75 prepaid price. 
0 Please bill me @ $2.75 plus small mailing charge. 


a eee P. O. ZONE......STATE 


wy HAROLD GOLD and LOU!S HAIMOFF + Members New York Bar 





The 1947 edition of Fairchild’s INCOME 
TAX GUIDE for Retailers, now ready, 
shows you how to save tax money All 
YEAR ROUND in the day-to-day opera- 
tion of your business. 


Written especially for the retailer in 
language stripped clean of technical 
phrasing, Fairchild’s Tax Guide gives 
you the answers to such tax puzzlers as— 


How can you avoid paying unnecessary taxes? 


Are corporations now more favorable than part- 
nerships from a tax-saving standpoint? 


What factors contribute to the validity of a 
“family partnership”? 


How can you best evaluate inventory in order 
to gain a tax-saving advantage? 


What about carryback refunds due to anticipat- 
ing a net operating loss? 


Furthermore, the 1947 edition features 
a greatly enlarged supplement of tax- 
saving suggestions, alone worth more 


than the $2.75 the book costs! 


Remember—thousands of retailers de- 
pend upon it every year. Make sure of 
getting your copy — mail in the coupon 


Send me....copies of the 1947 edition of Fairchild’s 
INCOME TAX GUIDE for Retailers @ $2.75 per copy. 
(Add 2% sales tax if delivered in N. Y. C.) 

















4 
Plastic Resin 


| WATERPROOF GLUE 











/ ( 
Here’s why this glue 
* is a profit-maker for you 


An excellent all-year-around re- proof... waterproof . . . and 
peat item...Weldwood Glue is _ stain-free. 
a favorite of hobbyists, handy 


men, and skilled cabinet makers, Packed in convenient-sized 


cans. Priced from 10¢ up. Ask 
Its unique selling points include your jobber for prices and com- 
tremendous strength . . . easy _ plete information, or write direct 
mixing in cold water... rot- to United States Plywood Cor- 
poration, Industrial Adhesives 
Division, Dept. 297, 55 West 
44th Street, New York 18, N.Y. 









PLASTIC RESIN ( 


WATERPROOF GLUE 


For ALL TRADES 
—ALL CRAFTSMEN 








No. 26 Torpedo — Aluminum 
Plumb, Level, 45° Vial 







No. 151 Aluminum — 2 Plumbs, 2 Levels, 2—45° Vials 


eee hl hh 
| 


| No. 59 Mahogany Mason Level — 42”, 48” long 
The Standard of Accuracy 


EMPIRE LEVEL MFG. CO. wiwauxee s, wis: 





















% Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in_ efficient 
and economical vise 
equipment. All types 
for all work. See 


your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland 4, O. 
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FOR MYERS DEALERS 

















The Lucky Strike No. 5 is 

a good washer. It locks fast; it 

holds tight; it prevents leaks. 

But it can be taken off and used again 

\ and it still holds fast. That is why 
\ you, Mr. Dealer, can Stock — Feature 

\ Sell — Lucky Strike Garden Hose 

Washers and KNOW that you have 

¢ performed a neighborly gesture 

in recommending this item 

to your regular trade. Today, 

talk Lucky Strike 

to your Jobber. 


COLORFUL COUNTER DISPLAY 


12 Washers packaged in 
a clean, easy-to-handle 
envelope. 25 envelopes 
to the compact, 2-color 
counter display carton. 










A valuable new book packed with 
sound merchandising ideas. 
® Store Arrangement and Display 


Indoor & Outdoor Identification 
Retail Advertising 

Customer Records 
Merchandising Materials 


LUCKY STRIKE 


Ready now — Delivered by the mon | 
who calls on you for Myers. } 








THE F. E. MYERS & BRO. COMPANY © Dept. H-44, Ashland, Ohio | 
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Classified Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 

Set solid, maximum, 50 words....... $5.00 

Each additional word......... 10 
Positions Wanted 

(Special Rate) set solid, maximum, 

50 words x 

.05 


Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more Insertions. 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 

HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 








100 East 42nd St., New York 17, N. Y. 

















Help Wanted a | 


CATALOGUE MAN WANTED: PERMA- 
NEN1i F£UDL1iLUN wm Well Estavushed Waoie 
sale Hardware Firm in Middle West. Address 
Box K-621, care of Harpware Acz, 100 East 
42nd St., New York 17, N. Y. 








MANAGER—MUST RESIDE IN 
MIAMi1, FLA. EXPERIENCED IN SALE 
AND DISTRIBUTION OF HARDWARE. 
Wholesale Only. Write to Box L-13, care of 
Harpware AGE, 100 East 42nd St., New York 
17, N. Y., stating age, salary required, experi- 
ence and references. 


SALES 








PRODUCTION SUFERINTENDENT, MUST 
BE THOROUGHLY FAMILIAR WITH ALL 
DETAILS OF PRODUCTION, ASSEMBLY, 
ETC., particularly in the hardware or kindred 
field. State in detail your experience and salary 
desired, also references. Address Box K-910, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





WANTED — EXPERIENCED HARDWARE 
MAN IN METROPOLITAN DISTRICT. Good 
at Figures in Office of Long Established Hard- 
ware Firm as Price Clerk. Permanent Position 
for the right person. State experience and salary 
expected. Best of references required. Address 
Box K-837, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 





HARDWARE BUYER 
HERE'S YOUR 
OPPORTUNITY! 


NATIONAL RETAIL CHAIN ORGANIZA- 
TION, MAIN OFFICE CHICAGO, NEEDS 
AGGRESSIVE MAN QUALIFIED TO BUY 
GENERAL HARDWARE LINES AND POWER 
TOOLS FOR CHAINWIDE MERCHANDIS- 
ING. SHOULD HAVE WIDE ACOQUAINT- 
— WITH HARDWARE SOURCES. TOP 

ALARY AND BONUS. UNLIMITED FUTURE 
POSSIBILITIES FOR MAN OF PROVEN ABIL- 
ITY. IN REPLY, STATE AGE, EDUCATION 
AND PAST EXPERIENCE. 


Address Box L-12, care HARDWARE oe 
100 East 42nd Street, New York 17, N. Y. 























[Sales Representatives Wanted | 


SALES REPRESENTATIVES 
WANTED 


By one of the largest manufacturers in the 
country of dog furnishings. Few choice 
protected territories open. 

AMERICAN LEATHER SPECIALTIES CORP. 
148 Lafayette Street New York, N. Y. 

















SALESMEN WANTED BY NEW YORK | 


HARDWARE HOUSE TO | 
| LINE OF SCREW DRIVERS AND HARD 


WHOLESALE 
COVER RETAIL HARDWARE TRADE in 
Maryland, District of Columbia, Virginia, North 
Carolina, South Carolina, Georgia, Alabama, 
Louisiana and State of Michigan. No objections 
to non-conflicting sideline. Address Box L-7, care 
of Harpware AGE, 100 East 42nd St., New York 


17, 





SALESMAN — EXCELLENT OPPORTU- 
NITY, THOROUGHLY EXPERIENCED 
HARDWARE AND HOUSEWARES. Repre- 
sent leading Metropolitan Distributor. Must have 
Dealer following or acquaintance with Chain and 
Department Store Buyers. Carry large stock Na- 
tionally Advertised Brands. Must state complete 
details and former employers past ten years in 
first letter. Address Box L-8, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





SALESMEN WANTED: FOR FAST-SELL- 
ING RIDSMEL, TESTED AND APFROVED 
PAINTED DEODORANT. Guaranteed by Gorvl 
Housekeeping, Ridsmel is nationally advertised 
in the Saturday Evening Post, Good Housekeep- 
ing, Parents’, Painter and Decorator and Na- 
tional Painters Magazine. We want men who 
cover retail and wholesale outlets in the paint 
and hardware fields. Exclusive territories on 
commission basis. State selling experience and 
territories covered. Write: Holley Chemical Co.. 
121 East 25th Street, New York 10. N. Y. 





SALESMEN: EXPERIENCED, WANTED 
TO CALL ON JUBBERS WITH LEADING 


WAKE SPECIALTIES. Must know trade. 
State experience, territory thoroughly covered 
Commission basis. Address Box K-898, care of 
i ed Ace, 100 East 42nd St., New York 
17, e ° 





SALESMEN, WANTED BY LARGE WELL 
ESLABLISHED NEW YORK WHOLESALE 
ttARUWARE HOUSE to cover retail hardware 
trade in Eastern Fennsylvania, Maryland, Dis 
trict of Columbia, Connecticut, Massachusetts, 
Maine, New Hampshire, Vermont and Central 
New York State on 5% Commission Basis, no 
sbyection to non-conflicting side lines, write Chas. 








SIDE LINE SALESMEN 
WANTED 


by National Distributors of Housewares, Kitchen- 
wares and Hardware Specialties, selling to Jobbers 
and Chain Stores only. Liberal profit sharing preposi- 
tion. Unlimited earnings. State fully: experience, 
class of trede and territory covered, lines now handled. 





ANCO CORPORATION 
PITTSBURGH 22, PA. 











area Inc., 149 Chambers St., New York, 





IF YOU CAN SELL A “HOT NUMBER” 
WE HAVE ONE OF THE FASTEST-SELL- 
ING ITEMS IN GARDEN IMPLEMENTS. 
It’s nationally advertised and promoted. You'll 
recognize its worth, and you'll know you can 
sell it with little effort. We’re looking for men 
to handle the New York Metropolitan Area and 
Vicinity, and we’re offering a worthwhile salary 
plus commission. We’re also looking for sideline 
salesmen to handle the same item in the Eastern 
Region. If you’re interested, write immediately, 
giving full details. Address Box L-11. care of 
hg Ace. 100 East 42nd St.. New York 








SIDELINE SALESMEN WANTED 


We Offer Immediate Shipments on Tubular 
Steel Products, including "'S" Chairs, Step- 
Stools, Kitchen and Bor Stools, Hassocks, 
Smokers. Aluminum Kitchenware; Fluorescent 
Lamps. Good territories available. Libera! 
Commission. Write for details. 

Address Box K-907, care HARDWARE AGE 








100 East 42nd St., New York 17, N. Y 




















Sideline Salesmen Wanted! 


We offer prompt shipments on 


MEDICINE CABINETS, HAMPERS, CASTERS, 
MOP WRINGERS, DRYERS, LAMPS, TOASTERS, 
KITCHEN STOOLS, BROILERS, MIRRORS, 
RUGS, SMOKERS, WASTE BASKETS; SNOW 
SHOVELS, HIGH CHAIRS, IRONING BOARDS, 
KNIVES AND FORKS, FOLDING CHAIRS, 
ANDIRONS, VENTILATORS, LAWN TABLES, 
WIRE, BREADBOXES, LIGHTING FIXTURES, 
CURTAIN RODS, ROLLING PINS, DISH 
CLOTHS. 


The WALTER S. KRAUS CO. 
WOODSIDE NEW YORK 











YOUR EXPORT 
BUSINESS 


when entrusted to RETTERBY merely takes 
the shape of additional domestic sales trans- 
actions. You are relieved of all details and 
worries. BETTERBY’'S resident representa- 
tives abroad promote your sales and its staff 
of expertly trained export personnel compe- 
tently handles all correspondence and consular 
and other documents for shipments all over the 
world. BETTERBY also eliminates your credit 
risks by paying for all goods in New York. 


BETTERBY — Exporters 


230 FIFTH AVENUE NEW YORK 1, N. Y. 
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WANTED SALESMEN — DISTRIBUTORS 
CALLING ON DRUG, HARDWARE AND 
GENERAL STORE TRADE. For Details Write 


Box L-9, care of Harpware AGE, 100 East 42nd 
St.. New York 17, N. Y. 








PIPETITE REPRESENTATIVE. MANU- 
FACTURER’S REPRESENTATIVE CALLING 
ON HARDWARE, PLUMBING AND MILL 
SUPPLY JOBBERS. Can be handled in con- 
junction with non-conflicting lines, All territories 
open. Address Box L-14, care of Harpware AGF, 
100 East 42nd Street, New York 17, N. Y. 


SALESMAN—METAL CANNISTER SETS 
AND WASTE PAPER BASKETS TO JOB- 
BERS, CHAINS, DEPT. STORES on commis- 
sion basis. Volume Salesman apply, stating terri- 
tory and lines carried. Address Box L-10, care 
of Harpware Ace, 100 East 42nd St., New York 
S7, B. ¥. 





WANTED: SALESMAN WHO WILL CALL 
ON HARDWARE, NOVELTY AND CHAIN 
STORES TO SELL OUR LINE OF FOUR 
IMPROVED HANDY GARDEN TOOLS FOR 
LIGHT GARDENING. State experience, give 
reference, mention territory coverage. Address 
Florida Improved Garden Tools Co., Box 966, 
Deland, Florida. 





DISTRIBUTORSHIP FOR QUALITY 
PRODUCTS DESiRED—Hardware Store and 
Building Supply Trade in Virginia, Washington. 
D. C. and Maryland. The “United” Supply 
Company: Office—306 Victor Building, Washing- 
ton 1, D. C., Warehouse—4202-4204—37th St.. 
Brentwood, Maryland. 








SIDELINE, EASY TO CARRY, SMALL 
LEATHER: GOODS from N. Y. Mfct. Most 
competitive and well known line. Was biggest 
hit in Hardware Stores throughout the Country. 
Highest commission. State references first letter. 
Address Box L-16, care of Harpware Ace, 100 
East 42nd St.. New York 17. N. Y. 











MANUFACTURER REQUIRES SALESMAN 
to Sell One or All of the Following Classes of 
Trade Direct to Hardware Dealers, Accessory, 
Hobby, Sporting Goods, Paint, and Department 
Stores. Products include hand tools, power tools 
and paint specialties. Domestic and export. Ad- 
dress Box L-1, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





MR. MANUFACTURER. WE DISTRIBUTE 
DIRECT FROM FACTORY TO HARDWARE 
DEALERS east of Rocky Mountains except New 
England. A quick, inexpensive method to increase 
sales under your trade mark or our brand, or 
try out new items. You invoice us, we carry the 
accounts. Address Frandele Company, 549 W 
Randolph St., Chicago 6, Illinois. 





WANTED EXPERIENCED SALESMAN. TO 
SELL OLD ESTABLISHED LINE of House 
wares and Cutlery to jobbers and chains, ete 
Protected, exclusive territory. Liberal commis 
sions. Several territories open, including Iowa, 
Missouri, Kentucky, Kansas, Nebraska. Address 
Box K-904, care of Harpware Acz, 100 East 
42nd St., New York 17, N. Y. 





ATTENTION MANUFACTURERS. I 
COVER CLEVELAND, OHIO. AND THE 
BALANCE OF CUYAHOGA COUNTY. If you 
are a reliable manufacturer of good quality mer- 
chandise, I invite your correspondence. Maybe a 
mutually profitable sales agreement can be ar- 
ranged between us. What have you to offer me? 
L. Robert Wittrock, 8510 Linwood Ave., Cleve- 
land 3, Ohio. 















WANTED: CAPABLE AND EXPERIENCED 
SALESMEN for New York State and Pennsyl- 
vania to contact wholesale jobbing trade. Constant 
traveling. Drawing account against commission. 
Excellent possibilities. Also Metropolitan New 


York man. Full details to Box L-5, care of 
hea Ace, 100 East 42nd St., 
a. e 


New York 








SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In 
quiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 











SPLENDID OPFORTUNITY FOR AGGRES- 
SIVE MANUFACTURER’S AGENTS. Fast 
volume seller for established sales organizations 
stalling on hardware, paint, building trades. Na- 
tionally advertised product now expanding mar- 
kets. Heavy promotional support. Permanent 


connection. Write full details regarding business 
history. All inquiries answered. Address Office 
of the President, Box D, 5234 St. Clair Ave., 
Cleveland 3, Ohio. 











MANUFACTURERS’ REPRESENTATIVES 
WANTED 


To call°on Hardware, Electrical, and Housewares Job- 
bers. Also on Large Chain Organiztions and De- 
Partment Stores. Excellent Opportunity with Agzres- 
sive, Growing Concern. Write 

S. E. MecPartlin, Jr., Sales Manager 


KITCHEN SPECIALTIES, INC. 








106 East Hubbard Street Chicago 11, Ilinols 





HOUSE FURNISHING SALESMAN: GOOD 
SIDELINE OF HAMPERS, HASSOCKS, UN- 
PAINTED FURNITURE. Commission. Address 
Box K-901, care of Harpware Acg, 100 East 
42nd St., New York 17, N. Y 








| —s Accounts Wanted } 











WANTED 
SALES REPRESENTATIVES 


with proven record of accomplishment among 
hardware, department, chain and _ variety 
stores, as well as jobbing trade— 
For fastest-moving line of metal closet acces- 
sories, headed by widely accepte 


WALDOR SPACE SAVING HANGER 


Desirable territories currently available to 

live-wire representatives on protected-commis- 

sion basis. 

Write us full os about , your activities. Literature, 
details furnished at 





once to pM, 


PARADE PRODUCTS INC. 


429 Kent Avenue, Brooklyn 11, N. Y. 











HARDWARE MANUFACTURERS 


Successful Maufacturers Export Representatives pre- 
pared to take on One or Two Additional Good Lines. 
Efficient staff of foreign field-men assures substantial 
volume of steady business. All export details handled 
by our New York Office. Plan now for future export 
business which our principals found most desirable 
and profitable in pre-war years. Reply in detail to 

Box L-4, care of HARDWARE AGE, 

100 East 42nd St., New York 17, N. Y. 























NATIONAL DISTRIBUTORS 
Established—Rettuble—Aggressive 
ANCO CORPORATION. Pittsburgh 22. Pa. 
Branch Offices 
New York - Philadelphia - Detroit - Cleveland - Louisville 


Covering all classes of jobbers. We will carry the 
accounts or you can bill direct. 


Write for further information and references. 














LONG ESTABLISHED FLORIDA 
WHOLESALE HOUSE — 
ADDITIONAL LINES 
Wholesale Distributing House in Miam! Serving the 
Florida Hardware and Locksmith Trade Desires ap 
Additional Line of Staple Merchandise. We have an 
efficient office and stock room force and an experienced 
hardware salesman who has covered this trade over 20 
years. A consignment or direct shipment proposition 
is preferred. KY 20 years in — 
A. M. COLLOT SUPPI 








221 N. W. 8th Avenue, Miami He *Plertde 











PLUMBING - - - HARDWARE 

LINES WANTED BY THE SOUTHWEST'S LIVEST 

MANUFACTURER'S AGENTS. WE COVER AR- 

KANSAS, TEXAS, OKLAHOMA AND LOUISI- 

ANA WITH 8 TOP FLIGHT SALESMEN. 

Address Box K-871, eare of HARDWARE AGE, 
100 East 42nd Street, New York 17. N. Y. 

















SOUTHERN SELLING AGENTS 


Let us SELL It and you get a full selling ser- 
vice. Our six men are SALESMEN. We have 
no order takers. Following in Hardware and 
sporting goods dealers. 


P. O. Box 130, Monroe, N. C. 





























MANUFACTURERS 


Does your product lend itself to distribution 
through the hardware jobber? 

Is your policy decided and definite? 

If so; aggressive and efficient sales representa- 
tion is available for the following territory:— 
Wisconsin, Illinois, Michigan, Indiana, Ohio 
and Kentucky. 

Mr. D. J. Mercier and Mr. A. B. Sommers op- 
erating as partners with offices in Detroit, 
Michigan and Dayton, Ohio, giving every ac- 
count personal attention. 

Acquaintance with the trade established over 
a period of fifteen years. Address: 


A. B. SOMMERS 
813 Harvard Blvd. Dayton 6, Ohio 
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[Accounts Wanted | 


EFFICIENT SALESMAN WANTS TO 
HANDLE PRODUCTS in South Carolina Area. 
Prefer them on a strictly commission basis with 
exclusive territory. Can furnish satisfactory ref- 
erences. Address Box 253, Chester, S. C. 








HOUSEWARE - HARDWARE LINE 
WANTED FOR NEW ENGLAND. Manufac- 
turers representative wants One Additional Line. 
29 years old, 9 years’ experience. Only outstand- 
ing lines considered. References exchanged. Ad- 
dress Box L-16, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





WESTERN CANADA ESTABLISHED MAN- 
JFACTURERS REPRESENTATIVE with offices 
in Winnipeg and Vancouver, giving complete and 
intensive coverage from the Head of the Lakes 
to West Coast, calling on Hardware and Electrical 
Jobbing Trades, also detail work with Depart- 
mental and Chain Stores, desires One Additional 
Line of Merit, (on commission basis). Address 
Box K-913, care of Harpware Acez, 100 East 
42nd St., New York 17, N. Y 








ATTENTION MANUFACTURERS! 


Do you wish te sell your products throughout CANADA? 
We have excellent connections with all distributors, 
pr department, retailers. What is your proposi- 
tlon 


Write Box K-916, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








LINES WANTED FOR 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 
ware, Automotive, Electric Supply Jobbers and 
Chains. B Dun 


NEW ENGLAND 


oston Showroom and Warehouse. 
and Bradstreet rated. Address — Sales 
Co., 610 Newbury St., Boston 15, 





MANUFACTURERS’ AGENTS DESIRE 
LINE FOR NEW JERSEY, Contacting Lumber 
Yards, Hardware Dealers, Mill Supply Houses. 
12 years in territory. Aggressive coverage. 
mission basis. Will carry stock. Address Box 
K-883, care of Harnpwarz Agz, 100 East 42nd St., 
New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE 
ESTABLISHED FOR OVER TWENTY 
YEARS with the Wholesale and Select Retail 
Trade in Indiana, Kentucky and Tennessee is ex- 
panding sales force, and desires additional lines. 
Sporting goods and tools preferred. Can furnish 
A-1 references by nationally known manufactur- 
ers. Address Box K-905, care of Hanpware Acs, 
100 East 42nd St., New York 17, N. Y. 








THROUGH JOBBERS ONLY 


Manufacturers’ Agent contacting Hardware and Build- 
ers Su Jobbers exclusively, in Metropolitan New 
York, New York State, Connecticut, New Jersey and 
Eastern ‘Ponseptuania, desires One More Line that is 
distributed through Jobbing channel. 
Address Box L-3, care of HARDWARE Bs 
100 East 42nd Street, New York 17, Y. 


























MANUFACTURERS: 


Strong Middle West Sales Organization, Head- 
quarters Chicago, whose 9 men travel |2 States, 
calling re — y on Houseware and Gift Ware 
Trades, Il handle One More Line with good 
buyer acceptance and volume possibilities. 
Address Bex L-6, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








HAVE YOU A CHEMICAL PRODUCT THAT 
CAN BE SOLD TO THE HARDWARE AND 
THE PLUMBING SUPPLY WHOLESALERS? 
WE CAN MANUFACTURE AND DISTRIBUTE IT 
FOR YOU NATIONALLY ON A ROYALTY OR 
OUTRIGHT PURCHASE BASIS. 











| Positions Wanted =i 


CATALOGUE, SALES AND PURCHASING 
EXPERIENCE 16 years with small manufacturer 
wood and metal products well known to national 
hardware wholesalers and mill supply trade. Back- 
ground includes costs-to-sales price 
inside and outside selling, wartime 
co-ordination of shop and sales. This advertiser 
seeks connection with small manufacturer New 
England or Atlantic Seaboard. Further details 
upon request. Address Box K-876, care of Harp 
ge Acz, 100 East 42nd St., New York 17, 














[ Bariness Opportunities | 


GOOD LINE OF HAMPERS OFFERED 
STOCK JOBBERS ONLY, AND EXPORTERS. 
Samples on request. Address Box K-900, care of 
os Acs, 100 East 42nd St., New York 
7, N. Y- 





FOR SALE: 200 DOZ. HENRY L. HANSON 





NEW %” 20 THREAD NC—RH—CARBON 
STEEL FLUG TAPS. 50 DOZ. OR MORE 
$2.16 FER DOZ. Address C. R. Stark, Hardware 
Jobber, 94 E. Lincoln St., Westerville, Ohio. 


SCREEN WIRE, PLASTIC, GREEN 3’ x 
300’ ROLLS, $90.00 Roll. Address Box L-18, 














WANTED—HARDWARE LINES 


for Ohio, Indiana and Michigan with a 
selling force of four men calling on Job- 
bers, Chains and Dealers, also have a 
permanent display room in Detroit. 


Address Box L-15, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


EXPERIENCED AGGRESSIVE MANUFACTURERS 
AGENT WANTS EXCLUSIVE LINES FOR INDIA, 
HARDWARE, APPLIANCES, REFRIGERATORS, 
MACHINERY. MAIL CATALOGS, ETC., TO 
H. STERNLICHT, P.0. BOX 578, BOMBAY OR 
BOX L-17, CARE OF HARDWARE AGE, 100 East 
42nd ST., NEW YORK 17, N. Y. 























WE OFFER 
MANUFACTURERS 
NATIONAL & EXPORT COVERAGE 


Manufacturers representatives, with offices and 
show-room in New York City will now ser- 
vice manufacturers of HOUSEWARES, KITCHEN- 


PANAMA 


MANUFACTURERS INTERESTED IN 
EXPORTING TO THIS COUNTRY 
ARE INVITED TO WRITE US 


Sames PEREZ om. LTDA. 


BOX NAMA, R. P. 











Address Box L-2, eare of HARDWARE AGE, care of Harpware Ace, 100 East 42nd St., New 
100 East 42nd Street, New York 17. N. Y. York 17, N. Y. 
INDIA FOR IMMEDIATE SALE. 40,000 Nickel- 


plated Ferrules %x3%4”; 50,000 Coping Saw 
Blades—Carbon Steel 6” long; 60 Gross 4% Oz 
Tubes Cement, 90,000 Brass Dished Washers— 
%” Dia., 20,000 #12-24 Brass Wing Nuts. Ad- 
dress Fhalanx Stainless Mfg. Co., 509 Eastern 
Ave.. Baltimore #21, Md. 


FOREIGN DISTRIBUTOR LISTS: Have 
prepared during 25 years traveling abroad for 
first-class American Companies Controlled Lists 
of over 900 Excellent Importers susceptible be- 
come distributors hardware products throughout 
world. Will cede same for 3% commission on 
initial and subsequent orders obtained. Address 
Box K-897, care of Harpware Acz, 100 East 
42nd St., New York 17, N. Y. 














WARES, ELECTRICAL APPLIANCES, HARD- 
WARE ‘AND SMALL AIR CONDITIONING 
UNITS. 

We pines 7, h nsng a an aggressive na- 
tlonal sales a progressive INTER- 


NATIONAL EXPORT DEPARTMENT, 


POST EXPORT TRADING COMPANY 
1165 Broadway, New York 1, N. Y. 














CANADIAN NORTH WEST 
ITS 
ATLAS DISTRIBUTORS CO., LTD. 
IMPORTERS—EXPORTERS—AGENTS 
For Active Representation 
Inquiries Solicited 











319 W. Pender St., Vancouver, Canada 


FOR SALE 
SIX HELLER COUNTERS WITH THREE STEP 
DISPLAY COMPLETE WITH GLASS DIVIDERS 
$400; ONE DICTAPHONE, ONE  DICTAPHONE 
TRANSCRIBER, ONE DICTAPHONE SHAVER 
COMPLETE WITH CYLINDERS, $275. 


ARNOLD-DAIN CORP. 
MAHOPAC, N. Y. 















HARDWARE AGE 
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KEIL CYLINDER KEY BLANKS 
We also manufacture 
KEY MACHINES—NIGHT LATCHES 
ROTARY BOLT LOCKS—KEILSON INQUIRER 


KEIL LOCK CO., INC. 


CHARLESTOWN, NEW HAMPSHIRE 








IMMEDIATE DELIVERY! 


ead 
Kant Tip Garbage Can Holder 
Reinforced No. 0 Wire—Very Neat 
French Fry Baskets 


Stainless—All Types— 
Fan Guards 


Also DISPLAY RACKS For 


Seeds—Hardware—Candy- 
Magazines—Soft Drinks— 
Potato Chips—Floral Wall Pockets— 
Trellis—Baskets— Window Shelving 


| SUBMIT YOUR IDEAS 
We Gladly Make Up Samples 


ALBERG—RUSSELL—WOOD 
(National Representatives) 
1210 Farnam St. 
705 Modoc St. 


Omaha, Neb. 
Vallejo, Calif 

















* Price always the same 


* National Advertising creates 
consumer demand to increase 
your sales 


* Protection — No price cutting 
to decrease profits 


* Quality always uniform 





No chain store, group buyer or mail-order house can 
sell ROGERS Famous Liquid Fish Glue — Our policy 
of selling exclusively through the hardware jobber 
and dealer protects your profits. 


Ask your jobber for ROGERS 
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” GENTLE — not injurious to skin 


KEEPS HANDS SOFT — fortified with 
Lanolin and Vegetable Oils 


QUICK ACTING — Guaranteed satisfaction 
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«SWING A WAY 


Reg. U. S. Pat. Off 


CAN OPENER 


$925 
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FLUID CEMENT 
REG. U. S. PATENT OFFICE 1932 


If you want a fast selling cement, buy LEECH. Repeat 
sales are good. It’s a profit builder. We believe this 
cement has more all-round uses than any other on the 
market. Attractively packed and carded in sales producing 
displays—good margin for both retailer and jobber. For 
profit building sales, add LEECH to your line. Drop post 
card for prices. 


LEECH PRODUCTS CO., 


Genuine DOMES & SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 
] Oc SAVE FURNITURE 
FLOORS-CREATE QUIET 
Name "Domes of Silence’ 
geawnre Glide 





Box 243-C, Hutchinson, Kansas 





on each 
Domes of Silence 
Rubber Cushion Glides 
Tile, Marble, Cement and Bathroom F 


Sizes for meta! beds, wood beds, large 


If he is not suppiled write to 


Ask your Jobber 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 





OQndex SJo 


Adwenrtirerr 
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UE AEA a ious since. ocd 41| Horn Mfg. Co. ........... 148 
Columbian Rope Co........ 115 | Horrocks-Ibbotson Co... 108 
Columbian Vise & Mfg. Co. 162 ~~ & Worthen Tanning a 
Columbus-McKinnon Chain so RT, , a 
RS a al 116| Huenefeld Co., The - 72 
Columbus Plastic Products, Hugo Mfg. Co. .... 152 
| SEN a ee age 135 | Hurd Lock & Mfg. Co.. 95 
Congress Die Casting Divi- 
WE a bbsis ith ce wo saeee 52 
Crescent Bronze Powder Co. 103 | 
Curtainmaster Div., Atlas 
Handee-Pak, Inc. _.. 37! Independent Lock Co. 63 
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Johnson Steel & Wire Co... 138 
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Kovlon Cutlery eaten. 
Kay-Tite Co. a Se 
Keen Equipment Co 
Keil Lock Co., Inc. 
Kent Foundry Co 
Keuffel & Esser Co......... 
Keystone Steel & Wire Co... 
Knapp Foundry Co., Inc.... 
res 


LaPorte Corp. 

Lavelle Rubber Co 

Leech Products Co. ..... 
Lehr Equipment Sales, Inc... 
Lenk Mfg. Co. 

Levy Sons, Inc., I. 

Lincoln Metal Products Co... 
Lowell Mfg. Co. ........... 
Lurie Hardware Co., Inc., The 


Madisco Co. 

Marshalltown Trowel Co..... 

Master Bronze Powder Co... 

Mayes Brothers Tool Mfg. 
Co., Inc. 

Mayhew Steel Products Co... 

McCambridge & McCam- 
bridge Co. 

McGill Metal Products Co.. 

Metal Ware Corp., The.... 

Midgi Products 

Mill-Rose Co. 

Miller Protecto Products Co. 

Miller, Inc., Robert E 

Milwaukee Lace Paper Co.. 

Minute Mop Co. .......... 

Modern Plastic Co. ....... 

Mortell Co., J. W. 0.2... 

Morton Co., R. P.. 

Mueller Brass Co. 

Munising Paper Co. ... 

Murdock Co., William J. 

Myers & Bro. Co., F. E. 
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National Lock Co. 

National Mfg. Co. ........ 
National Screw & ee Co. 
National Silver Co.. ; 
Nelson Mfg. Co., L. R.. 
Newell Mfg. Co. . 
Newton Line Co., Inc....... 
sc! Bovey iy ee 
Nicholson File Co.. 

North Bros. Mfg. Co. 


Oakes & Co. 

Oakland Engineering Ca. 
Oster Mfg. Co., John 
Ox Fibre Brush Co 


Parva Products .. 
Pearson, Inc. 
Pecora Paint Co. .. 


Phoenix Mfg. Co. 
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Plymouth Cordage Co. ..... 155 
Popular Mechanics Magazine = 
Portable Products Corp. . 


R 
Ray-O-Voe Gee oc oniccivcces 1 


54 ——- Laboratories, Inc., 


CS. 

Red. Devil Tools ve 

Reed & Prince Mfg. Co. .... 22 
Reflecto Letters Co. ....... 55 
Remington Arms Co., Inc. 85 
Rogers Isinglass & Glue Co... 167 
Rop-Loc Products Co. ...... 16l 
Royal Brand Cutlery Co..... 13 
Rubberset Co. ............42-43 
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St. Louis Cordage Mills ... 
Sand's Level & Tool Co. .... 
Schalk Chemical Co. ....... 
Schleuter Mfg. Co. ........ 
Sharon Bolt & Screw Co. 
Sheffield Bronze Paint Corp. 
Shelby Spring Hinge Co. .. 
Shelton Plane & Tool ernie Co. 
Shopmaster, Inc. ..... 
Silver Lake Co. 
Simer Co., Jerome 
Smith Corp., A. O. 
Southington Hdwe. Mfg. Co., 
The 
Spar-Tex Co., The ; 
Squeez-Ezy Mop Selling Corp. 
Stevens Level Co., E. A. 
Superior Fastener Corp. 
Swift & Co. 44, 
— -A-Way Steel Products 


Templeton, Kenly & Co. .. 

Tennessee Valley Associated 
Marketers 

Triplex Screw Co. .... 

Troy File Works .. 

Tudor Chemical Specialties, 
Inc. 


Twix Mfg. Co., 
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Union Hardware Co. ... 
United States Plywood Corp. 
United Wire Goods Mfg. Co. 
Universal Clay Products Co. 
Upson-Walton Co. 
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Vaco Products Co. . 

Val-A Co. 

Valentine Equipment Co. ... 
Vaughan & Bushnell Mfg. Co. 
Vaughan Novelty Mfg. Co... 
Vita Var Corp. 

Vulcan Electric Co. 
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Warren Products, Inc. 

Washburn Co., The 

Westchester Brickote Products 
Co. 2 a ee aie SS 
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Zenith Electric Appliance Co. 156 
ee 100 








AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 


OVER 80 YEARS’ EXPERIENCE 


PRIEST'S 
CLIPPERS 


Triple plate — copper, 
nickel, chromium finish. 
Ball bearing, easy action. 
Over 80 years’ experience. 
ASK YOUR JOBBER 











Canadian Agent: 


GARDEN TOOL... 


Ideal for the small garden or flower bed. 
A 3-in-1 tool that digs or hoes or cul- 
tivates — all for the price of one tool. 
Shank welded to blade. Sturdily made — 
attractively finished. 

Boost your garden tool sales with this 


useful tool. 


15 Wellwood Ave., Toronto, Ontario 


Export Deportment: 90 Broad St., New York 4, N.Y. 


. & 
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® Manufacture of GEP RODS will be resumed just as soon 
as materials and labor are available. It is doubtful, how- 
ever, if many rods will be ready before next year. Ask your 
Jobber to let you know when he receives his supply. 


GEPHART MFG. CO. 


1020 West Adams Street + Chicago 7, Ill. 


Specialists in Steel Fishing Rods for 
BAIT CASTING e FLY FISHING e SAET WATER FISHING 
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Levels <a tae set 
YOUR HARDWARE JOBSER. 
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8631 GRATIOT AVE,, 





DETROIT 13, MICHIGAN 





BOILING WATERPROOF / , WEAR -PROOF 


ALCOHOL- PROOF 
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_ MARINE SPAR R VARNISH 


In worldwide use on ships, its extra hard film proved its astonishing 







ability to take abuse without signs of wear. Withstood all climates, all 
weathers — sun, rain, snow, salt sea spray. Now, dealers everywhere 
are building unusual varnish business by featuring the tougher protec- 
tion and longer-lasting beauty it gives to ‘floors, woodwork, furniture. 





@ DRIES QUICKLY © APPLIES EASILY 
@ WON’T TURN WHITE @ LASTS LONGER 


@ FOR INTERIOR AND EXTERIOR USE 








Preserves, Beautifies, Protects 


FLOORS * WOODWORK ° FURNITURE 






CORPORATION 


PAINT ENGINEERS SINCE 1888 + NEWARK, NEW JERSEY 
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THE NATIONAL SCREW & MFG. COMPANY 
CLEVELAND, OHIO 


MADE IN U.S-A 














Kerosene Ranges 


FOR THOSE WHO DEMAND THE FINEST 
BOSS HOLDS THE SPOTLIGHT— Everything in 


beauty and convenience plus the low cost economy of Kero- 

sene. Lustrous porcelain finish...easy to clean. Finest 

Utility Features, including glass in oven door for visible 

baking, roomy utensil compartment, useful shelf splasher. 

Fast efficient cooking heat...safe...odorless...sootless. 
temember Boss... See Boss ... Buy Boss. 


THE HUENEFELD CO. CINCINNATI 25, OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 








See the above Ad... 


in the leading 
women’s magazines 
and farm journals. 
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